








other rope gives you the same superior qualities — 
istently, uniformly, dependably. 


It’s pliable when wet. 

It’s flexible even after many tows. 

It's rot-proofed and water-proofed. 

It’s balanced and non-kinking. 

It resists abrasion and wear. It lasts longer. 


No wonder men who know, choose Columbian every time... 


every kind of marine use. 
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From the finest fibre-growing plantations in the Philippines, Columbian's 
own buyers select only the most suitable grades of fibre. It's thoroughly 
inspected, graded . . . sent to Columbian's plant in Auburn. And here 
skilled workmen turn the fibre into as fine a rope as you can buy. 

Every foot of Columbian Tape-Marked Pure Manila Rope is guaranteed 
for quality, strength, durability and service. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,"’ New York 


PURE MANILA ROPE 
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Here you have Wooster’s new General 285 


Purpose Nylon Wall Brush in an attrac- ae 
tively colored vender — ready to put out 
front. It’s a traffic stopper and profit 
builder. Meets popular demand for a 
quality general purpose brush at a low 
price. Is one of the fastest selling — and 
most popular sizes of the nylon brushes 
offered by Wooster. Made in the same 
traditional quality manner as the higher 
priced brushes. 





IDEAL VENDER FOR ANY PLACE 
WHERE SPACE 1S LIMITED 


- ON L BRUSH 
VENDER Contains T dozen of the fastest sclin Tach general NC-87 GENERAL PURPOSE 
ome ste’ approsimessiy 342 inches ‘clest ot aan an NYLON WALL BRUSH 


and red trim; gold stamped handle. Packed in an attractively 
colored vender with eye-catching backboard. Shipping weight 
about 5! Ibs. 





WOOSTER - OHIO JOOSTE 


0SS-SEy THE WOOSTER BRUSH COMPANY 
BRUSH MANUFACTURERS SINCE 1851 Wien 


GUARANTEED 
YSE in any THING 


IF IT’S WORTH PAINTING IT‘S WORTH A WOO 
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Let your customers take a look at the new YALE 
Ziplock—the neatest trick yet in bicycle locks. 
They'll go for the brilliant red . . . the easy-zip 
locking (“It Zips to Fit’) ... the sure YALE 
strength. Ideal for bicycles, duffle bags and 
camping equipment. 











And, ideal too, for supplying both normal 
seasonal demand for bicycle padlocks and 
impulse sales due ‘to the attractive 

zip-up feature. 








Ask your jobber about the Jumbo 
Introductory offer—including a clever 
combination box-and-display, window | 

streamers, and newspaper mats. 









GIVE THE NEW 


a3 y OCK 


ZIFLOCK 
will be advertised 
in THE SATURDAY 


EVENING POST 
May 22nd. 


YA 
Z For Bicycles, Duffle Bags, etc. 
“7 ZIPS 70 FiT™ 





The name Yale. 
helps make the sale 





THE YALE & TOWNE MANUFACTURING CO 
Stamford, Conn. U.S A 
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on the old cash register! 


HOW CAN YOU MISS... with a non-electric door 
knocker chime that needs no wiring, no bat- 
teries! With an eye, ear and purse appeal item 
that’s being pre-sold for you with consistent 


big-time national advertising! 












Here’s a musical door knocker 


that sells on sight and sound! 





/. Eye Appeal: Styled by famed de-- 
signer, Lurelle Guild. Bright, weather- 
proof brass, in traditional or modern 
styles. Handsome mirror inside door con- 
ceals mechanism. 


2. Ear Appeal: Tone pure and perfect in 
pitch... like all Edwards Chimes, these 
two door knockers are electronically tested 
for tone accuracy on the Sonoscope—ex- \) 
clusive scientific testing device. , 


3. Purse Appeal: They’re priced right | 











for your best customers... the middle- 
range market who want and buy these 
VThe FAIRFAX “extras” for their homes... and for their | 


Retail... $7.95 friends’ homes, too! 


4, Counter Appeal: Edwards Door at 
Chimes tell and sell their own advantages 
when displayed in the Edwards operating 
Merchandiser. Customers see both front 
eo and back of chimes, hear their sweet, irre- 
order from your distributor today sistible music! Attractive gift cartons. 
54, X 


Ei WARDS DF) Eb: aie 
GOFrT ete nenigeiata anion 
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Retail... $6.95 —p> 
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Anyone who buys or uses padlocks is a prospect for the new Stanley 
Safety Hasp No. 917 with Click-Lock Staple. A padlock is only as 
safe as the hasp that holds it. And this hasp is designed to give real 
protection wherever padlocks are used. 


This new No. 917 has three selling points that will appeal to your 
customers. 
1. The staple clicks into position against spring action 


on each quarter turn (can’t be rattled open). Can be 
used as a catch. 


2. When hasp is in locked position, screws are completely 
covered and cannot be removed. 


3. When hasp is closed, padlock lies flat. 


Add to such features the protection that hardware users associate 
with the name Stanley, and you can see why it’s easy to sell the 
No. 917 Safety Hasp with Click-Lock Staple. Stock and display 
it—make more money! The Stanley Works, New Britain, Conn. 


wna scnssonsr FTA LEY 


makes  tcasten make the sale/ 


Reg. U. S. Pat. Off. 
HARDWARE * HAND TOOLS °¢ ELECTRIC TOOLS 
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NEW. JERRKUFUC.... 


STYLED TO SELL! BUILT TO DO MORE.. BETTER! 
THE SENSATIONALLY NEW : 


UNIVERSAL FOOD MIXER 
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A BEAUTY OF A BUY! 
*f 


IT’S A JUICER, TOO... easy-to- 
attach, power-driven reamer 
juices all fruits easily and 
quickly, gets more juice for 
money-saving economy. Juic- 
ing attachment, strainer, and 
one and two-quart bowls in- 
cluded at no additional cost. 4 











TYLING that’s way out ahead of the field! You need it for 

the competitive selling ahead ...and you get it in this big, 
beautiful new Universal Food Mixer. Massive streamlining, 
sweeping modern design that’s as practical as it is attractive, 
sparkling chrome and rich blue trim . . . all combine to make 
this sensational Universal Mixer the “Beauty Buy” of them all. 

You have a big advantage, too, in demonstrable, sales-clinch- 
ing features. Full power at all ten speeds, extra-large beaters, 
and mistake-proof Power Guide Indicator assure better, faster 
mixing. Thumb-tip Beater Release, Tilt Motor feature, and 
simplified, streamlined design make cleaning and the whole 
mixing job easier. Juice extractor is the most easily attached, 
most practical juicer attachment ever developed. 

From every angle, including powerful national and local 
promotion, this new Universal Mixer ‘strengthens your hand” 
. +. Strengthens your profit opportunity in’49! 
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NEW TILT MOTOR FEATURE 
permits extra-thorough mix- 
ing, also easier filling of bowl 
and beater placement. 


SIMPLE-SURE POWER GUIDE 
provides choice of 10 recipe- 
tested speeds—assures correct 
speed for every job. 











HERE’S UNIVERSAL’S TERRIFIC 
“ PLANNED-PROFIT’’ PROMOTION PROGRAM 
Big-Space Magazine Ads in: Life +» McCall's 
Ladies’ Home Journal - Good H keeping + S ? 
plus Coast-to-Coast Radio Audience Shows 

PLUS Concentrated Point-of-Sale Promotions 






















_ SEE YOUR UNIVERSAL DISTRIBUTOR 
evealy balanced sad made OR MAIL THIS COUPON TO US TODAY! 


with modern materials for 
durability without weight. 







THUMS-TIP BEATER RELEASE 
is conveniently located for 
quick, easy operation—in- 
stantly releases both beaters. 











LANDERS, FRARY & CLARK 
NEW BRITAIN, CONNECTICUT 
DEPT. M-HA 
1 would like to have the complete story on your 
Spring “Planned-Profit’’ Food Mixer Program. 
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Great New Tools! 
5” Sander-Polisher @ t= 
$29-95 wim : 
Sell it for 


Sanding - Polishing 
Waxing: Drilling 








.25 Revolutionary new 
+8 - attachment sands 


Diss bevels, angles. Sharpens 
tools. 


Versatile Line 
of Drills and Accessories! 


1h" Drill 


$35.95 





%" Electric Drill Kit 
$39-95 \ 
Vertical and Horizontal Drill Stands 
Buffing & Polishing Kit « Abrasive Kit 











Advertising! 


Split-Page Ads 
fora 
DOUBLE 
WALLOP 
in these 
BIG 
MAGAZINES 













Heres @ Reel Men's Gist 
: for FATHER'S BAY “S55 














Products of The BLACK & DECKER Mfg. Co. 
Dept. H653, Towson 4, Md. 
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DAESY KITCHEN SPATULA 


i RB 














FAUCET WASHERS 
bf FOR HOT COLD WATER 








GET PRICES NOW—PROMPT DELIVERY 


Every family needs some of the DAISY household rub- 
ber goods pictured on this page. They are staple, 
quality items that retail at popular prices and pay a 
good profit. Each DAISY item is modern in design, 
well packaged and appeals to impulse buyers. 

DAISY Rubber Goods are good warm weather money 
makers. Get prices and details on the complete line. 


Prompt delivery. 





SCHACHT RUBBER MFG. CO. 
40 Years of Quality 
Dept. H Huntington, Indiana 





The DAISY Lince is the Quality Line 
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“ a different name for your old friends 
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Solution 


to lasting fastening problems... 


Whatever the fastening 
problem, there’s a solution 
to be found in REPUBLIC’S 
full line of more than 
20,000 different sizes and shapes of 
headed and threaded products. From clean, 
sharp threads to sound, full heads, they 
offer positive assurance of lasting fastening 
satisfaction. Republic Steel Corporation... 
Bolt and Nut Division, Cleveland, Ohio 
and Gadsden, Ala.... Export Department: 
Chrysler Building, New York 17, N.Y. 
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NEW IRU-FIT PLIERS 




















Here's the best plier buy on the market—the new Tru-Fit Combination 
Ptier line. Our 32 years of experience in tool manufacturing enables 
us to produce the finest tools at competitive prices, and Tru-Fit pliers 
give you a Wiper Prorir Marcin. Our lower prices mean addi- 
tional profits for you. 


Yet you get the Hicnest Quatiry tools, expertly drop forged in 
our own modern hammer shop, finished in lasting double 

plated chrome. Sharp, deep milled teeth are hardened for 
extra long service. The hardened bolt is located to give 

additional leverage for easier cutting and stronger gripping. 


Tru-Fit pliers offer you the added sales power of ATTRAC- 
TIVE PACKAGING in distinctive new two color Tru-Fit 
display cartons which protect the fine finish of the 

tools, stimulate repeat sales, and simplify your storage 
problems with their plainly marked ends. 


Tru-Fit pliers are Fast Movinc—thanks to their 

superior workmanship, their sturdy construction 

and the sales appeal of their gleaming polished 

chrome finish. Available in all the most popular 

sizes—5”, 6”, 8”, and 10”. Contact your jobber, 

or mail the coupon below Topay for ad, itional 
information. 


No. 206 (Polished Face) 
6'' Combination Plier 


— eee ee ee Oe ee ee ee ee eee ee ee ee ee eee ewe eee eee 


Please send me complete descriptions and prices 


@ 
is . 7 on the new Tru-Fit Combination Pliers. 


32 YEARS OF TOO!S NAME 


y 


COMPANY 
ADDRESS 
CITY STATE 


LECTROLITE CORPORATION 


DEPT. 815 * DEFIANCE, OHIO + U.S. A. 


BOX WRENCHES + OPEN END WRENCHES * COMBINATION WRENCHES * PLIERS * TIRE TOOLS * 4 WAY RIM WRENCHES * SPECIAL AUTOMOTIVE TOOLS 
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“Best mower buy 
I’ve ever seen!’ 


says Dana Lundquist 


Lyndale Hardware Company 
Richfield, Minnesota 


“TORO HAS SCOOPED THE MARKET, 
in my opinion, with this new Toro Sport- 
Lawn nationally advertised to sell for only 
$99.50. It’s a typical Toro thoroughbred 
clear through, like all the Toro power 
mowers I’ve sold for years. And I know I’ll 
make a satisfied customer with every Sport- 
Lawn I sell, because Toro backs me up with 
a quick, convenient nearby parts and serv- 
ice set-up. Take a look at the SportLawn, 
yourself. It’s self propelled by a husky % 








2. ‘For small lawns and trimming I recom- 








3. “For average lawns, I sell the Toro 








h.p. Briggs & Stratton engine and V belt 
and chain drive. 5-blade 17” reel and bed- 
knife of Disston steel, ball-bearing mounted. 
Plenty of power for steep terraces, balanced 
and light weight for easy handling. And 
think of it! The SportLawn 


SELLS FOR ONLY 





7.0. B. 
FACTORY 


4. “For estates I advise the ‘oro Starlawn. 





“Se 


mend the 17” Toro Sportsman hand mower. Homelawn. Lightweight, dependable, easy Heavy duty power mower with floating p 1 
Built to championship golf course standards. to operate. Cuts 2lsinch swath. Voted out- axle for smooth cut on uneven ground, and opula: 
Smooth and silent, precision engineered standing for value and performance in high-low cut angle adjustment. 24”, 27” and Swing ( 
with molybdenum steel blades and bed- independent consumer tests. Pressed steel 30” widths. Finest pressed steel construc- j di 
knife. S-h-e-a-r-s grass, never pulls or tears. construction, with cast iron side plates. tion, simply and ruggedly built. Indc#en- immedi 
Rigid construction. Tubular steel handle.” Continental 1!4 h.p. engine.” dent reel and traction controls.” Thes: 
: . : comple 
F } hang a 
y link aft 
Gooc 
aswing 
a | 
‘ Jack, Se 
wicca eer "i SO ° Sprocket 
5. ‘“‘Here’s Toro’s champion performer for 6. “See this map? Every dot represents a 7. America’s most complete line of power tee, 0 
weeds, tall grass—the Toro Zipper sickle Toro service and distribution depot where mowing machinery ... the new 1949 ‘Toro ine, Fe 
bar mower. Self propelled traction drive we dealers can get immediate help and line. Everything from lightweight hand and Passing | 
with 36-inch cutting bar. Quick starting 1% needed parts. No matter where your store power models to the finest of heavy-duty 
h.p. engine. Pressed steel construction. Cuts is, you know that Toro service is readily equipment for golf course, park and insti Fle 
close on banks, highway ditches, next to available to assist you and your customers. tutional use. Write for particulars! Toro Mig. 
buildings, under fences and bushes.” That’s why Toro is my line!” Corp., Dept. HA-5a, Minneapolis 6, Minn. 
14 HARDWARE AGE, MAY 19, 1949 HARD\ 
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“Serves the Best” 


Popular for many years with the hardware trade, Hodell Porch 
Swing Chains, in the favorite Bulldog pattern, are now available for 


immediate delivery. 


These Y-Type Porch Swing Sets come in handy packages, one 
complete set to a box, with a pair of hooks—everything needed to 
hang a swing. Branches are neatly joined to leader by closing last 
link after branches are attached. 

Good looking . . . long lasting . . . these fine chains really dress up 





a swing and never let you down. Display them—let them sell themselves! 


Jack, Sash, Safety, Ladder, 

Sprocket, Pump, Liberty Ma- 

chine, Proof Coil, Liberty Coll, 

Passing Link, Bulldog, Samson, 
Flat Link, Register. 
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¢ Hodell is the name for dependable chain! « 


HODELL CHAIN COMPANY 


Established 1886 « CLEVELAND 3, OHIO 


A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 
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These keys bear two famous names — General 
Motors and Delco Water Systems! 

They represent two of the most important assets 
any business can have—product value and customer 
acceptance ! 

And these keys will open doors for you—doors 
to farms and homes that recognize the greater value 
of General Motors products—and the outstanding 
quality and dependability of Delco Water Systems ! 


Product value and customer acceptance are keys 


to greater profits for dealers with the unequalled ' 


advantages of a Delco Water Systems franchise : 


1. You'll be selling products that carry a name 
your prospects know and trust. 





Delco Model C-12 
Shallow Well Pump 


mt 


our Keys to greater PROFITS! 


Delco Wellmaster 
Shallow Well Pumps 


Water System Dealers... 





2. You'll have Delco Wellmaster Deep-well, 
Shallow-well and Jet pumps that meet the exacting 
requirements of your value-conscious customers. 


3. You'll be backed by a manufacturer whose 
research and engineering facilities will keep the 
products you're selling out in front. 

4. You'll have a sales promotion program that 
really works—aggressive advertising and alert mer- 
chandising-helps geared to meet your needs. 


So why not investigate now? For more information 
about your profit opportunities in selling the full 
line of Delco Wellmaster Pumps, write to Delco 
Appliance Division, Dept. HA-5, General Motors 
Corporation, Rochester 1, New York. 





Delco Wellmaster 
Deep Well Pumps Jet Pumps 





Delco Wellmaster 


GIL 
and 


and 


unc¢ 


Also manufacturers of automatic Delco-Heat for homes — Fractional Horsepower Electric Motors — Electric Automobile Clocks 
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a complete line 


of that 
all around 






your neighborhood 


GILMER Badger, Tuxedo 


and Four Ace Lines available in 25 ft. 





and 50 ft. lengths, coupled. Also 500 ft. bales 


uncoupled. Rubber washers included. 








HARDWARE AGE, MAY 19, 1949 


® Gilmer Tuxedo 
Black G-1326 
G-1325 


This number includes an 
added braided Rayon 
layer, vulcanized into one 
non-separating, non-kink 
unit—leakproof. Add in all 


Alsoin Green... 


the other Gilmer long-serv- 
ice features and you know 
why Tuxedo quality gives 
you a sure selling edge. 


® Gilmer Badger 
Black G-1308 
G-1309 


Looks swell. Feels light. 
Flexes freely. Stands plenty 
of pressure, weather and 
handling, because of 
strong one-ply cord, lively 
seamless rubber tubing 


Also in Green... 


and cover that defies drag. 
New type coupling, smartly 
nickeled, permits Full Flow. 
You're ahead of competi- 
tion with this leader. 





@ Gilmer Four Ace Brown G-1324 
The Hose built like a tire 


True Spiral-Cord body instead of braiding gives this 
ul 






oe tes 


hose double strength, yet assures, fu Y- 
Attractive brown fluted cover is the toughest known. 
Couplings can't pull off in service. Even service 
station and greenhouse hose troubles are cured by 
Gilmer Tuxedo hose. It enlarges your profits. 













OUR sure-fire market for Gilmer Garden 

Hose takes in all the little and middle- 
sized houses—all the hard-on-hose service 
stations, bottlers, dairies—plus big-footage 
customers like estates, country clubs, commer- 
cial gardeners. 


Gilmer Garden Hose in all types and price 
ranges has got the stuff that makes your sles 
story hold water. Covers, tubing, reinforcement 
and couplings are extra durable and pract ical — 
reflecting what Gilmer learns from the tough- 
minded industrial market that buys only on 
tested dollar value. You can sell more hose like 
that and it goes far to keep your store sold. 


L. H. Gilmer Company 


TACONY, PHILADELPHIA 35, PA. (a> 


Division of United States Rubber Company HOSE, 


e Gilmer Plastic Hose 


This is lightweight hose safe for you to recommend. It’s sure 
to work right and wear well. A youngster can carry it in one 
arm, but it foils sun, frost, filth, mildew. Doesn't peel or crack. 
In shimmery red or green, with nickel-plated couplings, this 
hose is a great eye-catcher. Makes a strong store display in 
little space. 25 ft. and 50 ft. lengths. 


@ Gilmer Couplings Stay Put 


New Gilmer Full Flow Couplings are expanded in place from 
the inside! Old obstructions to full flow are gone. This coupling 
makes a better hose for standard service. The record proves it. 


Gilmer Heavy-Duty Couplings resist extra pressure and extra 
abuse. Cannot pull out in service. Heavily nickeled, with hectagon 
type nut. Fits any standard faucet. 








50-pc. ELECTROMATIC 


192°. 


in a smart, streamlined 


burgundy-toned, 
plastic chest! 






Welcome Gift! 


Here are the popular Casco Power workshops that are hitting the jackpot OL'N’R a 
for 20,000 retailers! Complete with the famous 27,000 RPM SUPER- ious oalad Ph 


SPEED Casco Power Tool, and every precision accessory needed to build $ : 7? 5 

models, fashion jewelry, monogram glassware, tool leather, carve 
plastics—for drilling, sawing, grinding, polishing, sanding—plus a COM? ae 
1001 time and money-saving uses around every home! They’re the finest with beautifully finished solid “iy 


Power Tool values on the market... the fastest-selling kits the year pastrami 
’round—and sold only through jobbers to retail stores! 





CHECK YOUR STOCK! ORDER NOW! CALL YOUR CASCO JOBBER TODAY! 
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Many good hardware stores pass-up one of the BIGGEST GIFT 
DAYS of the year—Father’s Day! By June 19, 1949, over 
$106,000,000 will be spent! Wives, daughters, and sons of some 
25,000,000 fathers will be out gift hunting in droves...walking 
by your store, looking at your windows, reading your ads, eager 
to buy! All looking for something new, something different —not 
the usual shirt-and-tie standby! 

That’s where you come in! You have one of the hottest gift 


items—a natural for Father's Day—right in your line! Tell this 
swarm of gift-hunting shoppers about Casco Power Tool Kits. 
How every man wants one! How every home needs one! How 
it’s the gift that every Father wants above everything else! Feature 
Casco Power Tool Kits in your window, on your counter, in your 
ads! Go after and get your share of this terrific gift business—and 
Casco gives you the promotion ammunition you need to do a 
BIG JOB on the BIG DAY! 





how you rake in 


Check your 

Casco distributor ‘ 

| i @ Contact our aie pr have enough Electro 
19’ Rak kits on hand. 


5 Promo- 
Write for Casco’s FREE Father's Day 
e “4 . . - 
tion Package, including: 
a. Special Poster for your 
: interior display- 


ial newspaper © 
» — and 3 colume iis Demonstrator: 


. - ic 
store window — OF fo 


mats in 1 colume, 2 col- 





: Day sales ! and pep-up you 


TIVE ADVERTISING A 
with other promo 


FRE 


' CASCO PRODUCTS CORPORATION, BRIDGEPORT 2, CONN. 
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r Spring volume! 


COOPERA- 


. L 
s SPECIA cails sent 


Take advantage Of SOT ANCE! Full de 


tional material. 





a Se ee Se ee Ee a al 
MAIL COUPON TODAY FOR YOUR CASCO 


FATHER’S DAY PROMOTION PACKAGE 














c. Special sticker for ated | Please rush me Casco's special Father's Day Window Poster, newspaper 
Display Cabinet. mats, special sticker for my Casco Demonstrator-Display case and full 
s terrific details about cooperative advertising allowance. 
full benefit of Casco mag f 
@ Get tne DVERTISING in the popular NAME 
NATIONAL Av ening Post, Collier's: ee ag 
zines —Satoren? Science, Mechantx Iu STORE 
banics 
a Science Iustrated! i ADDRESS 
i CITY ____ STATE 











i DISTRIBUTOR'S NAME 


CASCO PRODUCTS CORPORATION, Bridgeport 2, Conn. 


“I 
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sales multiply 


when you sell new Firestone 






O07, a7 
tWa-7~oo AERATOR 


the amazing faucet attachment that 


toku the SPLASH cat of wet! 


Start selling now...and see what happens 


| 
f 


a Si seat 


Not in over a dozen years have you seen good old “Word-of-Mouth” go to work 
like this! One customer shows another—and practically every woman i 


who sees an Aerator in action wants one. 


For Velva-Flo Aerator is a clever new invention that turns water into a clinging 















stream of bubbles that wrap themselves around glasses, dishes, hands—with never 
a splash or a spatter! Makes more suds from less soap. Saves precious hot water, 


too—for it does a faster, better job of washing and rinsing. 


Women at first hardly believe their eyes— 
but when they see it’s true, they’re off 

to your store for Aerators of their own. 
Especially when they learn that 


Velva-Flo costs only 


NEW 


Firestone 


7) | 
FAUCET 
AERATOR 






Each dozen is packed in this 
self-selling display carton. 







Made and guaranteed by 
FIRESTONE, Akron, Ohio 
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Lrery housewife needs GO7% of these 
kaahity home necessities 





7 - IAN 


12 oz. Junior INSECT-O-BLITZ 


Be sure of QUALITY—check the formula! And here 
is real quality at a competitive price. Compare this 
formula with others and you will understand the 
growing demand for INSECT-O-BLITZ. 
FORMULA: 3% DDT, 0.2% Pyrethrins and 1.5% 
Piperonyl Butoxide, one of the newest chemicals 
developed for insecticides...insures a high degree 
of kill. This container is attractively designed to get 
those “impulse-sales”’; is built to hold many times 
the pressure actually used. Valve is the tested and 
proved aluminum screw-type that is dependable, 
leak-proof and non-corrosive. Non-inflammable. 






JUMIOB AEROSOL 


INSECT-O-BLITZ 


FORUULATCO WITH ODT ANO PrOcteneD 


Md KM) SOKQUHTONS BURCms more 
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Fair traded at $1.49 RETAIL $1.50 


e 
e 
e 
TETCO FIRE EXTINGUISHER 
A real high pressure extinguisher in heavy 


steel container. Every housewife wants 
this protection from fires in the home, 
garage and car—means triple sales. Tetco 
is 90% carbon tetrachloride combined with 
other chemicals and its Co2 gas charge 
sprays a full 17 feet. Hermetically sealed— 
always full and always ready for instant, 
certain use. Sold complete with 

bracket for wall hanging. 


mIGH EPFICIENCY 


FIRE EXTINGUISHER 





Fair traded at $2.48 RETAIL $2.50 





TETCO CO. 


Division of Industrial Management Corporation 
458 SOUTH SPRING STREET » LOS ANGELES 14, CALIFORNIA 


Industrial Management Corporation offers 
you FULL TRADE DISCOUNTS. Write TODAY 
for full information and prices. We will 
refer your inquiry to our nearest represen- 
tative. All shipments F.O.B. Valparaiso, Ind. 
or Los Angeles, California. 
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Calling for 
SCREEN 9 
HARDWARE! ~\3!/. led 


A seasonal sales leader that S| 
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merits your attention now! «ter 



























Warm summer days ahead increase the desire for open windows and 
fresh air — outdoor dining, or sleeping on enclosed porches, and 
with, of course, full protection from the intrusion of flies and insects. 


Your trade will want to enjoy all-season convenience with adequate 
screening, and they are in the market for screen hardware now, 
without a moment's delay. 


(ational 


Don’t miss the opportunity to fill all requests for genuine National 
Screen Hardware. Check over your stocks now and order your 
supply of these fast-selling products designed to make screens one- 
hundred percent effective. 


The hardware is furnished in beautiful No. 92 
Screen and Storm 
finishes which promote eye appeal and Door Sets 


a longer, efficient service life. 










No. 115 Corner Iron 





No. 117 Flat Corner Iron 


No. 79 
Screen and Storm Sash Hanger 


( National MANUFACTURING COMPANY ‘ Sterling, linois 
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No. 118 Mending Plate 
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Spring is gutter-up time... butter up your business with 
the rust-proof gutters that sell at about half the price 
of other no-rust materials. You'll still be boosting dollar 
volume ‘way up over ordinary rustable gutters—and 
everybody's happy! With Reynolds exclusive 
stipple-embossing, these gutters look beautiful—never 










need painting—never stain walls. Light to handle... slip-joint 
connections need no soldering...and your supplier can deliver now. 
Customers will buy right off your floor. Backed by big 
national advertising campaign... get ‘em in and watch ‘em go! 
ta Reynolds Metals Company, Building Products Division, Louisville 1, Ky. 


ff 
ai 


ty REYNOLDS /i/efime ALUMINUM 
f t a Gutters and Downspouts 





HALF-ROUND, Og sry 
‘ -embossed Stipp| E 
stipple-em Ple-emp, 
REYNOLDS and plain. Sseq 
Lifetime aed ics tice ink peas aici 


ALUMINUM 
Rust-Proof Nails 


A must for all aluminum applica- 
tions and best for general use, too. 
Never rust—thus require no deep 
setting, puttying or painting. 
Lengths from 1” to 342”, 

8 and 12’ ga., %” to 3” heads. 


Reynolds Metals Company 

Building Products Div. 

2026 South Ninth Street 

Louisville 1, Ky. 

Please send me complete information on Reynolds Life- 
time Aluminum Gutters. 


My Jobber's name is__- enicenitiscetaited 











iF YOU SEE RUST ss 
YOU KNOW IT’S NOT My Name — 8 
_ REYNOLDS ESSE te eer ae ea a 

a] Lifetime ALUMINUM tee ei State__ 
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Your customers are dreaming about fish- 
ing—and this Taylor Fisherman’s Barom- 
eter tells when they’re biting! Veteran 
fishermen swear it’s right 94 times in 100. 
Good grade movement in 31” green 
plastic case. Retails for $8. No. 2280. 





Everyone dreams about mouth-watering 
roasts—which makes this Roast Meat 
Thermometerthe“hottest” itemin Taylor’s 
fast-selling line of cooking thermometers. 
Tells ‘““doneness” of any roast from rare 
beef to fresh pork. Armored bulb protects 
against breakage. Retails 
fur $1.75. No. 5936. 





This Thermometer tells where to fish— 
shallow, medium or deep. Always ac- 
curate, easy to use. 5” x 1” stainless steel 
scale with easy reading etched figures and 
graduations. Water cup protects bulb from 
breakage. Perfect size for tackle box. 
Taylor Fish-Finder Thermometer sells 
for only $1.50. No. 5280. 





Most men dream about delicious cakes, 
pies and cookies. And this Taylor DeLuxe 
Oven Thermometer helps the little woman 
get better results by telling accurate tem- 
perature right at the baking dish—where 
accuracy is really important. Sells for $3. 
No. 5928. 


. 


NOW is the time to cash in on your customers’ Spring dreams with the fast-selling 
Taylor Instrument Line! Pre-sold for you by hard-hitting ads in the Saturday Evening 
Post and Better Homes & Gardens. Don’t wait—order from your wholesaler today! 
Taylor Instrument Companies, Rochester, N. Y., and Toronto, Canada. 


Almost every motorist is a prospect for 
this Taylor Auto Altimeter that tells how 
high the hill, how deep the valley. Simple 
screwdriver installation, 24” dial in 
brown plastic case. Ranges: 5000 ft., 
(2068C) retail $8; 10,000 ft., (2068D) $10; 
15,000 ft. (2068F) $12. 


He's dreaming about wild grape jelly to 
go with the venison! But he doesn’t know 
how tricky jelly is to make. It jells best 
within 220°—222° and this Taylor Binoc 
Candy and Jelly Thermometer does the 
trick! Retail $3. No. 5908. 

Deep Frying Thermometer same as above 
—with special scale for perfect deep fat 
french fries, doughnuts, and fish fillets. 
Retail $3. No. 5910. 








Are you cashing in on his dreams? 
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THIS POWERFUL wi 
ADVERTISING PROGRAM &' 


me é' : ONL 
Over 50 million copies of the nationally famous magazines on 
+ the right are telling the story of Langley’s Anti-Inertia spool to 
your customers in 1949. This represents a potential readership 
of over three times that amount during the year. For you see, 
the Anti-Inertia spool is a story worth repeating. It’s the perfect 
answer to what every fisherman wants—a reel that makes perfect 
casts every time. Know the Anti-Inertia spool story yourself and 
you'll sell Langley. And then, for further help in "49, watch for 
colorful POP displays, a 16-page full color booklet: “Tips and 
Facts for the Fisherman,” plus “Customer Catchers,” a complete 
mat service for your local newspaper use. Tie in with this great 
program—it means greater profits for you. 


Only Langley reels give all three! 


1 Quicker take-away of the lure — No drag. 
2 Instant stop when lure strikes water—No backlash. 
3 Perfect casts every time with light or heavy lures. 





Only Langley 
ninates ‘'fly 
wheel action" 
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STREAMLITE TARGET 
$12.50 $12.50 2 § ~ 
LURECAST LAKECAST 
$15 $8.75 
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PLUGCAST 
$10.50 





< D 


LAKECAST 
$10.50 


THE GREATEST LINE OF ep REELS IN AMERICA TODAY 


CASTRITE 
$6.75 


eluxe 











For Information Contact Your Local Jobber or Write Direct to 
SAN DIEGO 1, 


CALIFORNIA 




















HERE'S YOUR PACKAGE 
OF PICNIC PROFITS 












THE NEW 


f,lla-diner’ 


Medlin OUTING KITS + STURDY ALUMINUM « DUST-FREE » COMPLETELY EQUIPPED WITH ALADDIN HY-LO © VACUUM BOTTLES « KITS FOR 2, 4, OR 6 


Here’s the sales sensation of 1948 ready to ring A NATIONALLY ADVERTISED 


up new profits for your 1949 Spring and Sum- 
mer selling season. 


IN COLOR TO 45 MILLION READERS 
Once again millions of families are eagerly 
Action-packed Ala-diner ads 
will run again in HOLIDAY, 
LIFE, SATURDAY EVENING 
POST. There is a complete 


kit of tie-in material to help 


awaiting the chance to hit the picnic trail— 
It’s a grand old American custom, and the Ala- 
diner is made to order for the customers— 
smart, sturdy, fully fitted—it keeps foods 


kitchen-fresh, dust-free. nietewndtit 


It’s the perfect product to pull prospects into exciting promotion. Write, wire 

your store, and there will be plenty of prospects. or phone your jobber today 

and be ready for the Ala-diner 

gold rush of 1949. ie 

ALADDIN INDUSTRIES, inc. 


223 WEST JACKSON BOULEVARD + CHICAGO 6, ILLINOIS 


*T. M, Reg. 
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Super-X Xpert 


e SHOTGUN SHELLS i e SHOTGUN SHELLS 


\ 
» RIM-FIRE CARTRIDGES XY » SUPER-TRAP SHELLS 
» CENTER-FIRE CARTRIDGES / “. » SUPER-SKEET SHELLS 
» SILVERTIP CARTRIDGES a » RIM-FIRE CARTRIDGES 
CE 





Your Best Customers 
WILL SEE THE COMPLETE LINE OF 


WORLD CHAMPION AMMUNITION 
TRAPS and TARGETS 
ADVERTISED DURING 1949 IN THE LEADING SPORTSMEN’S MAGAZINES 


WESTERN CARTRIDGE COMPANY & 
DIVISION OF L 
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HUTCHINSON SCRO-GRILLS 


Sell Fast Because They Have Plenty of 


Buy Appeal! 


Exclusive patented features make HUTCHIN- 
SON SCRO-GRILLS the fastest sellers and top- 
most favorites wherever they are known. They 
are made of both aluminum and iron in several 
attractive designs for screen doors and win- 
dows. Adjustable in both width and height, 
they fit any standard size screen door. To hold 
up and strengthen a sagging door permanently, 
set the Scro-Grill screws on the hinge side a 
half inch higher after wedging up the door. 
No turnbuckles required. As an added pro- 
tection against prowlers, install Scro-Grills on 


window frames. Sell a complete installation 








of Scro-Grills for every new home or moderni- 
zation job. You'll please your customers and 
add an extra profit. As an effective sales dis- 
play, install Scro-Grills on the doors and win- 
dows of your store. Your display will attract 


many buyers. 


SEE YOUR JOBBER OR WRITE US... 


HUTCHINSON SCRO-GRILLS are made in the 
model illustrated here and in several other 
models with the patented bar at the top. They 
are also available in the popular full-length 
XC model adjustable four directions. See your 
jobber, or write us for descriptive literature, 
prices, and name of your nearest jobber. Prices 
range from $15 to $48 per dozen. Not sold 
to agents, chain drug stores, freight salvage, 
department stores, nor mail order catalogue 
stores. Demand the genuine HUTCHINSON 
SCRO-GRILLS. 


Manufactured and Distributed by 


R. H. HUTCHINSON « COMPANY 


2610 SYLVAN AVENUE . DALLAS 8, TEXAS 





PROTECTED BY PATENTS 


Exclusive features of Hutch- 
inson Sero - Grills are fully 
covered by patents granted by 
the U. S. Patent Office and 
upheld by the courts: Patent 
Nos. 2,219,371 and 2,325,402. 
Grills are not a sideline with 
us. They are the only product 
we make. 
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New York City’s Universal Pictures Building 


a Schlage installation of heavy-duty cylin- 
drical locks... Architects: Kahn and Jacobs 


The Schlage lock illustrated is Mercury Design 





SCHLAGE 


SAN FRANCISCO - NEW YORK 


oduct 
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The Fairchild Model F-149HK Householder's Kit was created to meet ON LY 


a popular demand—a proven demand—by thousands of your cus- $26. 35 
tomers requesting these accessories. This 20-piece kit includes fitted 
metal case, polishing bonnet, 6 assorted sanding discs, 4 selected twist 
drills, horizontal drill stand, paint mixer, 3’’ grinding wheel, counter 
sinking burr, 3’’ wire brush, mandrel assembly. Here is a household 
appliance kit at a popular price, packaged to assure further profits 


for Fairchild dealers. Promotional flyers, stuffers, mats and electros free 





ren tT WITH YOUR 
Lh Wtf 

“Gur 4 

my Oury 


on request. 





And make sure the improved Fairchild Model F-149K 
Drill Kit is on your shelf. 


It retails for only $19.95 
SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


FAIRCHILD INDUSTRIES, INC. 


BURLINGTON VERMONT 


Electric Motors Drills Flexible Shaft Tools Hand Grinders 
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IT’S AS EASY TO SELL AS IT IS TO APPLY! 


Handi-Lube is being introduced on the market to fit a definite 
need for those lubricating jobs around the house which have 
plagued and baffled the average householder. It is clear in 
color and clean to handle. It comes in a convenient applicator- 
tip tube, making it easy to apply without getting grease on 
hands or clothing. It remains unchanged under heat and cold. 
It lasts, because it won’t run off. It’s waterproof! 





NEW cities SERVICE ALL-PURPOSE HOUSEHOLD GREASE 


Handi-Lube tubes are packaged in an attractive self mer- 
chandiser...a practical display piece with plenty of eye 
appeal. You'll find Handi-Lube a natural “impulse Purchase.” 
Suggested retail price 25¢ per 3 oz. tube. 


SCORES OF HOME USES 


Bicycles Wheelbarrows BabyCarriages Swings 
Motor Pumps Washing Machines -Lawn Mowers 
Hinges Grease Cups Guns Fishing Tackle 


AVAILABLE THROUGH YOUR LOCAL JOBBER 





a special combination deal with every order for: 


Special 


OFFER... YOU GET FREE... 





YOUR TOTAL COST $14.64 








To introduce our new product Handi-Lube, we offer for a limited time only 


2 CASES CITIES SERVICE HANDI-LUBE.... 
1 CASE CITIES SERVICE PENETRATING OIL. . .(24—4 oz. cans) 
1 CASE CITIES SERVICE ELECTRIC MOTOR OIL (24—4 oz. cans) 


1 CASE OF CITIES SERVICE INSECTICIDE (24—16 0z.cans) Retail value $6.96 
TOTAL RETAIL VALUE $29.52 


YOUR PROFIT OVER 50% 


CONTACT YOUR JOBBER TODAY...OR 
WRITE—CITIES SERVICE OIL CO., 70 PINE ST., NEW YORK 5 


CITIES 


DEALER PRICE 
$4.00 per case 
$3.60 per case 
$3.04 per case 


(48—3 oz. tubes) 


SERVICE 
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MASTER TIPS from lialmey WZ 


.»» MASTER RULE SALESMAN 


o 


\ 


BRITE BLADE 


f <4), 
rie STREAMLINE 
’ 


st 
@ \r* 
je 


“It's pretty difficult for me to give you dealers a brand new 
tip on selling anything because your experience is at least 
equal to mine. During a great many talks with dealers all over 
my territory, | do notice one thing, though, and I'd like to pass 
it on to you here.” 

“Dealers who can show several different models of Master 
Rules to the customer almost invariably end up with a sale. It’s 
only logical that one customer differs from another in the shape 


THE MASTER STREAMLINE—Recognized as one of 
the nation’s truly superb measuring instruments! 
Mirro-Chrome case, many new, functional im- 
provements such as 7/16” claw tip, clear gradu- 
ations on both sides of blade, direct reading 
inside measure, lever brake for holding readings, 
and many constructional features. 6’ and 8’ 
lengths. 


THE MASTER TUFBOY — A favorite with crafts- 
men everywhere! Exceptionally well built, sturdy 
and smooth in action. Case is of finest chromed 
zinc alloy, housing top-quality tempered steel 
blade accurately and cleary etched. Features in- 
side measuring. Available in 6’ and 8’ lengths. 





of rule he likes, the type of blade, and the price he is willing 
to pay. That’s why dealers who stock and display various 
Master Rules get more sales and more profits.” 

“To meet any customers requirements, | suggest stocking, as 
. MASTER 
STREAMLINE . . . MASTER TUFBOY . . . and MASTER BRITEBLADE. 
Try this idea . . 


a minimum, the three Master Rules pictured here . . 


. then see if your sales don't improve!” 


THE MASTER BRITEBLADE — Identical in con- 
struction to Master TUFBOY . . . plus exceptionally 
legible snow-white blade graduated with jet 
black markings . . . non-chipping, non-peeling 

. Non-cracking. Choice of 6’, 8’ and 10° 
lengths. 









MASTER RULE MFG. CO., INC. 
201 MAIN STREET oe WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. * Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. 
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Patented R- W Lock-Joint method 
of supporting and coupling 
track, insures tight treadways, 


plus smooth, silent operation 
advantages of a jointless track. 


Reg. U. S, Pat. Off. 


OVER 69 YEARS 


m 
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R-W Lock-Joint Trolley Track 


eee''For Any Door That Slides” 





ss 
a 


Yes, Richards-Wilcox Trolley Track with the exclusive 
patented lock-joint feature, has now “gone gray”’ with a special 
new gray enamel finish. Longer lasting and more resistant to 
rust and weather, Lock-Joint’s distinctive new finish is another 
outstanding first in trolley track achievement. Like America’s 
famous warships painted this same shade, R-W Lock-Joint 
Trolley Track outranks all competition, rates highest in 
sturdiness, efficiency and dependability. 

Insure customer-satisfaction and increase profits’ 
with color-identified R-W Lock-Joint Track . . . 
the gray Trolley Track. 


For further information, write, wire, or phone our nearest office. 


“= 


Richards-Wilcox Mfg. ©. 


AURORA, ILLINOIS, U.S.A, 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washi.gton, D. C. 
Indianapolis St. Louis New Orleans ? Kansas City 
Los Angeles San Francisco Denver 
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Largest Selling ... Lowest Costing 


CHEVROLET ADVANCE-DESIGN TRUCKS 


Lead Them All! 


[cnevnourt You’ll discover a new 


kind of value when you 
drive and ride in these Advance- 
Design Chevrolet trucks. You’ll find 
fleetness and flexibility, power and 
massive strength and long-lasting 
quality in every feature of body, 
frame, cab and chassis. Yet, you 
enjoy all these premiums at lowest 
cost, for Chevrolet trucks have 3- 
WAY THRIFT—low-cost operation, 
low-cost upkeep and the lowest list 
Prices in the entire truck field! 


CHEVROLET MOTOR DIVISION, General Motors 
Corporation, DETROIT 2, MICHIGAN 


The leader offers all these features 


Chevrolet's 4-SPEED SYNCHRO- 
MESH TRANSMISSION offers 
quicker, quieter and easier oper- 
ation in Series 3800 and heavier 
duty trucks. Faster shifting maintains 
speed and momentum on grades. 


Chevrolet trucks have the famous 
CAB THAT “BREATHES"*! Outside 
air is drawn in and used air forced 
out! Heated in cold weather. 


Chevrolet's power-packed VALVE- 
IN - HEAD ENGINE provides im- 
proved durability and efficiency 
as well as the world's greatest 
economy for its size! 


Chevrolet Advance-Design brings 
you the FLEXI-MOUNTED CAB, 
cushioned on rubber against road 
shocks, torsion and vibration. 


Chevrolet's exclusive SPLINED REAR 
AXLE HUB CONNECTION adds 
greater strength and durability to 
heavy-duty models, 


Uniweld, All-Steel Cab Construc- 
tion e Large, Durable, Fully- 
Adjustable Seat e All-Round Visi- 
bility with Rear-Corner Windows* 
e Heavier Springs e Super-Strength 
Frames e Full-floating Hypoid Rear 
Axles on the 3600 Series and 
Heavier Duty Models e Specially 
Designed Brakes e Hydrovac 
Power Brakes on Series 5000 and 
6000 Models e Standard Cab-to- 
Axle Length Dimensions « Multiple 
Color Options. 

*Heating and ventilating system and rear 


corner windows with de luxe equipment optional 
of extra cost. 


CHOOSE CHEVROLET TRUCKS FOR TRANSPORTATION UNLIMITED! 
HARDWARE AGE, MAY 19, 1949 








RUSSWIN @ 
BUILDERS | 





770 Pearl St. — Phone 4-9642 
“Opposite City Hall 


RUSSWIN and STANLEY 
BEAUMONT, TEXAS 


BUILDERS HAROWARE 
February 7, 1949 


Mr. George H.- Day Il, General Sales Mgr. 
Chicopee Manufacturing Corporation of Georgia 
47 Worth Street, 

New York 13, N.Y- 


Dear Sir: 


1 would like to convey to you my experience with Lumite 
Screen Cloth. 


when it first came out in the green color we were 4 little 
skeptical about it and bought only one roll of 30’’ to begin 
n sold out and by that time we had received one of 
and thoroughly sold ourselves on it. 
to all our customers. Now we have 
people who won . We actually sell more 


Lumite than all other type g we carry- 


We have one customer in particular who made a test by 
putting both Lumite and ordinary screening on his beach house 
at the same time. The ordinary screening wasn’t painted, 
therefore it fell out in six months. Three years later he told 
~< me that the Lumite was still good. 
onstruc- 
ble, Fully- 
-Round Visi- 
Windows* 
per-Strength 
9 Doughty Hardware Co. 


All you need do to sell Lumite is to get one man in the 
neighborhood to try it. 


Yours very truly, 


e Specially 
Hydrovac 
s 5000 and 
See CvUrry 
* Guaranteed by ™ 


— Housekeeping 


* Multiple 


‘J 
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CHICOPEE MANUFACTURING 


CORPORATION OF GEORGIA 


4 
7 Worth Street, New York 13 
r N.Y 
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LUMITE DIVISION: CHICOPEE MANUFACTURING CORPORATION OF GEORGIA 


47 WORTH STREET, NEW YORK 13, NEW YORK 
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SAW DADOES, GROOVES 





A MONEY-MAKER FOR YOU! 


NEWEST, HOTTEST 
PROFIT SPECIALTY! 


JOBBERS (New, 7ested, Proved 
DEALERS | /tem—Really SELLS! 


INTERNATIONALLY ACCEPTED BY WOODWORKERS... 
GREATEST IMPROVEMENT IN DADO SAWING IN 80 YEARS... 
WIDE DEMAND MEANS VOLUME SALES, PROFITS... 


Woodworkers and craftsmen hail Warren Dado Sawing Washers 
as the greatest improvement in dado sawing in 80 years! They just 
dial the cut desired—no fuss, no risk of damage to saw or work! 
No wonder users from Alaska to South Africa praise them to the 
skies! Now here’s your opportunity to profit by the widespread 
demand for this amazing, versatile woodworking tool—just what 
circular saw owners have been looking for! Warren Washers are 
priced right, too—retail at $4.95—-way below the cost of old- 
fashioned dado heads. When they see ’em, they buy ’em—and that 
means volume profits for you! 


Craftsmen know what the circular saw blade can do with Warren 
Dado Sawing Washers. You’ll be pleasantly surprised at the in- 
creased interest in your bench saws, too. Just set up the attractive, 
colorful Warren counter display among your power tools and watch 
the traffic and the sales move in— it’s a natural! 


Profit by this golden sales opportunity now! Send the coupon imme- 
diately for further information. 


BiG NATIONAL ADVERTISING CAMPAIGN! 

















hw, 


Y, y y ye 
CUT A VARIETY OF GROOVES! 
NO SANDING...NO CHEWING...NO VIBRATION! 


With Warren Dado Sawing Washers and their 





Warren advertising—over 25 MILLION messages each year— 
teaches readers of naticnal hobby and craftsman magazines! No s 
wonder these amazing washers sell themselves right off your counter! 





circular saw, woodworkers cut clean, parallel 
grooves and dadoes—12 widths, any angle. 
They just dial the width they desire with 
Micromatic adjustment—in 15 seconds they're 
making the cut! Can be left on arbor for 








straight cuts—strengthens the blade. No screws 
to adjust, no gadgets to vibrate out of align- 


Free folders and newspaper mats available for your local tie-up. 
ment—just four perfectly balanced washers of 
aluminum alloy. There's a size to fit every 


Warren smn 
‘ SAWING WASHERS arbor— 12”, 4%”, 4%”, 1” and 14”. 


WARREN IRON-CLAD GUARANTEE << ——= | 5 a ee SD ES SS GD SD NP SED ES SS ED eS a a aE 
OF CUSTOMER SATISFACTION! Please send full ' WARREN DADO SAWING WASHERS CO. 


U 70 Medbury, Dept. 105—Detroit 2, Mich. 




















E LW é f the | information. | 
mmet J. Warren, inventor of the 
amazing Warren Washers says— | C) sossER 
“Every set of my washers goes out | FIRM NAME a - __CUDEALER | 
with an iron-clad money-back | 

guarantee. I’ve built my business | _ADDRESS —~ 

on this principle—now you can | —— _ Koei = 

build your profits the same way.’ j _city STATE 
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Back on Sihedule, coast tol \coastl 


The AMERICAN LINE... © 


complete in all sizes, all styles of heads 
(BOTH SLOTTED AND PHILLIPS) 












These 4 advantages make American the main line for all distributors 
and dealers in fastenings! 


1. FULL LINE: Wood screws, machine screws, tapping screws and stove 
bolts — eithcr slotted or Phillips — in steel and brass, all sizes and all 
styles of heads. 


2. DELIVERIES NOW: New streamlined plant, with most modern, top- 
speed machines, guarantees prompt delivery. And American’s 
Chicago warehouse and network of stocking jobbers supply the 
American line to retailers and users from coast to coast. 


3. SELECTIVE DISTRIBUTION: American’s policy is to work 


closely with stocking jobbers to win wider acceptance for the 
complete American line. 


4. DEALER HELPS: Full line of four point-of-sale giveaways 
(shown at right) covers the entire American slotted 
line... use these in your own store to help you build 
your sales. How many of each do you want? 


Now — get aboard and ride the American Line to 
bigger business and higher profits. 


AMERICAN SCREW COMPANY, Providence 1,R. 1. 
Chicago I1: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 





Here’s the Trade-Tested Package for STOVE-BOLTS! 


Users and dealers alike have put a big OK on this unique partitioned pack- 
age, originated by American. This box keeps bolts and nuts separate... 
helps dealers in stock-keeping ... frees users from chore of turning nuts 
off bolts. 
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EXTRA PROFITS - 
WITH THIS TRAFFIC STOPPER / 























BARCALO No. 57 sssornin 


. e 
lete with eye catching display boa 
Compile 


BIGGER PROFIT COMPLETE WRENCH OP quality tools with proved 
customer acceptance — plus an 

DEPARTMENT eye-catching Display Board that 

FOR YOU really stops and sells! That's why 

' FAST the New BARCALO 57 assortment 

means extra profits for you! 57 

SELLING PRICE $46!° SELLING fast turnover wrenches come to you 
WRENCHES in one compact unit. Save time, 


space, earn more money. Get the 


your cost $30°° PLUS DISPLAY BOARD io sakes OF eaten 
Jobbers and 
only $ 00 Distributors, BARCALO MANUFACTURING CO. 
YOUR PROFIT $16!0 a Write us for BUFFALO 4, N. Y. 


Your Cost. 
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Daisy Washington Range 


YOUR ANSWER IS NO! 





Washington 

But believe it or not, large numbers of these stoves are in Dash Cannon Heater 
daily use in the U. S. A. and we still manufacture and- To re 
sell many thousands of them every year . . . which 

h h — d ‘dely di ; Gray & Dudley is one of the few stove 
proves that the nation’s stove needs are widely diversi- builders manufacturing a complete line; 
fied and that a manufacturer who has specialized in from the old-time, black heaters and 
stove making since 1862, must supply a great variety cook stoves to the modern automatic, 

; ; : : porcelain finish ranges and heaters. 
of cooking and heating units to satisfy the customs Write today for catalog listing these a 
and habits, fuel preference and purse limitations of many different units. 5 ¢ 
this vast national market. Q:; | 


¥, 


"WORTHY OF THE NAME! iS 


AHES 


Established 1862 
The GRAY and DUDLEY Co. 


Nashville 3, Tennessee 
The moat complete dtoue line! 
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To replace broken panes — 


Sell Fennvernon.... not just ‘window glass 


Anpb vou ll find—like hundreds of other hardware dealers have discovered — that this will mean 


99 


satisfied customers; people who will come back again and again for other purchases. 
For “Pennvernon” is window glass at its best. It has excellent visional properties. And its 


brilliant surface finish, on both sides of the sheet, makes it possible to glaze either side out. So, 





to replace broken panes. alwavs sell “Pennvernon” — not just “window glass.” It’s good business 
| ¢ ] ~ -~ 


Pennvernon Window Glass 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 





G 





PITTSBURGH Pina t& GLASS COMPAN Y 
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Designed “5 balloon your sales and profits 


RUBBER CUSHIONED 


DISH DRAINERS © REFRIGERATOR BASKETS 






































Three attractive colors...Rubber withstands grease, hot water 


@ Heavy rubber cushioning over sturdy wire @ Reduces noise, minimizes breakage, pre- 
frame—all joints electrically welded. vents scratching of silver, protects foods 


against bruising. 
@ Separate silver tray, upright plate rack ° ° 


on dish drainer. @ Packing—dish drainers, 14 doz; egg bas- 


kets, 1 doz. to shipping carton. 
@ Odorless, easy to clean, will withstand edition 


grease and hot water. 


Copr. 1949 


THE WASHBURN COMPANY 


WORCESTER, MASS. © ROCKFORD, ILL. 


ANDROCK 
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ost wUMBER IN THe 
wi 
t 


SUMMASTERSn- 


AUTOMATIC CLOTHES LINE 





* Solves the indoor laundry hanging problem! 
——~ wove | % LINES UNROLL EASILY...REWIND AUTOMATICALLY 


TER | * Out of sight...out of the way...when not in use! 
yt WAS 
u je A YEAR-ROUND CONVENIENCE...A TROUBLE-FREE WORK-SAVER! 


\ ON 
yTpDOOR InsT ALLATI a Here is the modern answer to the problem of “put-up-and-take-down” or “always-up- 
— 1h ary and-in-the-way” indoor clothes lines! It’s Sunmaster Jr....the automatic clothes line 
| Keeps ya fan berwer(2 lengths .-.40 feet (2 lengths of 20’ each) of strong tight-knitted rope which unrolls with 
for faprovides pe csitee easy finger-tip pull from a compact wall-mounted metal case —then rewinds with 
days) each) of Fompacts Stee. smooth spring-roller action when released. Always available when needed... 
steel Line WT of aluminul, chrome turns basement, attic, utility room, porch (even kitchen or bathroom) into handy 


wen hed in ‘Mounts Fines are a «=| drying room ina minute's time... but is out of sight and out of the way when not in use. 

\ Pull-out bar hooks on bracket on opposite wall; lines tighten at any desired length 
by a quick turn of plastic knob; choice of harmonizing trim colors; complete with screws 
and mounting accessories. Get details now! Suggested retail: $4.95 







Representatives in: New York, St. Louis, Memphis, Seattle, Louisville, 
Pittsburgh, Detroit, Atlanta, Minneapolis, Dallas, Kansas City, Los Angeles 





FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45, ILL. 
* (All Sunmaster manufacturing and sales rights now acquired by fodeees Tool Corp.) —_ 
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a 2-QUART 
PISTOL-GRIP 
WHISTLING TEA KETTLE 








This companion to Revere’s famous 3 quart pistol- 
grip whistler has an entirely new design. The cool, 
comfortable bakelite handle is perfectly balanced. A 
slight pull on the trigger opens the cap for easy filling 
or pouring through the spout. Solid copper, chrome 
plated, this beautiful new kettle matches the Revere 
Ware line perfectly. Use this great profitmaker to 
expand your ‘Revere department”’. 2 gt. kettle, #2201, 
fair trade retail price, $3.75. 3 qt. kettle, #3201, fair « 
trade retail price, $4.95. Individually packed. 


1% Pint Double Boiler 


Here is a convenience which will de- 
light your customers. Ideal for young 
married couples, or in households 
with new babies. A gem in preparing 
icings, sauces, dressings, cereals, baby 
foods, because it is just the right size 
and heats so quickly. And the inset 
has so many other uses (see illustra- 


Le ( — ~~ 
oe ra G aie ae 
UE ies ee 
on es 
+ iN ———] 
. a 


For a refrigerator dish 


tions). Feature this new Ke \ 
“kitchen jewel” on your a2 
counter, in your win- err 2) > 


dows, -in your advertis- 
ing. 1% pint double 
boiler, #1440, fair trade 
retail price, $5.50. In- 
dividually packed. 


sonnel 


For a mixing bow! 
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Revere Breakfast Unit 
Combination 4 Cup Egg Poacher 
and 8 Skillet with cover 


This is going to be an outstanding 
business-builder. The Revere Break- 
fast Unit fries, poaches, bakes. The 
poacher not only produces mar- 
velously cooked eggs, it has many 
other uses—for instance, to warm 
baby foods or leftovers, four kinds 
at once. The lock-on handle, an 
exclusive Revere feature, makes 
for easy handling and eliminates 
burns. Remember, Revere Copper 
Clad Stainless Steel Ware helps 
increase your entire housewares 
sales. Feature it. Two good names 
are better than one. Breakfast 
Unit, # 1488, fair trade retail price, 
$7.25. Egg poacher inset (fits 8” 
tRillet), ae S595, fair trade retail 
price, $2.00. Each individually 
packed. 





Revere Utensil Rack 


Millions of women have asked for 
this ingenious rack to store and 
display their Revere Ware at the 
same time. Of stainless steel, with 
movable brass hangers, it brings 
beauty into the kitchen. As easy to 
put up as to hang a picture. Lids 
can be hung on the hooks also, or 
stored behind the rack as shown 
in illustrations. A natural traffic 
and profit builder, Usensil Rack, 
#1721, fair trade retail price, 
$2.50. Individually packed. 





For warming 
leftovers 
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HERE’S WHAT WE MEAN BY 


LYONW QUALITY 








Quality in the Lyon line of sinks and cabinets 
is a matter of basically sound construction, plus 
features of lasting convenience; value that can 
be demonstrated. Look at the quality features 
of this 66” porcelain sink unit. 

1 Sink of extra heavy pressed steel, made in one 
piece; finished in acid-resisting white porcelain 
enamel. 

2 Fixtures triple-plated chrome. Swing type faucet 
with spring flow aerator. Trigger type spray with 
metal reinforced head. 


3 Drawers— 2 deep and 2 shallow, all with roller 
bearings. Upper right hand drawer lined with 


sound-deadening linoleum and equipped with 3 ad- 
justable cutlery partitions. 


4 Storage Compartments—left, with adjustable 
shelf; center has wire basket — swinging towel bar. 


5 Doors insulated for quietness, equipped with ex- 
clusive Lyon Tap-O-Matic handles. SPRI 


6 Styling— modern and permanently beautiful. 
Sleek, rounded corners. Recessed black base. Free2 


\7 Louver for ventilation and water guard. 





METAL PRODUCTS, INC 


QUALITY 
TESTED 





The Most Complete Line of Sinks and Cabinets 
The Lyon line of sinks includes models with porcelain 
linoleum or stainless steel tops—14 different models, 
from 42’ to 96’. The cabinet line includes base, wall and 
utility cabinets in a wide range of sizes to enable you to 
offer practically ‘‘custom-built” kitchens. 

General Offices 523 Monroe Avenue, Aurora, III. A few dealerships are now available. Get in touch with endl 
Branches and Dealers in All Principal Cities the nearest Lyon representative or write direct to Aurora. Mar 














A PARTIAL LIST OF LYON PRODUCTS 


® Shelving © Kitchen Cabinets © Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands @ Flat Drawer Files 

@ Lockers © Display Equipment © Cabinet Benches © Bench Drawers © Shop Boxes ® Service Carts © Tool Trays ¢ Tool Boxes { 
© Wood Working Benches © Hanging Cabinets ¢ Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks @ Sorting Files 

© Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
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SPRING and Summer time is Marquette Home 


Freezer time .. 


S 


Winter days. 


. profit time for you. 


FIRST STRAWBERRIES .. . that's your cue. 
Drool, when you tell them how good fresh 


strawberry shortcake will taste on cold 


FRESH FRUITS and VEGETABLES... picked 


from your own garden are yours to enjoy 


wy 


every day of the year. There's never any 





want... or "off-season", instead, you enjoy an 
endless variety of more tempting meals with a 


Marquette Freezer in your own home. 





ae 


> =: 








MARQUETTE 


Ome Freeze’ 


Gelling Time 


SUMMERTIME is Play time. Marquette 
Freezers are the "Key to Better Living”... 
a new way of living that puts extra hours in 
every day. Owning a Home Freezer simplifies 
meal planning . .. saves the housewife much kitchen 
drudgery . . . eliminates the need for* daily shopping 
trips, or staying at home waiting for deliveries. 

It provides more nutritious meals in less time. 

lt means Better Living all year ‘round. 


MR. DEALER, if you don't already have a 
home freezer in your own home, NOW is the 
time to install a Marquette Home Freezer. 

It'll put that extra punch into your sales message 
because you'll know from personal experience all 

the advantages of owning a MARQUETTE Home 
Freezer. 





WRITE TODAY FOR 
DEALERSHIP DETAILS 


MARQUETTE APPLIANCES, Inc. 
MINNEAPOLIS 14, MINN. 


Sold thru America's Leading 





Wholesale Hardware Houses 
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with 24-PIECE STAINLESS STEEL SET 
1 al, #562 ADMIRAL PATTERN 


A self-seller! Just spot a few sets around the store and 
watch them go! Pleasing pattern in Allegheny 
nickel chrome stainless steel with a brighter, 
more permanent lustre. Offered with this 
Allegheny stainless pattern is the Pantry- 
Pal —a colorful, Chinese Red plastic 
container — perfect for both store 
display and home use. 

Full profit for both jobber 
and dealer at the low prices. 
#562 Admiral pattern also 
available in open stock. 


| A LINE Put 
FOR EVERY PURPOSE 


{ 
: Wallace Brothers flatware has the Ne; 
{ advantage of variety... you can — 
| fill the requirements of almost 
| every customer. A century of fine 
‘ __ craftsmanship is reflected in every 
‘ ' piece... each the finest quality in 
\ its price field. @ Jus 
#64 ROYAL | rah eo 
<a ay oO 
Rosanne Pattern: Finest quality, #900 Pattern: Carbon steel b re- desigt 
aa shtle silver plate. gid a famous 7) Facl 
eaconditionsliy, Avaliable in vets ond greded blanks for bemmt #9 aa 
open stock. s 22K 2 
#64 Royal Pattern: Burnished car- #826 Pattern: Carbon steel base, re- by Li 
bon steel base, first liberally plated tinned. A low priced yet durable line aia 
with nickel, then with pure silver. An of spoons, forks and knives. A must Haye y Chi 
gata long lasting, silverplated on every Variety store counter. BE Aco ’ Ou Seen i 
“ACON pay 
; TE r¢ 
% aenrensv™ WITHOy» ie 9" Deluxe modern R N ? 
F a CAN Bt \ OKING CHE 4nd fork. as design Spoons 


; toa mi ‘ : tfaces are ° 
in ser. ree brightnes, oe 
°ets or Open Stock ° Vailable 


Division of R. Wallaée & Sons Mfg. Co. “y 
WALLINGFORD, CONNECTICUT 
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Put them all together 


New Monogrammed Hostess Set 
by LIBBEY GLASS! 


@ Just put a display of these dramatically personalized glasses on 

your counter and watch them spell profits . . . profits . . . profits! 

Wonderful to own and wonderful for gifts . . . they’re styled by 

designer Freda Diamond to blend with traditional or modern décor. 

Each lovely satin-etched initial is wreathed in 22K gold... rims are 

22K gold banded. Bases are heavy, capacity 11 oz. They're backed 

by Libbey’s guarantee: “A new glass if the ‘Safedge’ ever chips.” 

The Monogrammed Hostess Set will be introduced to your cus- 

tomers in the March HOUSE BEAUTIFUL! Minimum 96 

set original order, based on social security initial 

breakdown, gives you balanced assortment. Re- 

WS orders can be assorted as needed. Write, phone 

, or wire your nearest Libbey branch office or 

, Libbey Glass now for 12-page Monogrammed 
Al BEAUTIFUL Hostess Set Brochure with complete details. 

N 
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Set of 8 only $3.00*... comes beauti- 
fully prepacked in its own distinctive 
emerald and gold gift carton. 


*Slightly higher in the West and South 


gia Hostess Ht 


au 


rent eli 


Voce 





Free eye-catching display unit is 
only one of the merchandising aids de- 
signed to help the new Monogrammed 
Hostess Set spell PR¢ FITS for you! 














ithbey Ole, Divielen of Garcsie-ilinole Giass Company, Toledo t, Ohio 


LIBBEY Cl 65s ee @ 
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DID YOU SEE ME 
IN THIS AD? 
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“Did you see me in this ad? Millions and millions 
of housewives did! 


“They saw me in their copies of Good Housekeep- 
ing, Ladies’ Home Journal, True Story, McCall’s, 
Farm Journal, Country Gentleman, Woman's Day, 
Family: Circle...and in Nancy Sasser’s column. 


“Some of those women will be your customers today 
and tomorrow! 


“Will they have to look for me—or am I in plain 
sight ready for that impulse sale? 


“Mr. Dealer, put me in a good spot and you'll profit 


y and | MEAN PROFIT!” 


























"WIPE-ON" + Spring = 
more $$$ for dealers 





Furniture, floors come “springtime bright" 
and stay that way... Housewives cheer 
hew home-care miracle! 


“Wonderful” say women coast to coast. "Profitable" 
say retailers everywhere. 


No wonder everybody's happy—never before a 
product with such tremendous new advantages as 
Wipe-On. It saves scrubbing—saves polishing—it 
protects furniture from alcohol, hot dishes—it adds 
long-lasting beauty to any dull faded surface with 
the stroke of a cloth! 


Cash in NOW on Wipe-On. See your distributor 
today—find out how Wipe-On promotion is selling 
for you! 


* National advertising! 


* Department store ad- 
vertising in major sales 
areas! 


* Demonstrations in all 
sales areas! 


* Displays—ad mats— 
streamers — other special 
promotions! 





Y2 PINT—59c RETAIL 


+ furniture 


S + woodwork QUART— $1.98 RETAIL 
GALLON — $5.98 RETAIL 





EMBREE MFG. COMPANY 
ELIZABETH 4, N. J. 
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CAPACITIES AT 20 LBS. 
DISCHARGE PRESSURE 


SUCTION GALLONS 
HEAD FT. PER HOUR 


FaW VARIJET is"¢ just another system. It’s a com- 


pletely new principle that boosts dra- 
matically the efficiency of shallow well jet pumps. VARIJET— 
patented and exclusive with Flint and Walling —automatically 
adjusts nozzle opening to highest efficiency for all discharge 
pressures throughout range of the pump. But that’s only part 
of the story —F&W VARIJET does this with /ess load on the 
motor; gives greater motor life and more dependability. 
Think what this means to your customer:! An F&W VARI- 
JET Bullet will handle more farm and home needs by giving 
40-70% more water without any increase in horsepower or price! 
Check and compare the certified capacities and you'll see the 


great extra value given by the F&W VARIJET Bullet. Like / 
every pump in the complete F&W line, each VARIJET is test- FOR DEPENDABILITY 


ed for pressure and capacity. And is backed by a written 
guarantee and Flint and Walling’s 83 years of experience. & 
Write for full details on this most dependable—and easiest 
selling water system—The New F&W VARIJET Bullet. ay 
che 


FLINT WALLING MFG. CO., INC. 
588 . rg nts INDIANA | WATER SYSTEMS 


PROFIT GROWS WHEN WATER FLOWS 


HARDWARE AGE, MAY 19, 1949 











(ware W\MLITE® 


PLASTIC GLAZING SALES 
THE YEAR ROUNO BY 
PROMOTING THESE ae 

















Vimlite, the better plastic glazing 
for poultry houses and cold frames, 
has dozens of applications — farm, 
home, business and factory uses that 
will keep your Vimlite department 
doing business every day in the year. 





To help you promote Vimlite’s many uses, we have 
prepared a special folder containing a sample of Vimlite, 
and illustrations of the more important Vimlite appli- 
cations. Get a supply of these folders from your jobber, 
or return the coupon on this page. When you pass them 
out to your customers, you'll be delighted at the extra 
Vimlite sales you'll make. Celanese Corporation of 
America, Plastics Division, Dept. 24-E, 180 Madison 
Avenue, New York 16, N. Y. 





MACHINE 
GUARDS 


INDUSTRIAL 
ENCLOSURES 


OFFICE AND FACTORY 
PARTITIONS 





WINDOW AND 
STORE DISPLAYS 


PLAYHOUSES AND 
CABINS 


VIMLITE is tough, flexible 


Celanese* plastic glazing—wire-rein- 


PAINT SPRAYING 
SHIELDS 


forced for greater strength and longer 
wear. Vimlite is an outdoor and indoor 





material . . . available in rolls 28 and 


SCREENS... 


WINDBREAKS 36 inches wide—up to 100 feet Jong. 

*Reg. U.S. Pat. Off. 
| Celanese Corporation of America, Dept. 24-E. | 
| 180 Madison Avenue, New York 16, N. Y. | 
| Please send me a supply of Vimlite folders containing samples. | 
| Name = 
tsctres 
| City State | 
| My supplier is ’ | 


| 


Easy-to-install home weather strip 
Ew | 


satisfies customers for years 





Ss 


Compare the numerous selling features of 
Inner-seal with any other flexible type 
weather strip and you'll agree that it’s the 
best home weather stripping money can buy. 
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Inner-seal lasts longer than similar weather 
stripping because of its unique molded rubber 
construction. 
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Inner-seal is easy to install. Anyone handy with 
hammer and tacks can do it. 








—— 
— 
—_— 


So 


Inner-seal is completely waterproof— effectively 
excludes seepage from rain or melting snow. 


1 


* ee 


Inner-seal will stop windows and doors from 
rattling. 


—— 
a 


On 


Inner-sealed homes are more comfortable — 
save valuable coal and oil. 














Inner-seal comes in a neutral color that blends 
harmoniously with any color scheme. 


What’s more, Inner-seal is shipped to you 
in a compact carton that opens into an un- 
usually attractive counter display to bring 
the product right out before every 
potential user. Easy to move and 
highly profitable, Inner-seal is 
available for immediate delivery — 
order through your jobber today. 






T Live sponge rubber bead molded 
6 for life onto a flange woven of rust- 
+ resistant spring wire and strong cot- 
J 

4 





fi 
Vi} : 


WU) 





ton thread all dipped in latex. 


| e Est. 1837 
FABRICS, INC. 
BRIDGEPORT 1, CONNECTICUT. 
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BY TAPPING YOUR OIL 
HEATER CUSTOMER LISTS! 








Extra Sales from “Check-Backs” for 
 peetintaentin OIL CONTROL 
ACCESSORIES 








1. Check over all customer files dated 
back as far as 1939. 





Like good oil stock, 






your customer lists 





Zz Give them to your office girl with 
instructions to check addresses against 
current city or phone directories. 





can keep those 
dividends flowing 
in. And here's 

a simple 







. | Call a sales meeting. Give your 
salesmen the corrected lists and A-P 
Automatic Oil Control Accessories ‘‘sales 
ammunition.” 






merchandising 






formula to help 






you pump new life 
into ‘‘dead"’ files: 





4. Watch for results in new sales to 
old customers. Some of them will buy 
new heaters, too! 












EVERY OLD CUSTOMER A NEW 
PROSPECT FOR ONE OR ALL THREE 


\ 


“SALES AMMUNITION” 
FOR YOU... 











Consumer catalogs 
Folders for mailing 


Direct mail broadsides 





; Oil control tags 
A-P FUEL OIL TRAP-IT 

Improves heating efficiency 
by trapping all dirt, sludge, 
gum and moisture in oil 


A-P THERMOSTAT COMFORT KIT - A-P OILIFTER 

Adds AUTOMATIC temperature con- Automatically lifts fuel oil 
trol convenience to any heater made from remote storage to all 
since 1939 and equipped with A-P 
Model 240-D, U or Y series Man- 
val Controls. 


AUTOMATIC PRODUCS COMPANY 


(py DEPENDABLE 


“Album of Famous Vaporizing 
Oil-Burning Appliances" 


* 
a 
a 
@ Newspaper ad mats 
* 
° 
* 


15-minute slide-sound film 
available for dealer and 
salesman showing 


vaporizing oil burning ap- 
pliances. Ends oil handling, lines. Saves service expense. 
spilling, waste. 





AUTOMATIC PRODUCTS COMPANY 

2442 North Thirty-Second Street, Milwaukee 10, Wisconsin 
Please send us immediately all sales ammunition featuring 

A-P Oil Control Accessories. 





NAME... 
Oit Coutrols a 
RN iaditinutsbignticnivwsisiocnbieccdsosmmatan rcs sicsctntencs 
DESIGNED TO ELIMINATE SERVICING Signed by......... SE ee E 
Ee a eae ae ee ae ee ae ee 
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BATHROOM CABINETS 


NDERIZED 


AFTER FORMING! 





























BONDERIZED AFTER FORMING is an impor- 
tant new feature added to all Lawson Bathroom 
Cabinets! The bonderizing process is applied 
AFTER all shearing, drilling and forming is 
completed. It provides 100% BONDERIZED 
protection against rust and corrosion... assures 
longer life for all Lawson Cabinets! 


AND ... Lawson Cabinets, BONDERIZED 
AFTER FORMING, cost no more! 


ARCHITECTS SPECIFY 


LAWSON BATHROOM CABINETS 
BECAUSE they have: 


one-piece drawn steel body, stainless steel hinge 
and shelf supports, first-quality mirror... and 
now, they are BONDERIZED AFTER FORMING! 


Write today for catalog of bathroom 
cabinets and chrome accessories. 






? 
Lau ‘SON 


BATHROOM 
CABINETS 


WORLD’S LARGEST BUILDERS 
OF BATHROOM CABINETS 


THE F. H. LAWSON CO. 


827 EVANS ST., 
CINCINNATI 4, O. 
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COUNSELOR 


for 


J Weight Control 


‘2 






Ur 

40, 
"Guaranteed by % 
Good Housekeeping 
L ty st 


The Scales That Lead to Sales! 


Model 555T...A streamlined beauty with water- 
fall type platform, covered with colorful marbleized 
rubber... large magnifying lens for easy reading 
... Zerostat dial control... finished in durable, 
gleaming baked enamel with chrome trim. Platform 
mats available in six smart colors. 





Write for complete infermation. 


Nationally Advertised To Millions 


THE BREARLEY CO., ROCKFORD, ILLINOIS 
New York Office, 1125 Broadway, New York 
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Eye-cat 
for fast 
note to 
Ethocel 
smooth 
a beaut 
you fea 
Count 

volume 


Plastic 


HARD 





reading 
durable, 
Platform 


Eye-catching, long lasting beauty and low price make Ethocel the outstanding plastic 
for fast-selling bathroom seats. In handsome “Pearlustre” finish, Ethocel adds a new 
note to modern bathroom beauty. 


Ethocel’s superior qualities are at their best in these “Pearlustre” seats. For here is 
smooth, tough, easy-to-clean plastic that is sanitary . . . won’t chip or peel. And there’s 
a beautiful Ethocel color to harmonize with any bathroom. When you feature Ethocel, 
you feature outstanding advantages at amazingly low cost. 

Count on these sales-winning “Pearlustre” seats of Ethocel to set a new high in 
volume sales—and customer satisfaction! 


Plastics Division—THE DOW CHEMICAL COMPANY e¢ MIDLAND, MICHIGAN 
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Consumer Advertising, 
that counts... 
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bells your CUSTOMERS 
about SHIBLEY kitchens 


@ The “dream theme”’ becomes a 
“team scheme”? when husbands 
and wives get their heads together 
after reading about SHIRLEY. 
They’re your customers ! Get ready 
to take care of them when they 
come in to ask for SHIRLEY’S 
kitchen planning booklet. 

Tie in your store with this 
SHIRLEY national advertising cam- 
paign... and SELL! 

SHIRLEY CORPORATION + INDIANAPOLIS 2, INDIANA 





"The value tine” 
IN 
SHIRLEY STEEL KITCHENS 


1 Dt Today 


QUICK VOLUME 
| SALES —_ 






TOILET 
TANK TRAY 


Dealers everywhere are cashing in on NATIONALLY 
DRIPNOT profits! With national ad- ADVERTISED 
vertising to stimulate consumer in- For Consumer 
terest and acceptance, DRIPNOT sales Acceptance 


will be faster, bigger than ever! 


DRIPNOT provides a sure-fire, low 
cost means to end bathroom messi- 
ness caused by toilet tanks that sweat 
and drip. Prevents discolored, loosen- 
ed, rotting bathroom floors. 


4 Models, all in gleaming white 
enamel on metal to blend with and 
to fit any standard toilet tank. Tray 
fits under tank, tube pipes moisture 
into toilet bowl. 


Low cost, inconspicuous, with simple 
“‘install-it-yourself"’ features. Com- 
plete units come individually boxed. 


READERS 





Write for catalog HA-3 and prices. 


LAUFENBERG, INC. 


2229 SO. KINNICKINNIC AVE., MILWAUKEE 7, WISCONSIN 





Assortment 


No. 1340 
Sizes: 6 x 9 








Also available on 
cards or in Open Stock 

—%", Ye" and 1’. 
Get this colorful display on your counters to 
increase “impulse” sales. Contains 45 dozen 
assortment of 4", %” and 1” household hooks with 3 
brilliant colors of plastic bases. Durable, rust-proof 


nickel finish steel. 
See your jobbers salesman... 


phone or write him for full information. 








THE WASHBURN COMPANY 
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HARD 





And don’t forget there ‘ 


is a bigger market for 


* HAND DIPPED. DURA-ZINC-COATED! 
*& CONVENIENTLY WAREHOUSED. 


1ee AND BACKED BY 
THE BIGGEST ADVERTISING CAMPAIGN 
IN THE INDUSTRY 


Big ads...2 colors... reaching 
more than 20 million families 
through Sunday Newspapers and 
Magazines. . . to reach local 
customers right where you sell! 























TIE-IN! 


DISPLAY WHEELING 
WARE on the street... 
in your windows... in 
your store. FEATURE 
WHEELING WARE in 
your local advertising. 
SELL WHEELING 
WARE — point out that 
it’s hand-dipped, Dura- 
Zinc-Coated. 























th 3 


roof 


WHEELING, WEST VIRGINIA 


Chicago Detroit Minneapolis Philadelphia 
Cleveland Kansas City New Orleans Richmond 
Columbus Louisville New York St. Louis 
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Hirst Prize for the most "sales-sational'' 


new development in paint formulation— 

ALKYUM, the new, magic ingredient— 
ICs product of many years of pains- 

taking research and development. 


for i for Durability! 


COOK & DUNN paints containing ALKYUM 


retain their gloss for a minimum of 
ALKYUWM 2 years outdoors—longer, indoors. 


fer Colar Relention! 


The most delicate pastel colors, and 
whites, too, retain their original 
Shades longer than any other paints 
ever developed! 


i for Washability! 
Indoor and outdoor paints may be 


washed over and over again—without 
Streaking, without rubbing off! 


en Oscar for Every Dealer! 


For every dealer who lets ALKYUM establish a 
buying boom in his store. You're backed by 
C&D's consistent advertising to painters and 
home owners—advertising on radio, outdoor 
Signs, newspapers and right at the point of 
sale. Order today—or write us for full 
dealership facts. 





SELI 


Only COOK & DUNN Paints Contain ALKYUM IDEA: | 


COOK & DUNN PAINT CORP. 


SAINT FRANCIS STREET, NEWARK, NEW JERSEY 
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PUL, LASTING LUSTRE 





says Peter Putter 


get behind the big push on Waxoff! 


| 


YX 
This spring and summer 72,000,000 hard-hitting sales-messages on 
SELLING AMERICA A GREAT 


Waxoff will appear in such powerful publications as The American 


Weekly, Saturday Evening Post, Christian Science Monitor 


JDEA: THE REGULAR USE OF | oe 
Magazine. What’s the Big Idea behind this Big Push? To show 


that the secret of beautiful, lustrous floors and woodwork is 
WAXOFF 8 :333°) 338 330'7-9 4) [Tc 
to wax-off before rewaxing. So stock up and hook up...to the 
new news on Waxoff. Order an extra supply from your jobber 


| 
now! Schalk Chemical Company. Factories: Los Angeles and Chicago. 








Consumers Quality Conscious, 
Brand Minded — Dealers Say 


Early Season Spurt Reported for 
Long-established, Top-quality House Paint! 


Consumer hesitancy about house paint, dating back to the 
wartime period when quality was often questioned, is still 
somewhat of a sales obstacle at counters today, according to 
dealers questioned throughout the country. That this obstacle 
can be overcome, however, is amply demonstrated by the 
excellent sales of dealers carrying Sapolin House Paint.*Two 
simple but powerful points are being stressed by these deal- 
ers—(1) the fact that Sapolin House Paint is actually finer 
in quality than pre-war—and, (2) the fact that Sapolin is 
one of the old, reliable brand names of the paint industry. 


Consumers prefer Sapolin House Paint for its 
triple-duty performance . . . lower cost—longer 
life—and better appearance. Sapolin covers more 
area per gallon yet it covers so solidly it stands up 
for years. Sapolin resists all kinds of weather— 
won't flake, crack, peel or fade. And Sapolin 
House Paint has the famous self-cleansing ac- 
tion—the white stays whiter—colors stay brighter. 





Painters specify Sapolin because it helps them 
do a better, faster job—thus giving them time 
for more jobs. It brushes on easier, covers more 
solidly and keeps home owners happier—brings 
many new customers by recommendation. 





% Dealers like the fine profit they make on each 
sale of Sapolin House Paint—a profit multiplied 
many times when the paint is actually used on a 
home and admiring neighbors come in and ask 
for the same. Dealers also like the consistent, 
strong support they get from Sapolin advertising 
and merchandising. 





BEAUTIFUL non-fading TRIM COLORS! 


Sapolin House Paint Trim Colors are famous for 
their long life, color fastness and gloss retention. 
They are made of special synthesized oil and 
non-fading pigments. 








(RK) 


HOUSE PAINT 


Made With Finest Pigments 
Carefully Ground in Pure Linseed Oil 


MAIL THIS COUPON TODAY 
FOR YOUR COLOR CARD AND PRICES 
ON SAPOLIN HOUSE PAINT! 





SAPOLIN PAINTS INC. H-5 
229 East 42nd Street, New York 17, N. Y. 


Please send me without obligation latest color card and prices 
on Sapolin House Paint. 


Name 
Address 


MR eeeieprisccesinteigsioesacnasert on State 











Featuring: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 
, Fasteners os 1 Asa = 
#3 Ivory 8-17/64"" oe” oF” 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 9%"" 7° or 8" 5 Ibs. 62 Ibs. 
Packing—I! dozen per carton, | gross per case 


Order from Your Wholesaler, or Write Us for Reference 











m J.L. CLARK MANUFACTURING CO.,"icinois 


The BIG SELLING ciiawer 


that REPEATS and REPEATS 
BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 
@ nationally known Brush 





Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 





in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
| home craftsmen alike 
| because its powder 
| form stays ready to 
| yse—mixes with water 
—works so easily. 


Consumers 
Patching Plaster 
+++mixes white 
in cold water. 
No checking or 





Tiger Grip Li- shrinking. Quick 








spreader. Y2pt., bags—100 & 300 Ib. bbls. 


eS —aers Pt, gt, 1&5 
gal. containers, ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS. 6, MO. , 





| pocmmrarssesq noleum Paste— bond to old - 
ed favored for use ! ith Genera Repairing 
| Sans on wood floors plaster without and Household Use 
{GER GRI —only a thin sizing. In 1, 22 
a coat needed— 
| <r, no special tools & 5 lb. cartons; 
| ws fe ae od 2, 5, 10 & 15 Ib. paper bags; 50 |b. 
| i 














HARDWARE AGE, MAY 19, 1949 











83,02: 


YOUR 
A tor 


tine adv 
Spring | 
magazin 
Tae: 
Lu 

| 


; 


With 
behind ¢ 
and sell 
Summer 

Gum’ 
proof pa 
10 paint 
ers. Mil 
with the 
tainer al 
paint jol 

Gum’ 
Don’t tz 
may Cos 
ever you 
Recomn 
for cleat 
metal an 
Turpen 
Be sure 
AT-FA 


of genu 


Americal 
Gen 


HARDV 














pairing | B f 
Od Use | 
0. 


—s 


We SA 


7 


\ 










ags; 50 Ib. 


DLESALER. 


9, 1949 








Best Sign of a 
ood Paint Job 





83,028,158 ADVERTISEMENTS 
TO HELP BUILD 
YOUR VOLUME AND PROFITS 


A TOTAL OF 83,028,158 Gum Turpen- 
tine advertisements are appearing this 
Spring in the great national consumer 
magazines, including: 
THE SATURDAY EVENING Post 
LIFE 
Betrer Homes & GARDENS 
AMERICAN WEEKLY 
THis WEEK 
PARADE 
PATHFINDER 

With this tremendous advertising force 
behind Gum Turpentine, you can stock 
and sell a big volume this Spring and 
Summer. 

Gum Turpentine is the standard, fool- 
proof paint thinner preferred by g out of 
10 painting contractors and master paint- 
ers. Millions of homeowners are familiar 
with the famous Gum Turpentine con- 
tainer and know it’s the sign of a good 
paint job. 

Gum Turpentine is a/ways dependable. 
Don’t take chances with substitutes that 
may cost you valuable customers. /V‘hen- 
ever you sell paint, sell Gum Turpentine. 
Recommend and sell Gum Turpentine 
for cleaning furniture, floors, woodwork, 
metal and porcelain fixtures. Order Gum 
Turpentine from your distributor today. 
Be sure to specify Gum Turpentine. The 
AT-FA seal of approval is your assurance 


of genuine spirits of Gum Turpentine. 


American Turpentine Farmers Association 
General Offices: VALDOSTA, GEORGIA 
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YES 
3,000,000 


That’s the number of advertisements that will 
be printed this season in leading magazines to 
increase the fame of American Gas Machine’s 
sportsmen’s appliances. Month after month, these 
advertisements will send people into sporting goods 
stores to buy. It will pay you to stock, feature and 
display these appliances. Send coupon today for 
complete information. 


KAMPKOLD 


Portable refrigerator. Ten pounds of ice will last 
30 hours in 80° temperature. Separate compart- 
ment for ice. Bail type ioniion. Completely 
watertight. Removable rustproof — galvanized 
steel and aluminum lining. Retails at a price 
ordinary sportsmen can afford to pay. 


KAMPKOLD, IR. 


Asmaller icebox for 
taking beverages 
or food afield in cars 
orin boats. Only 74 
x10% x10 inches. 
Thoroughly insu- 








lated. Convenient 
handle. Popularly 
priced. 





| 

For 35 years Kampkook has ! 

been the standard sports- | 

man’s camp stove. Kamp- | 
kook is known everywhere, 

sells readily. The only camp | 

| 

| 

' 





READYLITE 


The oldest gasoline lantern on 
the market. Tested and proved 
for fifty years. Single or double 
mantle models. Sturdily con- 
structed, foolproof. 


stove designed to burn leaded 
as well as unleaded gasoline. 
Two burners, spaced well 
apart permit use of standard 
spiders. Not much larger than 
a brief case when folded. 
Weighs only 14 pounds. 






GAS MACHINE COMPANY 


Albert Lea, Minnesota 


mation on 
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BEN PEARSON'S NEW “‘CHEM- 
WOOD" BOATS WON'T WATERLOG 


Revolutionary New Chemical Treatment Impregnates 
Hardwood—Preserves and “Proofs” It. 


Ben Pearson Company has 
done it again. First bows and 
arrows of excellence; so good 
in quality, so moderate in 
price, they became the world’s 
largest producers of Archery 
tackle. Now, they announce 
small boats not only with ex- 
traordinary class and beauty 
of design; not only with sur- 
passing structural strength, 
but with the revolutionary 
patented ‘‘Chem”’ treatment 
for hardwood that prevents 
water absorption, foils fungus 
growths, and makes the hulls 
well-nigh puncture proof. 
They were “sneak-previewed” 
at the Atlantic City show, and 





they set the trade buzzing. 
During the two-year period of 
practical testing in the water 
as well as the laboratory, 
word has gotten round among 
sportsmen. Dealerships were 
being sought before the big, 
boat-division plant at Ben 
Pearson was tooled up for 
quantity production. Now 
they’re coming off the lines in 
considerable quantity. Car! 
Haun, President, says even 
their huge facilities will be 
taxed to capacity this year. 
He’s a believer in the old, 
sound philosophy that build- 
ing a better ‘‘mousetrap”’ 
earns rich rewards. 











THE “PORTAGER” BY BEN PEARSON — <5 5-piy, har: 
“‘Chem-wood.”’ 12 and 14 ft. lengths; width 46”; depth 15”. Light enough for 
car top; tough enough for rugged service. Flat bottom stability, yet efficient, 
streamline, easy gliding in water with paddles, oars or outboard; 12 and 14 ft. 
List Prices, Only $119.50 and $129.75 





THE "SCOOTER" BY BEN PEARSON —atrpurpose craft; 


sturdy plywood ‘‘chem”’ treated. Low silhouette; shallow draft. Beautifully 
finished mahogany decking; forms weight-centering “well” for safety in rough 
water. Give this 14 ft. model a 10 H. P. motor and it really scoots. 


List Price, Only $159.50 





THE "LAKESTER™ BY BEN PEARSON — 14: x 50” x 22”. Beav- 


tifully finished; edge-grain red cedar strip and bent-rib construction; brass 
fasteners. Rare beauty, grace and class, combined with “‘sea-worthiness’’ unsuf- 
passed. Tops in value; but middle bracket priced. List Price, Only $259.00 


DEALERS WRITE or 


WIRE! Get our illus- 
4 trated literature; full 
color photos of ‘three 
ir s2 e808 Ff? Oe 2 e O models. Also prices 
discounts, del 
PINE BLUFF, ARKANSAS schedules, ete. 
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COMPARE 


THESE 


FEATURES! 


These are some of the 
selling features that 
make it worth while 
to stock NEPTUNE 
pumps! 

@ 1/3 hp. Westinghouse 
motor with special 
“built-in” features. 

® Over 3,762 gals per 
hour discharge at a 10’ 
head. 

®@ Oil - impregnated 
wood bushing for longer 


life. 


® Rugged construction 
embodying all of the 
famous NEPTUNE per- 


formance qualities. 


Neptune’s New 


VALU-MATIC 


Distributor inquiries 
invited. Write for free 
descriptive folder. 


NEPTUNE 


PUMP MFG. CO. 
4912 N. 6th St., Phila., Pa. 
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Pnicod Right! 


Sprinklers 
Nozzles and 
Garden Hose 
Accessories 








It’s easy to sell Allen Sprinklers and Garden Hose 
Accessories in larger volume —/faster. Your customers 
are quick to see the extra value—the greater eye 
appeal—the superior construction and finish. A sales 
leader for 62 years, the Allen Line is a fast-mover on 
the sales counters of the nation. 





Allen “RING” Lawn Sprinkler 


See both the all-brass and the brass top with heavy 
galvanized base —double crimped for double strength. This 
popular, fountain-type ring sprinkler is guaranteed to 
withstand the water pressure of any municipality. Sprays 
5 to 9% gallons a minute—in circles 26 to 30 feet in 
diameter. 8¥%-inch diameter with %4-inch inserted garden 
hose connection. 


FREE NEWSPAPER MATS 


Miniature reproduction at right 
shows a 70-line newspaper ad for Aah 
which a mat is available. Ample 
space for your name and address. 
Free mats of ads for Allen Sprin- 
klers and Garden Hose Accessories 
are yours for the asking. 


—_ 





a 


ALLEN Sprinklers 


a 
O58 co? SARDEN 


SONNE CTIONs 


Advertised Nationally 
Leading home and garden 
magazines — read everywhere 
—carry Allen ads again in 
1949. Circulation of Better 
Homes & Gardens, American 
Home, Flower Grower and 
Sunset add up to more than 
6,425,000 readers. 


Ask Your Jobber 
About Allen’s Garden Hose Accessories and Lawn Sprinklers 


Established 1887 


W. D. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street 
Chicago 6, Illinois New York City 7, New York 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


Better rubber products are 














They resist 


OXIDATION by air, oxygen, ozone— 
have outstanding resistonce to aging. 





ey resist 


HEAT—are exceptionally stable at 


temperatures up to 250° F. 


They resist 
SUNLIGHT AND WEATHERING—in oa 
class by themselves in resistance to 
tubber’s worst enemies. 


They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 





They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions. 





FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new,unusual applica- 
tions of neoprene. Write E.!. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division M-5, Wilmington 98, Delaware. 
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made with Du Pont N 


for example: 


EOPRENE 





Exclusive features of neoprene home work gloves 
help you sell your customers 


Here’s a point to remember when you’re 
selling household and gardening gloves. 
Almost every time the gloves are worn, 
they’reexposed toinfluences notoriously 
tough on ordinary rubber. Weather and 
abrasion outdoors . . . cleaners, polishes, 
greases, detergents and solvents in the 
house . . . all are destructive to ordinary 
rubber gloves. 

But when you sell gloves made with 
neoprene, it’s a different story. For neo- 
prene, the chemical rubber made by 
Du Pont, withstands all these enemies 
of ordinary rubber. Out in the garden, 
fabric-lined neoprene gloves resist de- 
terioration caused by sunlight and heat 

. . Stand up under abrasion and rough 
use. And indoors, household gloves 
withstand hot, soapy water, harsh 
cleaners, oil polishes and cleaning solu- 
tions. They’re tough, durable and flexi- 
ble... won’t stiffen and crack with age. 

That’s why leading manufacturers 
use neoprene in their top-quality gloves 
... and why it will pay you to make 


sure youstock glovesmade with Du Pont 
neoprene. Tell your customers about the 
advantages of neoprene. They’ll buy 
more readily,. . . build confidence in 
your stock. Ask your supplier today 
about neoprene gloves. Or, we’ll gladly 
put you in touch with a supplier. 
E. I. du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division M-5, 
Wilmington 98, Delaware. 


















READY NOW! 
The first really fishable 


PLASTIC 








BALL 








Weighs Less 
Almost as light as cork, and even 
more buoyant. 


Adjusts Quicker 

Flatted peg will not cut line and 
permits quick change from casting 
float to bobber. Easy to thread. 


Casts Better 

With peg out, float slides freely 
on line, adjusts automatically to 
whatever depth stop is set. 


Lasts Longer 

Made of polystyrene cast in sharp new dies. 
Shiplap joint seals ball watertight. Sealed 
tube through center prevents seepage along 
line. Bright colors last forever. 


Costs Less 
In larger sizes, prices are same as natural 
finish cork . . . Other sizes cost less than 
painted cork. 


4 SIZES 
TY" -1Ya" - 1344" - 2” 
Red and White 













Ready-to-use ¢! 
vality 
om. ‘Rust-proot construction. 
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CORK FLOATS 


all shapes, sizes, natural 
finish and painted 


LEAD SINKERS 
all shapes and weights 





FURNISHED LINES 


sell-on-sight lines for every fisherman. 
Metal winders. Retail from 15c up. F 











HOUSTON tackle is distributed through recognized jobbers and 
wholesalers of sporting goods and hardware. Write for free catalog. 


HOUSTON FISHING TACKLE COMPANY 
P. O. Box 1046 Houston 1, Texas 


FREE SAMPLE PLASTIC FLOAT 


(i# you retail or wholesale fishing tackle) 


Mail us this coupon, attached to your company letterhead, and we'll send 
you a Houston Plastic Float and new catalog. No charge or obligation. 





Your name 





Your firm 





Your address. 


Your position. 
If you are a retailer, given name ame of | jobber | or or wholesaler from whom you buy tackle 








MAIL TO HOUSTON FISHING TACKLE COMPANY, BOX 1046, HOUSTON, TEXAS. 

















Profits 
are in 
the Bag 


With FORD Charcoal 
Briquets 


Stock up now for big vacation- 
time profits. Feature this 
attractive Ford Charcoal Bri- 
quets 10-lb. bag, and cash in. 
Big mark-up. Ford Charcoal 
Briquets sell fast. Here's why: 


@ Quality woods—for better flavor 

@ Cleaner, smokeless, spark-free 

@ No waste, no dust or breakage 

@ Cheaper because they're better 

@ Burn far longer than ordinary 
charcoal. 


Distributed in all principal 
cities. Write Ford Motor 
Company, Special Products 
Dept. Iron Mountain, Mich. 





FORD CHARCOAL BRIQUETS 





a 
20,000 FISHERMEN 


As Seen In 





* TRUE 
* OUTDOOR LIFE 
* FIELD & STREAM 


* WESTERN 
SPORTSMAN 


MINNOW 
BUCKETS 


Wy luaely 


TACKLE BOXES 


STRATTON & TERSTEGGE CO. 


MANUFACTURING DIVISION 


BOX 1859 LOUISVILLE KENT 
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elp a farmer heal a “sore” spot 


—and he’ll he a better customer 
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MERICAN Fence dealers all over 

the country are helping to pro- 
mote soil conservation. They real- 
ize that their business depends on a 
prosperous agriculture. 

A complete soil conservation pro- 
gram requires new fencing and lots 
of it. What’s more, the supply of 
American Fence, Poultry Netting 
and other steel products is rapidly 
getting back to normal. 

For quick information on soil con- 
servation, write for our bookiet, “It’s 
Your Top Soil.” This will enable 
you to talk intelligently with farm- 
ers about starting a program in your 
area. 

AMERICAN STEEL & WIRE COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, 


BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 







American Fence is rapidly getting back to normal 
supply —keep in touch with your distributor. 


Theres mo USS AMERICAN FENCE in woe Wan any Wher beard. 


AMERICAN FENCE 
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AT LAST— 


A REAL ROACH KILLER! 


Black Flag Roach Spray Solves the Roach Problem — 











This tank is a master tool — the 
strongest and longest lived mopping 
tank of its kind on the market. Fully 
guaranteed against faulty materials 
and workmanship and backed by 
years of experience in building Jani- 
tor cleaning equipment 


@ Mopping Tank Wringer — 
Made of certified malle- 
able iron and designed to 
give a lifetime of service 


@ Compartments—Two hand 
soldered compartments, 
16 gauge steel with per- 
torated plates in bottom to 
catch dirt 

@ Chassis — Angle steel 
frame, malleable iron cas- 


ter brackets. Easy running @ Bumper—aAl! around rub- 


8 inch disc type casters 
with soft rubber treads 


ber bumper set in channel 
iron. Protects walls 


| Recommend it to your customers with confidence 


| Contains chlordane! 


owe 


> Effective than 


Speck al Ros 
film whic h 
spiders, 
Contains chlord _ 
effective than pi 


all kinds. 
spra ay ing is 
2 hours « 
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bedbugs * 


ants, miracl 


sects of 
One thorough 


r 3 months, 
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Roach Spray! ! 
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Advertised in Seturdiey bunt Post * Look 
American Weekly + Holland's 


—~ BOYLE-MIDWAY INC, 27 £. 4oth st., N: ™ 








American Ladder Institute 


7A Net’ SMALLER MOPPING TANK Uses American Standard 


















This new smaller mopping tank is 
ruggedly built of the same high 
grade materials as are used in 
our larger tanks. The same wrin- 
ger — our Malleable Iron No 
369 — self cleaning ‘solid cast 
bronze water draw-olfs on each 
compartment, and easy running 
disc type casters with soft rubber 
treads. A highly practical mop- 
ping tank requiring little storage 
space and very easy to handle 


/ 





The Mopping Tank Wringer with the 
White toggle leverage produces tre- 
mendous pressure on the mop with 
very little effort. The opening be- 
tween rollers is large enough to ace 
comodate any size mop 


Manufacturers of a Complete Line of Floor Cleaning 
Equipment. WRITE FOR CATALOG NUMBER 149. 


WHITE MOP WRINGER CO. 


FULTONVILLE, N. Y. 








Safety Code 


Sell we right vavver 
FOR THE JOB 


The purpose of this code 
is to prescribe rules and 
requirements for con- 
struction, care and use of 
the common types of 
wood ladders to insure 
safety under normal con- 
ditions Selecting the 
Right ladder for the job 
is important. Copies of 
this code are available 
for your use. 


AMERICAN LADDER CO. 
Chicago, Hil. 
THE W. W. oe co. 
Both, N. Y. 
THE BAUER NFe. co. 
Wooster, 0. 
THE J. R. Pars co. 
g Park, Minn. 
DAVENPORT. LADDER co. 
Davenport, lowa 
A. W. FLINT CO. 


AMERICAN 
LADDER GOSHEN CHURN & LADDER, 
INSTITUTE conse" 


Goshen, Ind. 


Room 405, 1835 K St., N.W. HOWARD MFG. CO. 

Kent, Wash. 
WASHINGTON 6, D.C. Larson LADDER CO. 
Telephone National 8437. San Jose 2, Calif. 


HARDWARE AGE, MAY 19, 


w Haven 6, Conn. 


MICHIGAN LADDER CO. 

Ypsilanti, Mich. 
MOULTON LADDER MFG. CO. 

Somerville 43, Mass. 
F. B. PEASE CO 

Rochester 10, N. Y. 

PENN SWING & LADDER (0. 

Lancaster, Penna. 
HOWARD B. RICH, 

Carrolton, Ky. 
JOHN S, TILLEY LADDERS 

CO. Inc. 

Watervliet, N. Y. 

WOODENWARE PRODUCTS 


St. Louis 1, Mo. 
5.0. YOUNG CO. INC 

Springfield, Mass. 
ZOSS LADDER & MFG. CO. 

Portland 1, Ore. 
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Broken hose at Caused by old-style cutting fingers. 
‘ img couplings’ cannot cut hose. 
Neison Couplings and Menders give a sound, tight con- 
nection as long as hose lasts. Guaranteed against leakage, 











@ PULL TEST — 81 LB. DIFFERENCE 


Pull test proves ‘Perfect Clinching’’ Menders hold 
while others pull off. Above is actual illustration 
of pull test conducted by Robert W. Hunt & Co, 
Engineers — an independent testing laboratory of 
Chicago. The “Perfect Clinching’’ buckle joint 
stood an average of 81 Ibs. more pull than coms 
péting menders, 


NELSON NEVER CUTS 
HOSE AS OTHERS DO 













> © outstanding features of Nelson 
Hers! Note, too, that coupling has deep 
washer can’t fall out. Manufactured un- 





The “‘Perfect Clinching’’ BUCKLE HOLD, exclusive with 
Nelson, is unmatched by any other type of construction. 
Hose fits snugly far back into the hollow of the finger base, 
making a long clamping grip. Check your stock now — order 
Nelson “Perfect Clinching’’ Couplings and Menders from 
your jobber. 
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AND DIAMALLOY 


AUTOMOTIVE 











ITEMS 














Diamalloy 
Combination Plier 


Diamalloy 
Battery Plier 


Diamalloy 
Motor Pump Plier 


Diamalloy 
Double End Wrench po 


WRITE FOR CATALOG 


Diamond tools are of the highest quality. 
Produced with the most modern and up to 
date machinery by skilled craftsmen. The 
result of 30 years experience in tool making. 


OIAMOND CALK 


HORSESHOE COMPANY 


4622 Grand Ave. e 


Duluth, Minn. 














| 

} 
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Sales 
JOHN H. GRAHAM 
& CO., INC. 
10§ Duane Street, 


Chattanooga, Tenn. 


Sual 


The Cheney Nail Holding Hammer is a high 
grade tool with the added exclusive feature 
of the Cheney Nail Holding Device. A quick, 
easy demonstration means a sure fire sale 
and a pleased customer. 


Order today from your jobber. 


ESTAS. 1836 


CORP. 


LITTLE FALLS, N. Y., U. S. A. 
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Sellin’ faster than ever ! 


AT NEW LOW PRICE OF 









OVER 1,000,000 Evans Folding Rules were sold at 98¢ 
in the past 12 months. Now Evans doubles production, adds 
tips and strike plates, and gives your customers the savings 
resulting from increased volume. A better rule than ever — 
retailing for only 85¢ — and with same full mark-up. 


CHECK THESE QUALITY FEATURES 


Y 

MADE OF EVANEX A solid white material that cannot split, warp, shrink or 
stretch in any climate. So strong you can bend it tip to tip 
without breaking. Material produced especially for Evans 
& Co. by Monsanto Chemical Co. 


Y 

“FUSED-IN’’ MARKINGS Jet-black numerals and graduations are recessed and 
actually fused into slat material. This rule stays legible. 

¥ 

SUPER-ACCURATE To 1/64” full length, far better than Government speci- 

y fications. 

STRONGER JOINT Heavily brass-plated steel joints with no weak point in 


slat under joint. 


¥ 
TIPS, STRIKE-PLATES | Non-removable strike plates protect markings from wear 
y near joints. Brass-plated tips protect ends. 


PACKAGED RIGHT Packed one dozen rules in colorful display box. Each rule 
\ protected by cardboard sleeve that carries guarantee and 
tells about exclusive Evans slat-replacement service. 





FULLY GUARANTEED against separation of the joints 
and any other defects in material or workmanship. 


Available in outside measure (FR-1) and inside 
measure (FR-2). 





EVANS & CO. a 
No. FR1 [gi aed Pig 5 PAT. PEND. 1 8l uh 
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b, 
wate & CO., 57 BRANFORD STREET - NEWARK 5, N. J, 
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THE COMPLETE KIT 
FOR ALL 
CAULKING JOBS! 


Priced for the Mass Market 


The consumer can now buy a caulking 
gun plus caulk for less than the pre- 
vailing price of a gun alone. 


The Sales Leader 
You Have Been 


Looking For! 
. 
An Eye-Catching Display 
That Makes Sales! 


THE BIG 3 
1 No. 9 Caulking Gun 
2 Caulk Cartridges 


Packed In 


One Carton (List)........ $3.30 


Sold to the Jobbing and Distributing Trade Only 


SEAL RITE CAULKING CO., Inc. 


Mfrs. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. 
6001 So. Gramercy Place 


DETROIT 21, MICH. 
6335 Lyndon 


192 Green St. 


World’s Largest Producers of Caulking Materials 





RIGHT Packaging. 


RIGHT Prices. 


RIGHT Quality. Diamond bored 
Individually tested for true run- 
ning. 

RIGHT Line. Complete line of V- 
belt, variable speed and_  step- 
cone pulleys, V-belts and flexible 
couplings. 

Individual 3- 
lots of eye ap- 
Handsome counter display. 
Low prices mean 

discounts mean 


color boxes with 
peal. 


WRITE 
profits. for CATALOG 
DIAMOND 


CONGRESS *:::°° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 


volume. Long 


a 








ANOTHER 
FIRST BY BERNZ 


BERNZRITE FEATURES 


© EXTRA DEGREES OF HEAT 

© PREVENTS CLOGGING 

© TROUBLE-FREE 

© ECONOMICAL 

© APPLIANCES LAST LONGER 

©@ MORE EFFICIENT OPERATION 

= 

a Ps } 


ae 


dee 


Bernzrite 
All-purpose 


TORCH FUEL 


BERNZRITE is a trouble- 
free torch fuel of supe- 
rior quality. It is rec- 
ommended for blow 
torches, firepots, camp 
stoves, lanterns, weed 
burners, truck flares, etc. 

Immediate delivery. 
Shipped 12 and 24 toa 
carton. If yourjobberdoes 
not carry BERNZRITE, 
write for supplier's name. 


BERNZ 


* TORCHES 
+ FIREPOTS 
* MECHANICS TOOLS 


OTTO BERNZCO,INC, 280 LYELL AVE, ROCHESTER 6, N Y 
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E EVERY SALE COUNT TWICE 


WITH 


lentically Matched Colors” 


ke every paint sale count twice—to make two paint 
where you made only one before—do this: 

re Patterson-Sargent’s Identically Matched Colors in 
inishes—flat wall, semi-gloss and high-gloss—which 
ina wide color range. It is Perfect Color Matching! No 
g! For walls, woodwork and furniture! The newest idea 
e decorating for your customers. 

imake two sales instead of one for you can now offer 
lux or Glos-Lux for the woodwork—in the same color— 
famous BPS Flatlux for walls and ceilings. You make the 
sale with the first! 

lusive sales franchises on the Matching 3 are still avail- 
‘some neighborhoods. For complete information—mail 
upon today! 


Sensational Selling Points for Identicclly Matched Colors 


®@ Nothing to add — nothing 
to go wrong 


Three different finishes in 


ical Colors 
No messy mixing to match ® Makes modern decorating 


s easy 


Wide range of colors ® A finish for every surface 





THE ONE-COAT WALL PAINT—MADE WITH OIL 


SEMI-GLOSS—-FOR WALLS AND WOODWORK 


HIGH-GLOSS—-FOR WALLS AND WOODWORK 


3 FINISHES IN IDENTICALLY 
MATCHED COLORS 


Don't sien for any line until 
you have complete details ahout 
“Identically Matched Colors”. 





Nationally 
Advertised 













CAdhieres Nov Prestige ¥ 
for “KLIPPER””” 


AMERICA’S HIGHEST QUALITY POWER LAWN MOWER 


Tested and Prov 
Backed by an Unconditional and Unlimited Guaranty 


by more than 


75,000 
SATISFIED = 


%& Exclusive Patented Height 
Cutting Adjustment 


% Positive, Self-locking Clutch 
% Timken and Oilite Bearings 


%& Convenient Lever Hand 
Throttle 


% 3 Section Roller for Easy 
Turning 


% BRIGGS & STRATTON 
4 CYCLE MOTOR 


%& Full 18” Cut 





COOPER MANUFACTURING COMPANY 


409-411 South First Avenue 
ao 
MARSHALLTOWN, IOWA 
Distributors and dealers, write or wire for LIBERAL TERMS and DISCOUNTS 
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NEW-DE-LAVAL MILKERS BRING 
MILKING” TO EVERY SIZE HERD 


The Great New De Laval Magnetic Speedway 
and Sterling Speedway Milkers—For All 
Herds of 10 or More Cows 


These two wonderful new milkers establish new higher standards of 
milking performance—and create great and profitable new sales 
possibilities. They possess tremendous appeal to the dairy farmer. 
Both are correctly engineered to operate properly at lower 
vacuum; both have the wonderful new fast milking “Full-Flo” teat 
cup that cannot creep and which has one-piece liner for easiest 
assembly; both provide “metered pulsations” for gentler milking 
action; both are of all stainless steel construction; both provide 
“Controlled Milking” at every vital point from teat cup to pump. 
The lower priced Sterling Speedway now differs from the Magnetic 
Speedway only in method of pulsation control. 


... And the Wonderful New De Laval Speedette... Specially Designed for a Huge 
Market—the Herds of 10 Cows or Less 


THREE 
“CONT 





ROLLED 


























THE NEW DE LAVAL 
STERLING SPEEDWAY 


THE NEW DE LAVAL 
MAGNETIC SPEEDWAY 




















- Now for the first time there is a milker available which is specifically 

> designed for the man milking 10 cows or less. This opens up tre- 

NEW KIND OF mendous sales opportunities for the dealer because 87% of the 

= bal: INSTALLATION nation's cows are in these small herds. The De Laval Speedette is a 
ean” quality milker—uses the standard De Laval Sterling Speedway 

PP cancion unit. It has an entirely new kind of pipe line, pipe line parts and 

tt easier to use. fittings, which eliminate slow, costly pipe cutting and threading and 


NEW SPEEDETTE 
VACUUM PUMP 
—never requires 
oiling, direct-con- 
nected to motor; 
110 v. operation. 










NEW STANDARD 


DE LAVAL STERLING 


SPEEDWAY UNIT 


—for best milking, 


easiest cleaning, 
long life. 








Write Your Nearest De Laval Office 
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THE DE LAVAL SEPARATOR CO. 
165 adway, New York 6 


27 Randolph St Chicago 6 


are more sanitary and easier to use. It is operated by a new De 
Laval vacuum pump, direct-connected to 110 v. motor. Pump never 
requires oiling! Outfit can be installed in an hour. Low in cost— 
high in quality and performance, the De Laval Speedette marks 
the end of hand milking in the thousands of herds of 10 cows or less. 


g For Full Dealership Information 


“oy 


61 Beale St., San Francisco 5 





You've 
Your cus 
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Sharp, strong 


gimlet point 


Packed i 
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House 
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Ask your 
Home Sh 


These advantages mean customer 


satisfaction ... the profit ingredient for you 


in every EAGLE screw product. 


The EAGLE LOCK Company 
WOOD SCREWS* MACHINE SCREWS*STOVE BOLTS Se. Terryville, Connecticut 


To Fill All Your Requirements America’s First Lockmakers—Since 1833 


HARDW 
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exit. Home Stop 52 


SKIL Home Shop Saw 
beats them all . . . for 
home and farm sawing — 3 
all light construction. It's 
powerful, faster-cutting . . . 
light, easy to handle... 
fully adjustable for depth 
of cut and bevel cutting. 
Blade diameter 5% inches 
.. perfect for sawing 2x4's 

and 2-inch dressed 
) lumber. Priced right 
for volume sales. 


v) ‘09 


You've been waiting for them! 
Your customers will want them! 
You'll make BIG PROFITS 

handling them! 




























Here they are! SKIL Home 
Shop Tools . . . designed, built f 
and priced for profitable volume 
in your store. Made by Skilsaw, 
Inc., leading manufacturer of 
portable tools for industry and 
famous fast-selling Electrimmer. 
SKIL Home Shop Tools are 
ready for you now... . backed 
by a thorough merchandising 
plan that builds volume for you. 
Packed in attractive self-display- 
ing cartons. 
Householders and hobbyists 
. experts or novices... every 
one of your customers is a pros- 
pect for SKIL Home Shop Tools. 
Ask your wholesaler about SKIL 
Home Shop Tools ... TODAY! 


SL 


SKIL TOOLS ARE MADE ONLY oI 
SKILSAW, “ey ‘ 

5033 Elston Avenue, Chicago 30, Ill. 

Factory Branches in Principal Cities 

In Canada: SKILTOOLS, LTD, 

66 Portland St., Toronto, Ont. 






































Large 6” disc, 50% 
more “powerful motor and [7 
ball bearing spindle make 
the new SKIL Home Shop | 
Sander-Polisher the most ; 

outstanding tool of its 7 

kind. Sands, burnishes, ; 
cleans, files, sharpens. 
Light enough for feminine (7 
hands, yet plenty powerful 
for tough work on metal, 
wood and plastics. Use as 
drill or paint mixer with at- 
tachments. Packed complete 
with a variety of accessories. 


34 
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Light 
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HARDWARE 


ty GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 


st Pesery DOOR NEEDS THREE! 


( RIFFIN- 


nufacturin CManufacturing Company 


ERIE + PENNSYLVANIA 


REPRESENTATIVES 
B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—1639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, ‘Boston, Massachusetts 
i L. LEWIS—703 Market Street, San Francisco 3, Calif. 
. $. JOHNSON—9I7 St. Charles Avenue, Atlanta, Georgia 

c He FARRAR—308!/. North Harwood, Dallas, Texas 

. BEVERS—4524 East 60th Street, Seattle, Washington 

FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & nutes Ay Creek, Kansas City, Missouri 

N CANADA 
MANNING I. SHORE—Merchandive Sales - Canada, |5 Wellwood Avenue, 
Toronto, Ontario 



































' the 3 items most homes need most... 


MORE SALES! 
MORE PROFITS! 
utth this NEW 


ROYAL MERCHANDISER 
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3-in-1 DEAL for FASTER TURN-OVER! 


. a complete department in just 1 1/3 square feet of 
counter space! This handsome steel rack will display your 
ROYAL merchandise . . . will SELL it . . . with less sales 
effort by you and your clerks. The 3-in-1 deal merchandises 
cord sets, wire, and 
fuses . . . the sturdy, colorful rack is a valuable permanent 
store fixture you'll use for years. It’s YOURS only with the #3 
3-in-1 deal! Write for complete details. 


THRU YOUR 
WHOLESALER 


PLUG and 
CARTRIDGE FUSES « FUSTATS 
WIRE * CORD SETS + TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., , PAWTUCKET-R-I- 
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I. STRONGER ADHESIVE 


Tackier, stronger than ever 
before, the new Durkee-Atwood 
Dor-Tite adhesive actually bonds 
the sponge-rubber strip to any 
clean firm surface. Just press Dor- 
Tite into place on steel, wood, 
plastic, tile or other material and 
it holds fast. Withstands pull, 
push, side-strain. The new adhe- 
sive makes Dor-Tite useful for 
even more jobs in homes, auto- 
mobiles, garages, service stations 
and shops. Stops squeaks and 
rattles, dust and drafts. Over a 
thousand other uses. 


bo N 
aA 


...and first with a.. 


Minneapolis 13, Minnesota 


Manufacturers of 41 Automotive 
Rubber and Chemical Products 


Af 








DOR-TITE 


A. 

















2. PLASTIC ‘‘AIR-SEAL”’ 
PROTECTIVE COVERING 


White plastic covering actually 
seals Dor-Tite’s adhesive back. 
Keeps it as fresh and tacky as the 
day it’s made! Far superior to or- 
dinary covering which ravels and 
leaves starchy residue on adhe- 
sive. The new plastic covering 
gives more protection but it’s easier 
to remove too! Just squeeze the 
sides of Dor-Tite rubber strip 
and it pulls away from plastic 
covering which is then easily 
stripped off the length desired. 


| | .Fast-selling assortment and 
counter merchandiser! 


DOR-TITE SELLS FAST with 
this sparkling enameled-steel 
merchandiser on your counter! 
Holds 48 packages of six fastest- 
selling Dor-Tite sizes. Shows 
actual samples on front! Sug- 
gests uses! Every customer who 
enters thru your door has a 
need for Dor-Tite and this mer- 
chandiser will sell them! It’s 
already making Dor-Tite a big 
profit item for thousands of 
dealers. Ask your jobber or write 


direct. 
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NEW pRODUCT — 


hammer stapler that does any job 
tacks and hammer can do with 


2 

= 
2 
i 


... drives home SIX sturdy staples in 
the time it takes to put in ONE tack 
the old way...which means 


= 
= 
wa 
> 
Paks 
aA 


because your customers can’t afford 
NOT to do their tacking jobs this time- 
saving, money-saving way ... bringing 


—_ 
= 
“0 
a 
oS 
= 
= 
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to YOU on this wonderful, all-purpose | 
tacking tool that looks right, that’s | 


built right, that’s PRICED RIGHT! | 


WEIGHT DOES THE WORK. 
Drives 20 staples in 5 seconds... because | 
perfectly balanced weighted head of 
STAPL-ON takes 90% of the man-power | 
out of tacking...automatically feeds 
staples at machine gun speed. Easily 
loaded with 140—50 guage 34” shear 
point staples in 10 seconds... built of 
steel to take a beating, give uninterrupted 
service. 


~ 





INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 


| 
| 
NORWALK, CONNECTICUT 
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Vow... 3 GREAT 


* 
It’s the STAPL-ON, amazing new BRAIDED GARDEN HOSE LINES 


by dLtlantic 





—eay 
"CRANS TO wy. 


GRADE 


ALL WITH THE 


NEW !.. BETTER... STRONGER 
ATLANTIC Wowem cENTER* 


OF DUPONT “CORDURA” RAYON CORDS 





*Not just a braid... but a 
DURABLE, MORE FLEXIBLE 
WOVEN MESH! 

FULL-FLO COUPLINGS 
deliver ALL the water the 
hose carries. 


Atlantic Garden Hose is made to exacting laboratory stand- 
ards in three grades, all %” inside diameter. STANDARD 
grade is *%:'’ outside, in Black only. ATLANTIC grade is '%«” 
outside, in Black, Red and Green. CRANSTON grade (heavy 
duty) is 1” outside, in Black, Red and Green. All are packed 
in both 25’ and 50’ lengths. 

Atlantic also makes all-rubber hose and “Aqua Lite” plastic 
hose... your wholesaler can supply you with all your hose 
requirements, all with the Atlantic label. 






G & RUBBER CO 


TUBIN RHODE 


CRANSTON 5 ° 
THRU WHOLESALERS 
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in volume.) And Brainard Products are designed for easy 
installation which means a saving in time — further 


l INE lowering costs. Write today for literature, price lists. State 
whether distributor, dealer, jobber or builder. 





 SHARONSTEEL . 


Brainard Steel . 





BRAINARD STEEL CO, WARREN Oo. 
! would like to receive data 


] on TEL-O-POST [] BRITE-LITE (] STEEL-STRONG 0 




























Name —_ _ 
Address sciatica ; : 
BUILDING PRODUCTS DIVISION jim i 
— _ a a tate - 
0 Piettater 0 Dealer [-] Jobber 0 Builder 





Lhd) FC} () C_) 


WARREN, OHIO 









(Even greater savings result when purchases are made 








Dept. 459 
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~NEW 


“Vanity” Cabinet 





Low Priced 
for the 
Mass Market 


At last! A beautiful Vanity" Cabinet 
at a price so low that builders can in- 
stall it as a feature of attraction in even 
the lowest price homes! 

Swinging mirrors at each side serve also 
as doors for the right and left-hand 
cabinets. Center mirror is stationary 
and does not require fastening to the 
wall. All mirrors are copper-backed 
and are encased in stainless steel 
frames. 

Adjustable shelves. Piano hinges. 
Cushion-spring door stops. Tooth-brush 
holder. Razor-blade drop. All hard- 


ware chrome-plated. 


15 Models 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
CabinetCorporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 











> No Inventory—yet 40°/. profit! 











In addition to national magazine advertising, Artcraft blinds are 
promoted on these great radio network shows: 


KAY KYSER SHOW [ABC daily) 
ALIBI CLUB (MBS Sunday) 

MOVIE MATINEE (MBS, M.W.F.) 
HIT THE JACKPOT (CBS Tuesday) 
MAN IN THE STORE (KMOX daily) 


An Illinois dealer (town of 8,000) sold $15,000 worth of Artcraft 
all-metal blinds in 1948 from a display sample that cost him $3.30. 
He just followed Artcraft’s easy order-taking methods. No stock to 
carry. Good business? You bet! Want some? Write to Department AB-2. 


ARTCRAFT VENETIAN BLIND MFG. CO. « 3960 OLIVE ST. » ST. LOUIS 8, MO. 
Factories in St. Lovis, Chicago, Pittsburgh 


Cell ES 


PUMPS AND WATER SYSTEMS 


ei A COMPLETE PROGRAM 
of merchandising helps . . 


store posters, direct mail fold- 

ers, ad mats, banners, booklets 
ae every piece packs a 

forceful sales punch . 












THIS 
DYNAMIC DEMONSTRATOR 
to increase sales, profits! 


Place this Perma-Prime Pump Dern- 
onstrator on your sales floor where it 
will show, tell, and sell your customers. 

SPECIAL—For month of May sales, 
ask your jobber how you can buy one 
Perma-Prime Pump and get the Dem- 
onstrator and all the promotional ma- 
terial free. This offer good to May 31 


on Your q b, / 


STA-RITE PRODUCTS, INC. 
DELAVAN, WIS. 
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NATIONAL LOK | sions cock 

- ' FURNITURE 
Foiwie le Wlay W.. | wy 

- More Consumer Acceptance 

- More Profitable Sales 


























tcraft 


3.30. Ask your jobber about these fast-moving, PROFIT-BUILDING \ \ ; 

eg hardware items, bearing the NATIONAL LOCK name. Ask \ AT 0) \ A L LOC h 
; him about convenient envelope packaging . . . about attractive, l \ | | () p 

} 8, MO. attention-compelling counter display boards. If you're not di su 4 


fully familiar with the many NATIONAL LOCK “plus values”, 


find out about them soon. For example, the Deluxe cabinet 


PACKAGING 





hardware set and N-63 period furniture trim assortment, shown 
below, are definitely Profitable, Easy-to-Handle Merchandise. 


J 


STEMS 


2AM §, 


on! = 


J NATIONAL LOCK COMPANY 


a Rockford, Illinois Merchant Sales Division 


AC 4 
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(Quick turnover plus 19.6 
cents a bottle Profit) 


“6-12” and “Six-twelve”’ 
are registered trade-marks of 


CARBIDE and CARBON 
CHEMICALS CORPORATION 


Write for our FREE Ad Mats. Unit of Union Carbide and Carbon Corporation 


30 E. 42nd St. CIES New York 17, N.Y. 


in Canada: Carbide and Carbon Chemicals, Limited, Toronto 





PEPPY SELLER IN HOUSEWARES 
GRIFFITH SPICE SET *2.9° 


Colorful on display, this $2.95 
Spice Set is a popular seller. An 
ideal gift. Ten favorite spices, 
purified for flavor purity. Choice 








y of red, blue, green, yellow or black 
f spice-jar caps. Beautiful red or 
f white plastic cabinet. Sell 


t It! 


Or-—n—zE 
OFA-—n-woH 


SPICE SET No. 10 


Over A Million— * EYE APPEAL , ) 


Yes, over a million Griffith Spice Sets have been * AN ENDURING 

sold by Department Stores and Home Furnishings KITCHEN UTILITY 
Stores from coast to coast. Now available 

through your local Home Furnishings Supply * INDIVIDUALLY PACKED 


Jobber. * GOOD PROFIT MARGIN 


THE GRIFFITH LABORATORIES, INC. * 1415 West 37th Street... Chicago 9, Illinois 
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To Selected Range Dealers 


1 Exclusive Territory 
? Protection against all Competition 


| A Solid, Growing Business 


selected dealers those three 
big benefits, plus a fair fran- 
chise, selling and advertising 
help to develop a proved mar- 
ket for a proved range—a 
range with so many visible 
sales features and such out- 
standing cooking perform- 
ance that 








ANDERSON USERS SELL ANDERSON RANGES 


That’s because an Anderson Range has no superior in visible sales features and in cooking 


performance. Look — 


Visible Features 


Large cook top (371” 3 Waist-high Broiler Roller ] 
wide by 2334” deep) —4 Drawer—“‘Sizzling Platter” 


Broiler Pan. 
Hi-Lo Burners — Large nie nae 


Griddle. 4 Deep Well Cooker. 2 
5 Safety-Lock Burner Cocks. 3 


2 Large oven (1634” wide 
by 20” deep by 16” high) 6 Important Easy-cleaning 
holds up to 35-Ib, turkey, and Service Advantages. 


WE KNOW 


Cooking Advantages — Cooks with Gas turned off 


Retained-heat Oven—10 minutes of gas-on gives one hour of 

cooking with gas turned off — superior roasting and baking 

performance we will gladly demonstrate, 

Deep-well, with 7-quart capacity, cooks three foods at one 

time by retained heat with the gas turned off. 

Better Broiling in less time. Unsurpassed flavor, on “Sizzling 

Platter’? heated by broiler burner. 

4 Anderson will be glad to prove every claim by actual demon- 
stration. 


ITS SUPERIORITY CAN BE SOLD 


BECAUSE IN 1948 


Dealer A in City of 55,328 Population sold 392 Anderson 
Ranges, grossed $117,600. 


Dealer B in City of 127,000 Population, sold 445 Anderson 
Ranges, grossed $133,500. 


Dealer C in City of 18,966 Population, sold 209 Anderson 
Ranges, grossed $62,700. 


If you are interested in building an enduring business with 
this outstanding specialty gas range, with an exclusive ter- 
ritory, a high gross profit, an expanding advertising and 
promotion program, write us now. We want to tell you all 
about our plans, our product and the... 
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FACTORY: ANDERSON. INDIANA 


p voile 


STOVE COMPANY 
Sales Office: 
41 SOUTH 6TH STREET * NEWARK 7, N. J. 





AN AFFILIATED || |B REEZ E |] company 
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FREE...THESE SMART 
~~ EST. 1837 me 


“‘ 
B KER 


<a —_ a ror over a oo¥ So 
DISPLAY CASES 
Silent Salesmen that pile up 


PROFITS! 


blond-birch counter-cases 
sell the famous 
















handsome 


They're 
that will stop store traffic... 
BOKER line on sight. 








Hers the Deal! 


Shear and Scissor Display Case — stocked with 
10 fast selling items — % doz. of each —a total 
of 60 profit makers. 


Pocket Knife Display Case — 
comes stocked with 6 each of 
12 pocket knives of your own | 
selection — 72 items that will 


move out fast. 


See Your | 
Jobber! 


H. BOKER & CO., INC. 


Established 1837 





Quality for over a Century 


101 Duane Street New York 7,N. Y. 











ARD 
SCREWS 


SHEET METAL 


Types A and B 


$0 








Made of steel, stainless steel 
and brass. 


inventories now of 


Good 
standard packaged lines. 


THE SOUTHINGTON 
HDWE. MFG. CO. 


E#. SOUTHINGTON, CONN. =: 











why 000, 000 
PROSPECTS 


SOPULAR 
: :F§ FOR ROGERS 


ay ; “GORILLA GRIP” 
GLUE! 


Our consistent national advertising in Popular Mechanics, 
Popular Science, Mechanix Illustrated and Science and 
Mechanics reaches 11,357,086 readers, preselling your 
customers on Rogers famous Fish Glue — “The Cabinet- 
maker’s Glue.” Made only from select fish skins, Rogers 
top quality assures customer satisfaction, repeat business, 
increased sales. 


2 MORE SALES ADVANTAGES 


1. Protection! Rogers is sold only to the hardware 
trade, not to chain stores, group buyers or mail 
order houses. 

2. Pre-testing! ‘Best by Adhesive Test.” Rogers 
“Gorilla Grip” holds 3885 Ibs. pet square 
inch. 

ROGERS ISINGLASS & GLUE CO. 
ere nee MASS. 
et GLUEKY DO IT” 






















the bedt LIQUID FISHGLUE 35 


GLOUCESTER, MASS. 
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New, sparkling bathroom accessories by 





ALL-MAC 


*TRADE MARK REG.U.S. PAT. OFF. 









No. 170 
PAPER HOLDER 





Est. 
1867 


Here is Hall-Mack Crystalcrome—a completely new and 
different conception of bathroom accessories. It brings dra- 
matic new beauty to bathroom decoration and is available 
in designs never before achieved in fixtures of this type. 





Crystalcrome combines the lasting brilliance of polished 
chrome on solid forged brass with the added beauty of crystal 
that is perfectly clear, jewel-like—easy to clean. It is moderately 
priced to meet a wide range of needs and takes its place as an 
important addition to the complete Hall-Mack line—bath- 
room accessories for every building budget from millionaire’s 
mansion to modest cottage. 





epee Find out now how profitable new Hall-Mack Crystalcrome 
i can be for you... how its instant appeal will help increase your 
sinet- sales. Write today for the new Crystalcrome Catalog which 
gers describes the Crystalcrome line in full detail! 
iness, 

No. 165 

RECESSED 


SOAP AND GRAB 





No. 130 
TUMBLER AND 


TOOTHBRUSH HOLDER : 7 
af 


HALL-MACK COMPANY 


1344 WEST WASHINGTON BOULEVARD, LOS ANGELES 7, CALIFORNIA + 7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS 


No. 120 NX 


SOAP HOLDER 
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Fast Turnover Package 






12 Best Selling Alarm Clocks 
and FREE Display 
in ONE PACKAGE for: 


e easier ordering and handling e faster sales 
e complete assortment e bigger profits 


CHECK THESE 7 PROFIT POINTS 
V/V 12 popular priced sellers for quick turnover 
V All 12 are dependable alarms 
V 8 different clocks 
\/ Lowest retail price range — 1.95 to 3.98* tag 
\/ Guaranteed 48 hour ‘plus’ precision movement 
V/ Retail value of package is $33.66* 

V An attractive, sales building display — FREE 


Order today froz1 your jobber, or write direct giving 
us his name and address. Order No. 2949H. 


*slightly higher west of Rockies { | ap, 4 





Triumphant Trio of Sales Tempters 
KROMEX sings a song 
of sales success with this trio of luxury items, 
budget-priced for quick appeal 
and fast volume turnover. 













‘ tips: 2. pit 


KANISTER SET ICETTE 


2-No. 224 Chilton 
Retail 3.00* 





1-No. 250 Slumber Minder 
(Gunmetal) 3.50* 





1-No. 240 Symphony 
Retail 3.59 * 


The LUX Clock Manufacturing Co. 


WATERBURY © 
1107 BROADWAY e NEW YORK, KY. 


'2-No. 235 Harvester 
Retail 2.39* 





‘2-No. 210 Page 
Retail 1.95 


2.No. 1 169 
Retail 2.25 * 


1-No. 225 Chilton 


CONNECTICUT (luminous) Retail 3.89 * 


REPEAT SALES 
multiply your mork-ups for 
GREATER PROFITS 


Krome: ex 


CLEVELAND 3, OHIO 





KARAFE SET 


Luxury ata little price for home desk, bed- 
side nite stand, or office. keeps warm beverages 











.. Practical beauty to complete every kitchen 
cupboard. Convenient sizes to hold supplies of 
tea, coffee, sugar and flour ina matched Kanis- 
ter Set of polished or Tutone aluminum with 
close fitting covers and modern Bakelite knobs. 





. Handsome accessory for beverage service. 
A Fiberglas insulated ice bucket to keep ice 
cubes solid for hours; to keep beans, chili, 
soup hot. Black plastic band contrasts dramat 
ically with gleaming, polished aluminum. 


hot or iced drinks cold. Polished aluminum 
Karafe glass-lined. Fiberglas insulated; 32- 
ounce capacity. With two 10-ounce matching 
aluminum tumblers on a 13-inch modern 
chrome-plated tray. 
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THE RELAXED gentleman you see here is Joe—a 
retailer who has always concentrated on ““Toast- 
master” Toasters. : 

NOW, JOE has plenty of “hustle.””’ He doesn’t 
make a habit of lounging around. But, as he 
says, he has no inventory problem on toasters. 
So on this particular point, he feels free and easy. 


THE TRUTH IS, the “Toastmaster” Toaster has 
never been an inventory risk—not even during 
the years when it was in plentiful supply. 
YES, THE “Toastmaster” Toaster is a product 
that moves! It gives you turnover as only the 
leader can. It always has. It always will. 


WE’RE PRETTY SURE of that for many reasons. 
First, the ““Toastmaster” Toaster is widely known 
to be quality through and through. When you 
sell it... it stays sold. And, as you know, there’s 
no more enthusiastic salesman than a satisfied 
customer. Then, too, the ‘““Toastmaster’’ Toaster 
is backed by the largest demand-creating promo- 
tion in the industry. 

ON THAT SCORE, watch for the full-color, full- 
page “Toastmaster” ad appearing in The Satur- 


eseeevneeeee ee eereeeeaeeereeeereeeeeeeeeenee 


day Evening Post, May 21, and in Collier’s, June 
11. It tops off a consistent, full-color advertising 
campaign that has been running all spring in 
twelve big national magazines. 

GETTING BACK to our friend Joe. He’s doing 
okay. Backed up by our aggressive advertising 
program and alert merchandising on Joe’s part, 
“Toastmaster” Toasters keep right on moving 
out of his store. And every sale he makes is a 
quick, clean transaction. When you mention 
toaster-inventory, Joe grins and his feet go up 
on the desk. 

MORAL: Look for the ““Toastmaster”* name on 
the toasters you sell... your customers wi//! 


TOASTMASTER 


Automatic Pop-Up Toaster 


**ToastTMasTER’ is a registered trademark of McCiraw Electric Company, mak- 
ers of ‘Toastmaster’ Toasters, ‘“Toastmaster’’ Electric Water Heaters. and 
other ‘Toastmaster’ Products. Copr. 1949, Toastmaster Propucts Division 
McGraw Electric Company, Elgin, Il. 


cer eeeereeee eeeereeeeee eeees 


People prefer the TOASTMASTER TOASTER 5 TO I over the next leading brand!* 


*Source: New York Times survey of toaster brand preferences omen women readers. 


eeeeeveeeerereaeeeeereeaeeeereeeeeneeeeeee 
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As illustrated; it’s the perfection of detail 
that makes the perfect form. The same 
applies to key blanks and duplicating 
machines. KEIL key blanks and dupli- 
cating machines are manufactured by 


the artists of the business. 


KEIL is the only manufacturer in the 
entire world producing a full line of 
automatic — semi-automatic 
and hand operated key du- 


plicating machines. 


f 
y. 


JE g 10 ¥2 AC 


- e~ WILL CUT CYLINDER KEYS, FLAT KEYS AND PRACTICALLY ALL SOLID 
ff ( |S y ~ AND DRILLED BIT KEYS. 
(lu: = FE; = Ask your jobber for your copy of the latest KEIL catalog of 
Wyn Woy duplicating machines, locks, latches and the KEIL complete line 
ttt (re us 
\ ~— J) of key blanks. 


C. 
KE Yaupi/caTine 
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De Luxe Triple-Action 
Hoover, Model 61, the 
finest Hoover ever 
Many de luxe 


Cleaning tools, $19.95. 











$94.95. 


\ 


a | 


Triple-Action Hoover, 
Model 28, with Hoover's 
exclusive cleaning prin- 
ciple—it beats, as it 
sweeps, as it cleans. 
$74.95. Cleaning tools, 
$19.95. 


HARDWARE AGE, MAY 19, 1949 









New Hoover, Jr., Model 
115, newest, lowest-priced, 
lightest Hoover ever built. 
Ideal for small homes... 
handy for all homes. Only 
$59.95. Cleaning tools 


extra. 









Hoover Cylinder Cleaner, 
Model 50. Cleans by pow- 
erful suction. Complete 
withcleaningtools, $79.50 


















Cylinder... Triple Action . . . Choice of models 
Wide price range . . . Best advertising Mostcom- 
plete line... Biggest name 


Hoover dealers have them all. That's why they are 
happier with their Hoover franchise 

Take price. Hoover dealers now offer Hoover, Jr., 
the newest, lowest-priced Hoover. At $59.95 this 
cleaner means more sales because it brings Hoover 
cleaning within the price range of a brand-new group 
of buyers. 

Take the woman who won't have any Cleaner except 
the Triple-Action type. Or the wontan who insists on 
the cylinder. Hoover dealers have both—and both 
are Hoovers, the name women prefer 2 to 1 over any 
other make of cleaner 

Talk about dealer profit. Every sale is made by or 
through a Hoover dealer. And 8 million Hoover 
Cleaners have been made and sold. 

Then there’s Hoover advertising. It’s consistent, 
year after year. There's plenty of it—Hoover is the 
best-advertised cleaner in America. It's effective, con- 
tinually building up Hoover preference with the best 
prospects in every dealer's home town. 

Why shouldn't Hoover dealers be happier with 
their Hoover franchise! 


THE HOOVER COMPANY 


North Canton, Ohio * Hamilton, Ontario, Canada © Perivale, England 


91 








at the new low retail price 


sD 00 YZ 


FOR THE 
Including Rod, Reel, 

















As a low-priced companion to 
the Hurd Super Caster, this 
new unit of exclusive Hurd 
design offers you new and 
bigger profit possibilities. Now 
being advertised in Saturday 
Evening Post, Collier's, Holi- 
day, Field & Stream, Outdoor 
Life, Sports Afield. Be sure to 
have these popular casters 
on hand for the Spring and 
Summer trade. Now available 


jobber. 


ie poset tt eae 











through your local 


featuring Thumb-button Con- 
trol for fishermen who want 


*45 
only the finest............ 


Price includes rod,reel, carrying case, Fed. tax 


Pat. 1145625. 


Other Pats. Pending. Right to make specification changes is reserved without obligation 


HURD LOCK & MANUFACTURING COMPANY 
i SPORTING GOODS DIVISION 


New Center Building Detroit 2, Michigan 
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Carrying Case and Federal Tax 


HURD Sieuce Liddle 
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P | Shooters Prefer 
Hercules ‘Red Dot’ Smokeless Powder 


we for lighter recoil 


Trap and skeet champions like the light recoil of 
Hercules “Red Dot" Loads. They specify “Red Dot" 
because they demand light recoil and precision 
patterns under all weather conditions. 
When you buy, look for the words 
“Red Dot’ on the package. 


938 Market Street, Wilmington 99, Delaware 


xS9-4 


Popular 1-F hook assort- 
ment contains 100 as- 
sorted Kirby, Cincinnati 
Bass and Carlisle hooks, _ 
sizes 2/0 to 8. Retails at 
60c. Order today. 


Stock these sharp, tough, American-Made Hooks in the 
many styles, sizes and finishes available and be ready for 
every hook demand. The line is complete, turnover fast, 


profit high. Millions of hooks carried in stock for prompt 


shipment. 


N WRITE TODAY FOR “Pree CATALOGS J 


Bil De Wit DIV. 





211 CLARK ST. AUBURN, N.Y. 
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INSTALL JET PUMPS = 
THE EASY AND 
SAFE WAY! 






















This handy tool will assist you in making double 
pipe, jet pump installations the safe and easy 
eliminates make-shifts pipe 
vises, iron and wood clamps, chain, rope and 
other hazardous substitutes. It will pay for itself 
by improving workmanship and 


way. It such as 


by saving time, 
by preventing injury to workmen and materials. 


AND GUARANTEE COMPLETE 
Prcinadnwnnet wince 


Attach these clamps to the drop pipes 
in the well to equalize the weight and 
strain on the pipe joints and the ejector 
body—to prevent twisting and rattling 
of pipes and to make a more rigid, quiet 
and long lived installation. 


Write or wire today for prices, literature 


and complete details. 







MYERS 


Time now to replenish stocks 
and go after the Hay Tool 
business in your community. 


time to ackl 

Refer to the Myers Hay Tool 
Catalog, and place your order 
for immediate delivery. Then 
show them in your advertising 
and display them in your win- 
dow and store. Tell your cus- 


)) tomers you are ready to serve 
their needs. 


The F. E. MYERS & BRO. COMPANY, Dept. P-53, Ashland, Ohio 


~ 


re 
KE OFF your HAT TO A 
" Pas 
ey 


MYERS 


TOOLS 
pues ~ Sprayers - wat 
















waren SYSTEMS 


HARDWARE AGE, 


MAY 19, 


1949 











4-CYCLE! 
AIR-COOLED! 


ALTERNATE 
FIRING! 






AUSON 


* 
es 
J 
<~ TWIN SPORT KING 
@ Like the motor in your car, the Lauson Sport 
King uses pure gas for combustion, pure oil for 
lubrication — and gives you top performance from 
both! That means faster starting, extra economy, 
an outboard that runs stronger longer! See the 
ew, better-than-ever Lauson Twin Sport King and 
its companion model, the Lauson Single Sport 


King, today! 
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NICHOLSON quality makes customers 
for life—with Twelve perfect files in 
every dozen... GUARANTEED. 


NICHOLSON—the most heavily 


and consistently advertised 








line of files in the world. 









SALES -MAKING 


FTE FOVCT SD vecvsiea rc 


25 Acorn Street, Providence 1, R. |. 
(In Canada, Port Hope, Ont.) 


NICHOLSON —a line of files 


on which you can make your 


full profit. 








NICHOLSON —A file for every purpose 


- +. enabling you fo fill every 


farm, home and industrial need. 
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You Never Can Sell Anything 
You Don't Have or Can't Get 


ITHOUT discounting 

one iota the vital impor- 

tance of always watch- 
ing inventory and striving con- 
stantly to maintain the proper dol- 
lar ratio between inventory invest- 
ment and sales at a profit, | repeat, 
“You never can sell anything you 
don’t have or can’t get.” And this 
is particularly true on strictly sea- 
sonal lines. 

En route to Chicago, last week, 
I had the pleasure of visiting with 
six important executives of four 
non-competing hardware manufac- 
turers. Two were producers of 
highly seasonal lines. 

These six men, with long and 
successful records in their respec- 
tive fields, were very much inter- 
ested in an advance look I gave 
them of the editorial comments. 
which have now been published in 
the May 5th, 1949, issue of Harp- 
WARE AGE on pages 111 and 112, 
dealing with the broad subject of 
“How’s the business picture for 
1949,” with several comments on 
current inventory curtailment pro- 
grams among many wholesalers. 

While it might be argued, and 
quite fairly, that all manufacturers 
instinctively oppose any reduced 
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buying by wholesalers, the two 
producers of definitely seasonal 
goods—both big volume and rea- 
sonably profitable lines — were 
really exercised about the situa- 
tion. They were emphatic in stat- 
ing that they, and as far as they 
know their competitors also, will 
taper off their production sched- 
ules consistent with sound commit- 
ments from their distributors. They 
were both confident that such a 
program would develop a shortage 
situation with varying degrees of 
acuteness—but they agreed that 
they were not going to “hold the 
bag” and perform what they con- 
sidered an essential wholesale func- 
tion and obligation by building up 
their own inventories at the fac- 
tory level. 

While I recognize that these 
comments are not entirely impar- 
tial, I also sense a very growing 
belligerent reaction among pro- 
ducers who are outspoken in de- 
claring that many wholesalers are 
“passing the buck” and showing 
some disposition to avoid carrying 
their share of the load, in the cur- 
rent situation. 

Without a doubt, wholesalers 
can, and probably will, offer some 
rebuttal on this subject based on 


what they know and see from 
where they sit. But it does seem to 
me that sending out a string of 
form letters canceling all orders in- 
discriminately is not in keeping 
with the relationship that has long 
existed between wholesalers and 
manufacturers in the hardware in- 
dustry. Some explanation could, 
and should, be included if such a 
program is indicated as necessary. 

Several wholesalers, with whom 
I have discussed this problem, con- 
cede that” blanket cancellations 
leave much to be desired as a 
means of controlling inventory in- 
vestment, yet they seemed deter- 
mined to maintain their present 
favorable cash positions and most 
of them were adamant in stating 
that they were not again going to 
any banks for any long time loans. 
There is something to be said in 
favor of this attitude yet, at the 
same time. banks live only by loan- 
ing money and our entire economic 
structure has grown to its present 
great heights on flexible credit 
programs. 

Whichever side of this argument 
you are on, please remember: 

You never can sell anything you 
don’t have or can’t get. 
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Definitions of ‘an Authority” 


N associate of mine provides 
two excellent definitions of 
“an authority.” He says: 


“An authority is a person who 


habitually discusses a given sub- 
ject with those who know even 
less about it than he does.” 
“An authority is one whose 
ignorance is organized.” 


to 


It seems to me that he really 
“has something” in these two sim- 
ple definitions and [ am sure that 
many readers know just such “an 
authority.” 


“When Scared You Work—When Scared You Think’ 


T a recent service club lunch- 
eon meeting the speaker used 
the quoted comment above as his 
title and text. At first blush, I was 
inclined to protest (mentally) 
against what seemed an untimely 
negative approach in addressing 
the customary representative cross 
section of business and_profes- 
sional men in attendance. 


However. as the subject de- 
veloped, the speaker offered the 
following thoughts: 

1. To start with there is no 
present need for being scared 
as fundamental economic pro- 
cedure is undergoing a needed 
and desirable adjustment not 
heading for collapse. 

2. If you are scared and 


thereby start to work and start 
to think, the problems inspiring 
the scare will be solved because 
conditions and progress are al- 
ways relatively good for those 
who work and think. 

These are not precise quotations 
but they do sum up the gist of this 
speaker’s arguments and I think 
they make good sense. 


Head Waiters, Dining Car Waiters, Hotel Clerks and 


Railroad Reservation Clerks Good Business Barometers 


O the above group might well 

be added all retail clerks, taxi 
drivers and practically all who 
directly serve the public. What I 
have in mind is that when such 
folks, almost all of them, start to 
be anxiously interested in your 
wants and needs you can be sure 


that business is a little off in their 
chosen fields. 

While I am not charging this 
entire group, blanket fashion, with 
failing to provide courteous ser- 
vice, cheerfully at all times, | am 
quite conscious that altogether too 
many people who contact the pub- 


oc 8 © 


lic are still showing impatience, in- 
difference and not infrequently 
downright discourtesy as though 
taking your money (at a profit to 
them) was a favor to you. 

As long as such conditions con- 
tinue sufliciently to be noticeable 
I cannot get too discouraged. 


Government in Business 


ft comes as no surprise to learn 
from one of the Hoover Com- 
mission reports that the govern- 
ment is in business in a big way; 
but some enlightening facts have 
turned up. 

The report discusses some 100 
business enterprises which the gov- 
ernment owns or in which it is 
financially interested. The total 
investment of the super-holding 
company in Washington in these 
enterprises is over $20 billions 
already, with commitments for 
further investment of $14 billions 
in the same organizations. In ad- 
dition, the government guarantees 
directly and indirectly about $90 
billions of deposits and mortgages; 
and it has written life insurance 


totalling $40 billions. 
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The Commission points to the 
confusion prevalent in this sprawl- 
ing monster, which lends money, 
guarantees loans and deposits, 
writes life insurance, produces and 
sells electric power and fertilizers, 
operates railways and ships, buys 
and sells farm products, and smelts 
and sells metals. 

Some enterprises are incorpor- 
ated; some are not. Some are in 
executive departments; some are 


independent. Some are self-sup- 
porting; most get appropriations 


from Congress. Some invest in 
government bonds, thus compel- 
ling the government to pay interest 
to its own creatures. Some have 
accumulated excessive surpluses; 
others do not even cover their ad- 
ministrative expenses. 


The Commission was particular- 
ly critical of the accounting sys- 
tems used by the unincorporated 
business enterprises of the govern- 
ment. Many of these, ostensibly 
selling their services or products, 
in effect subsidize their customers 
by securing a price which does not 
cover their costs. 

The Commission stated _ that, 
“Savings to the taxpayers to be 
made in these business agencies 
are very large.” Savings could be 
achieved from _ consolidations, 
quicker liquidations, proper amor- 
tization, incorporation, and_in- 
creased charges for services. 

—Economic INTELLIGENCE, 
A bulletin of the U. S. 
Chamber of Commerce 
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CATALOG No- 
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stores one 

GENERAL RE 


This catalog will also be 


found in Sweets 


bg 


MODELING 


White “a YOUR FREE 


+g Builders’ File 


COPY OF THIS HELPFUL CATALOG 


This year 20,000 active builders and con- 
tractors, doing $50,000 or more worth of 
business, will receive their copies of Lock- 
wood's Catalog of Finishing Hardware 
bound in Sweet's Builders’ File for 1949. 

Lockwood's is the only full-line manu- 
facturer’s catalog in this issue of the Build- 
er’s File . . . a happy sign to Lockwood 
dealers. For now this select group of 
twenty thousand will automatically turn 





ll EE 4 HARDWARE MANUFACTURING CO. 


DIVISION OF INDEPENDENT LOCK COMPANY ° FITCHBURG, MASS. 
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to Lockwood's listing when it comes time 
for them to select all the matching builders’ 
hardware they need. 

Copies of this new Lockwood catalog 
are free to all Lockwood dealers. It's a 
streamlined, easy-to-read cataloguing of 
the builders’ hardware that contractors 
need for all door openings in residences, 
commercial buildings, hospitals, hotels and 
apartments. SEND FOR YOURS TODAY! 


L-s 
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Nearly one acre of space in which customers can see—and handie—the merchandise. 


Hardware Mart's Store 


— MART, North Long Beach, Cal., has many acre of “super-market” style mer- 


D 


a “super market” type hardware outstanding features: chandising space. 


store, 


5075 Lone Beach Blvd. It offers customers nearly one Every item in it is tagged and 
: ’ 5 5 DD 
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The store front—a two-sided showcase—is a real traffic stopper. 
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priced. Either the item, or the 
gondola-type fixture on which 
items are displayed carries a price 
tag—-where customers and _ sales 
crew can see it. No longer does 
the sales staff have to take up time 
looking for prices. 


Coffee and Candy 


Hardware Mart has two dis- 
tinctly unique features: There’s a 
full-fledged coffee shop in one cor- 
ner, and customers can buy a bar 
of candy at the checkout stand. 

But Mrs. Nancy Jane Dooley 
and her son, and partner, Charles 
R. Dooley, consider this the most 
important feature: A bonus or 
profit-sharing plan gives the store’s 
24 employees a personal interest 
in the new store. Thus it pays 
each employee to pull for maxi- 
mum sales volume in the new 
hardware market, one of the larg- 





If lighting fixtures are wanted, this is the place in which to 
get them. The firm maintains a $15,000 inventory in this line. 


Has Many Unique Features 


est retail hardware outlets in the 
Southwest. 

Hardware Mart employees have 
as much at stake in the success of 
the business as the owners. 

Here are some other ideas used 
by Hardware Mart, which is set up 
to do $100,000 monthly business 

more than $1 million a year: 


Open Display 


Even stove bolts and wood 
screws are kept in open displays 
on top of a gondola-fixture, in- 
stead of in boxes. Replacement 
stock is stored on shelves below. 

Hardware Mart, formerly 
“Dooley’s Hardware” which has 
been in operation in the same area 
for 27 years, has its own adver- 
tising department. Here the firm is 
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Hardware Mart Highlights: 


Nearly one acre of super market-style merchandising space. 
One-half block of parking space next to the store. 
Operates a profit-sharing plan for employees. 
Maintains a coffee shop and sells candy. 

Has its own advertising department. 

Every item is price tagged. 

Features open display throughout store. 

Only one she'f area gets major attention—paint department. 
Carries a $15,000 inventory in lighting fixtures. 

Store is kept illuminated, inside and outside, all night. 
Operates a television set in window until midnight. 
Store is set up to do a $1,000,000 a year business. 
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Mrs. Nancy Jane Dooley, co-owner with her son, Charles, checks out 
a customer. Note sign advertising coffee in store coffee shop. 


experimenting with different type 
ads and will use the ones which 
prove to be the best business 
pullers. The advertising depart- 
ment also produces the firm’s show 
cards and price tags and signs. 
Hardware Mart has an immense 
display of lighting fixtures. These 


are displayed on specially-built low 
“ceilings” so that customers can 
see and pick out their fixtures. An 
average of $15,000 inventory in 
fixtures includes both imported 
and domestic models. 

The firm expects to do twice as 
much business with the same num- 


° 


- * 





ber of employees as was done in its 
old service-type store. For many of 
the customers select their own 
merchandise and bring it to the 
centrally-located checkout stand. 

Hardware Mart has one-half 
block of parking space for its cus- 
tomers next to the store. 

“Since most of our merchan- 
dise is displayed out in the open—- 
right on the floor—it makes it 
easier for the customers to find 
it,” says Charles Dooley, who is 
the store’s general manager, “it 
also makes it easier for our em- 
ployees to find it!” 


Encouraging Neatness 


Full length mirrors in the rest 
rooms, and one near the time-clock 
encourage employees to see that 
their green uniforms are neat and 
spic and span before they go on 
the floor. 

The major appliance section has 
a feature spot 50 by 70 ft. in the 
corner of the store which has win- 
dows on both sides. All major ap- 
pliances are stocked and displayed 
right on the floor. This, accord- 
ing to Don Winge, the store’s pur- 
chasing manager, simplifies inven- 
tory. It also eliminates extra han- 
dling time and expense. Once an 


Tools are featured in the open. Below them is a luggage display with wallpaper in the background. 
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appliance is delivered to the store 
—on the floor it goes! The next 
time it is moved is when it is de- 
livered to a customer. 

Just one shelf area gets major 
play in the store. That is for a 
paint display. Even here, most of 
the store’s paint stock is displayed 
on gondolas out where customers 
can help themselves. Much of the 
store’s gallon-sized paints is shown 
in mass displays right upon the 
floor! 


Television 


Hardware Mart makes double 
use of its television department. 
One, of course, is for display 
which aims at making sales. 
There’s another use: Each night 
until midnight one television set is 
left going, in the front window. 
The speaker is attached outside the 
store, overhead. Thus, television 
is used to attract passing foot and 
auto traffic to the new store. 

Warehouse and stockrooms, con- 
verted from the old store, adjoin 
the new “mart.” There are three 
entrances from the new store to 
warehouses. Stock in warehouses 
is arranged nearest its like num- 
ber in the store and merchandise 
is wheeled from nearest entrance. 
This takes the merchandise. the 
shortest and most direct way from 
warehouse to showroom. 


How does the profit-sharing 
plan work? What are the main 
structural features of the new 
store? Why the coffee shop and 
candy? 


Share Equally 


Each employee shares in the 
profit plan equally with other 
salaried employees after the first 
30 days with the firm. The plan is 
based on one per cent of net 
profits, and is divided equally 
among employees on payday near- 
est the 15th of the month. 

Bonus is paid on top of, and in 
addition to, salaries which are 
equal or better than those paid in 
the industry in that area. 

The bonus has been in effect 
for five years. What effect does it 
have on employees? In answer to 
this question, Charles Dooley said: 
“It is working out well for the 
firm, and for the employees. 
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Mass displays of larger sized paint containers are featured in the 
paint department. Here is one of the few shelf areas in the store. 


“Naturally, the fewer employees 
that can operate our business 
efficiently, the more bonus there 
is to divide. So employees them- 
selves see to it that we don’t have 
fellows who ‘drag their feet.” When 
we first hire a person, employees 
themselves give us an idea whether 
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the newcomer will make a worthy 
addition to the staff. 

“On this sound basis, we weed 
out undesirable fellows right at 
the start.” 

Employees themselves, ques- 
tioned at random, seemed pleased 
with the incentive pay setup. 





Plumbing fixtures are where the customers can get at them. The 
step-up display with glass dividers makes it easy for patrons. 
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The new portion of Hardware 
Mart is 140 by 140 ft. in size. 
This is all devoted to sales space. 
The old store which adjoins the 
new was converted to a “garden 
shop.” This will house garden 
supplies, plants and lawn equip- 
ment. 

Wall structure is of concrete 
block. The ceiling is the high 
“Lamella” type. This enhances the 
store’s spaciousness, and adds an 
airy atmosphere. The “Lamella” 
roof provides trilateral lighting. 
It reduces the need for artificial 
lighting to a minimum. The roof 
structure also will make the store 
cooler in summer months. A pleas- 
ant yellow color of the roof en- 
hances the airy, open feeling of 
the store. 


Flexible Arrangement 

The inside arrangement is flexi- 
ble. If experience shows that some 
merchandise displays will bring 
better results in another section 
of the store, it will be easy to 
change department locations at 
any time. 

Front and one side of the store 
is angled plate glass framed in 
flagstone. Windows 12 ft. high 
and 150 linear ft. across the front 
and the corner-side make possible 
enormous eye-appealing displays. 
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These windows help attract both 


foot and auto traffic. 


On One Floor 

The entire display space is on 
the main floor level. Only in the 
rear of the store is there a small 
mezzanine. This houses advertis- 
ing and executive offices. Beneath 
this, on the main floor, is the book- 
keeping office and the purchasing 
department. 


. 

Reasons for Coffee Shop 

There are three reasons why the 
Dooleys included a coffee shop 
within their store scheme. 1. The 
store is located on the edge of 
town in a busy suburban type 
area. And there aren’t many con- 
venient food places in the area. 
2. It is a convenience to the store’s 
customers and employees. 3. It is 
out-of-the-ordinary and will give 
the store a considerable amount of 
publicity value. 

The Dooleys feel it will be an 
asset to their large-volume store. 
The coffee shop is leased and 
operated by an efficient husband- 
wife team. 

As to candy, Charles Dooley 
says. “In our old store the candy 
machine was always empty. Why 
not carry a small supply near the 


ws 


The builders’ 
hardware section 
is both open and 
attractive. Easy 
chairs are. pro- 
vided for custom- 
ers who may be 
making selections. 


cash register just as the super 
markets do? It’s an extra profit 
builder.” 

The firm cashes in on the archi- 
tectural beauty of its store by 
leaving the lights on inside the 
store and in signs all night. This 
is good advertising for Long Beach 
Boulevard is the busiest traffic 
artery in the area. 

In addition to store sales, the 
firm does a large volume of tele- 
phone business. Five lines bring 
calls into the store, and are given 
prompt attention. In addition, out- 
side salesmen also contact house- 
holders, housebuilders and con- 
tractors for business throughout 
the section. 


On Duty Every Day 


While she leaves active manage- 
ment to her son and partner, Mrs. 
Dooley is on duty at the new store 
every day. And she keeps busy, 
too. Is there some place which 
needs touching up? She'll slip on 
a uniform and will paint the area. 
Mrs. Dooley, whose husband 
founded the business, also relieves 
members of the staff during lunch 
and rest periods. 

Other “partners” in the store 
through the profit-sharing plan in 
clude a staff of 20 men and four 
women. 
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Alfred Moline and Mrs. Moline in front of their giftwares department. 


8,000 of the City's 90,000 
Inhabitants Attend Opening 


F.. a number of years 


Alfred Moline operated two prof- 
itable hardware stores at 3901 
and 5614 Broadway. Chicago, Ill. 
Because he and Mrs. Moline pre- 
ferred living in a smaller city 

her childhood home——he sold his 
Chicago interests and built a new 
store at 1414 N. Main St.. Rock- 
ford, Ill. in a rapidly growing 
northside district. Moline Hard- 
ware. as the store is known. is on 
a highway leading from Wiscon- 
sin and northern Illinois into 
Rockford. It attracts heavy traf- 
fic. including varied types of 


The low-backed display windows, 
angle front and canopy combine to 
give an attractive appearance to 
the new store of Moline Hardware. 
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W hen the Moline Hardware opened its new Rockford, 
Ili., store a large percentage of the population was on 
hand and was pleased with what it saw 
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trade—city homeowners, farmers 
and suburban residents. 

The fresh and attractive mod- 
ern appearance of the store pulls 
traffic, but the Molines did not 
take that for granted. For two 
weeks, prior to the store’s opening, 
newspaper ads heralded the fact 
in order to acquaint Rockford res- 
idents and those for miles around 
with the location and character 
of the new establishment. And 
those advertisements helped at 
tract more than 8000 of the city’s 
90,000 inhabitants to the store on 
its opening day, Feb. 3, 1949. 


Distinguishing Features 


A number of things distinguish 
this new hardware store. Its angle 
front enables pedestrians and 
those riding by to see window 
displays with a minimum of re- 
flection. Its streamlined canopy 
provides an attractive front and 
gives shelter to sidewalk traffic in 
bad weather. The store occupies 
practically all of a 33 by 100-ft. 
lot, which cost Mr. Moline $8,500. 
The building, masonry, glass and 
steel construction cost $30,000, 
and the fixtures and_ lighting 
$7,000. 

Fixtures were mostly made to 
order in Rockford, according to 
Mr. Moline’s specifications. The 
store layout has a number of aver- 
age height, center aisle tables, with 
two low-level display platforms at 
the rear. One of the low-level 
platforms at the time of the store 
opening contained a display of 
bicycles and tricycles on an imi- 
tation green grass base. Another 
platform display of the same size 
across the aisle showed galvanized 
ware. fiber and rubber floor mats 
and other articles. 

An interesting display unit up 
near the front of the store was de- 
signed by Mr. Moline, who be- 


lieves it will solve a vexing dis- 


Top—One of the two display units 
having eight storage drawers on 
each side of the base. 


Center—Small appliances are near 
the tool section above which is a 
display of fireplace fixtures. 


Bottom—Bicycle display on artifi- 
cial grass in steel goods corner. 
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play problem for him. This unit 
measures 5 by 10 ft. and has 
three step-ups for merchandise 
display. In addition, the case has 
eight easy-pull-out drawers at the 
bottom, a few inches from floor 
level. These drawers are about 
21%% ft. long and 13 in. high. 
There are eight drawers on each 
side, a total of 16 in the entire 
case. 

“The purpose of these drawers 
is to hold reserve stock, and also 
to enclose an area which usually 
accumulates nothing but dust and 
which is very hard to clean,” says 
Mr. Moline. “The bottom of the 
case now has a distinctive appear- 
ance, the space is properly util- 
ized and our cleaning problem is 
minimized.” 

There are two of these cases in 
the store. If they work out as 
well as expected he may install 
more of them at a later date. 


Attractive Fixtures 


The fixtures are all made of 
plywood, with the sidewalls hav- 
ing a light oak facing. Fir panel- 
ing and knotty pine are also used 
for a few of the departments, espe- 
cially farm tools. The floor is of 
brown asphalt tile, a color which 
harmonizes very well with the-fix- 
tures throughout the store. Fluo- 
rescent lights throughout are 
ample and give the entire area a 
daylight atmosphere at all times. 

Mr. Moline says that the most 
important difference between the 
stock which he carries in his new 
store and that at his former Chi- 
cago stores, is that at Rockford 
more emphasis is placed on farm 
lines, as well as gardener supplies. 
Considerable space at the rear of 
the store is given to a showing of 
steel goods and other farm and 
garden items. Sporting goods are 
also placed near the farm lines. 

(Continued on page 149) 


Top—Tool displays are attractive 
and all are plainly price marked. 


Center—Builders' and cabinet hard- 
ware are neatly displayed in this 
section of the establishment. 


Bottom—Galvanized ware and other 
bulky items are upon a platform 
where they always catch the eye. 
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Tax the Untaxed First! 


by SETH MARSHALL 
Chairman, 
Marshall-Wells Co., 
Duluth, Minn. 


= business with- 


out paying taxes on earnings is 
beginning to assume the propor- 
tions of a full-fledged racket. Half 
a dozen different kinds of legally 
tax-exempt organizations are en- 
gaged in commercial and indus- 
trial activities in direct competi- 
tion with taxpaying companies. 
Modern methods of income-tax 
dodging are openly discussed and 
advocated in highly respectable 
journals. And the Federal Trea- 
sury is losing at least $1 billion 
of tax revenue a year through 
loopholes in the statutes and in its 
own over-generous rulings. 
Obviously, something has got 
to be done about it—and soon— 
unless the business methods that 
have made this the greatest nation 
in the world are to be destroyed, 
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The cooperatives 
today have become 
“big business." They 
market and process 
farm products of all 
kinds, manufacture a 
variety of articles 
and operate an ever- 
growing number of 
commercial activi- 
ties. 
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PROFITS 2 


and we are to move, willy nilly, 
into a system where Government 
will control all business through 
complete regimentation and sub- 
sidy. In other words, Socialism of 
some form or other. 

Look where we stand today: 


The Co-ops Today 


Cooperatives, which claim to 
do business without profit, though 
actually they make money in ex- 
actly the same ways as their com- 
petitors, did a volume of more 
than $17 billion last year and are 
well on their way to $25 billions 
a year. Their huge, rapid growth 
has been almost entirely the re- 
sult of income tax exemption. 

Government-owned _ businesses, 
like the Tennessee Valley Author- 
ity, are using tax freedom and 
non-interest-paying public loans to 
spread their competitive commer- 
cial and industrial ventures far be- 
yond the legal limits originally 
established by Congress. 
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Co-ops that were first organized as local groups of farmers in 


order to get better prices for their apples, grain or livestock 


aren't the co-ops of today which are now "big business’, says 


Mr. Marshall. Their volume may reach $25 billion this year 


Charitable foundations are 
being employed, in the words of a 
very recent report by a U. S. Sen- 
alte subcommittee, “as a means of 
tax avoidance and unfair competi- 
tion with orthodox manufac- 
turers.” And. to quote again from 
the same report: “It is understood 
that there are many thousands of 
such trusts operating throughout 
the country and yet even the Trea- 
sury Department does not know 
the number or identity of all the 
trusts and is ignorant of their 
financial maneuverings.” In other 
words, how much money they 
make, by their competitive indus- 
trial and commercial operations, is 
unknown. It is only known that 
they pay no income taxes. 
Educational institutions are buy- 
ing up prosperous factories and 
immediately taking them off the 
tax rolls. Many of them are also 

















buying the land and buildings of 
commercial concerns and immedi- 
ately leasing the properties back 
to the original owners —a sale and 
lease-back switch that takes the 
property off the tax rolls. permits 
the college to pay for it out of tax- 
free rentals (leaving little or noth- 
ing for educational or charitable 
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purposes until the debt is paid). 
and gives the former owner a sub- 
stantial saving over his former 
costs. Recently, an article in the 
Saturday Evening Post glorified a 
real-estate broker who had put 
through $40 million of such deals. 
and was looking for investments of 
the same kind for $100 million 
more. This is the most modern 
method of avoidance. 
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Labor unions. being already ex- 
empt from income tax on earnings 
from rents. etc.. are now going in- 
to the retail business on a coopera- 
live. non-taxpaying basis. selling 
groceries. hardware. auto supplies. 
work clothes. etc. Walter Reuther. 
president of CIO’s United Auto- 
mobile Workers. recently — ex- 





pressed the hope that 50 per cent 
of ali retail business would be 
done by cooperatives before many 
years. 

You will note that these new 
and fast-growing competitors of 
privately owned business have one 
thing in common: They pay little 
or no income tax on their earn- 
ings. The problem created by their 
growth is at least three pronged: 


























1. Taxpaying businesses —-espe- 
cially smaller enterprises — are 
slowly but surely being strangled 
by this unfair competitive situa- 
tion. 

2. Treasury revenues are being 
seriously depleted as the tax-ex 
empts buy out the taxpayers. o1 
force them to the wall. 

3. Totalitarianism will inevi- 
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tably result if the established 
American system of free enter- 
prise is supplanted by the new sys- 
tem of tax-free enterprise. 

Competitively, taxpaying  busi- 
ness is more conscious of the co- 
ops than of any of the other tax- 
exempts. There are two reasons 
for that: (1) the co-ops have in- 
vaded almost every kind of busi- 
ness that you can think of; (2) 
they are fighting like a bunch of 
wildcats to retain the advantages, 
tax and otherwise, that they have 
lobbied into the law books dur- 
ing the past three decades and 
more. 

The beginning of co-op income 
tax freedom dates back to 1916, 
when Congress. decided that 
“farmers, fruit growers’ and like 
associations, organized and oper- 
ated on a cooperative basis and 
acting as a selling agent for mem- 
bers” should not have to pay what 
was then the new income tax of 
2 per cent. 

The co-ops that came under the 
provisions of that law were, for 
the most part, local groups of 
farmers who were selling their 
apples or grain or livestock or 
oranges together. so that they 
could get a little better price than 
each farmer could get alone. 

But that isn’t co-operation to- 
day. Cooperative has become 


“Big Business.” Besides market- 
ing and processing farm products 
of all kinds, co-ops now sell hard- 
ware and cigarettes and vitamin 
pills; they manufacture tractors 
and electric appliances and corn- 
flakes; they have a full line of 
lipstick, face creams and face 
powders; they drill oil wells, re- 
fine petroleum products and ship 
gasoline all over the world; they 
operate banks, insurance com- 
panies and newspapers, hospitals, 
radio stations and tourist camps, 
saw mills, coal mines and funeral 
parlors. 


Astronomical Sales 


Today, there are plenty of co- 
op organizations whose annual 
sales run into the hundreds of 
millions; many co-op wholesalers 
whose untaxed profits rival those 
of big blue-chip companies; and 
a growing number of manufactur- 
ing co-ops whose plans include the 
gradual absorption of taxpaying 
competitors at prices that will 
make everybody but Uncle Sam 
happy. 

In their growth to size and 
power. the co-ops have been 
helped along by the very thing 
that has kept their competition 
down—high income taxes. So long 
as the rate was low, they just 





Spring Cleaning Window Display Got ‘Em 





The Summit Hardware, Hertel Ave., Buffalo, N. Y., launched its spring 
promotion on Clean-Up, Paint-Up, Fix-Up items with this window display 
which proved to be a good traffic stopper. Featured were a wide variety 
of items needed for spring cleaning and remodeling. “Better get busy," read 

card copy. “We have all the supplies you need." 
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plodded along. Their heyday ar- 
rived with the 90 per cent rate of 
World War II. Then, while tax- 
paying businesses forked over 
most of their earnings to the Trea- 
sury, the co-ops kept their profits 
as free capital, and they grew and 
they grew and they grew. They 
are still growing, for the differen- 
tial is still 38 per cent. 

In 1946, cooperatives of all 
kinds did about $13 billion in 
business volume. In 1947, they 
did about $15 billion. Last year, 
they did more than $17 billion, 
and at their present rate of tax- 
free growth they will be doing $25 
billion a year in less than five 
years. 

How much of that volume rep- 
resents hardware items I cannot 
say. Official lists of supplies han- 
dled by co-op wholesales lump to- 
gether items that are only distantly 
related, while the Government’s 
record of co-op dollar volume is 
taken only at the retail level and 
entirely omits the business done at 
the wholesale and manufacturing 
levels. Since no one pays income 
tax anyway, the Farm Credit sta- 
listicians argue. why bother to fig- 
ure volume as it must be figured, 
for tax purposes, in other kinds 
of business? 

I do know that wherever I find 
any classification of the items gen- 
erally carried in hardware stores, 
the volume is growing steadily 
from year to year, and the totals 
are getting more and more impres- 
sive——and frightening! 

That means, of course, that the 
competition is getting stiffer, and 
that the taxpaper is up against a 
tougher problem to make ends 
meet. 


Here's What Happens 


What happens. in case you're 
not altogether familiar with the 
situation, is just this: At the be- 
ginning, the co-op does business 
about like anybody else—carries 
the same stock; often deals with 
the same manufacturer (unless 
some rugged individualist like 
Charles Briggs of the Marathon 
Line refuses to sell to a_ tax- 
dodger!) : sets the same mark-up; 
charges the same prices; goes after 
the same customers; shows the 


(Continued on page 142) 
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Mr. Meyer 
in front of some 
of the appliances 
on the main floor. 


Well Planned Program Sells 
250 Major Appliances a Year 


Extensive display, meeting competition, service 
and advertising build business in this line for 
Meyer Hardware. Outside displays a feature 


A WELL-PLANNED 


major appliance merchandising 
program is paying excellent divi- 
dends to Herman C. Meyer, own- 
er of Meyer Hardware, Petoskey, 
Mich. This dealer sells more than 
250 major appliance units yearly, 
as well as numerous small appli- 
ances. He has always recognized 
the fact that appliances carry a 
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good profit margin and has keyed 
his merchandising program to get 
a worth while turnover on such 
items. That he gets it is borne out 
by the foregoing figures. 


The First Point 


The first important point in this 
dealer’s merchandising program is 


extensive display. During the past 


vear a basement display room for 
appliances was completed. This has 
enabled Mr. Meyer, and his son, 
Herman C. Meyer, Jr., in charge 
of appliance sales, to show many 
more items. However, in addition, 
Mr. Meyer also shows appliances 
in three other sections of his store 
on the main floor. Appliances are 
kept before the public at all times, 
and many prospects are garnered 
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View of the major appliance department in the basement. 


from the daily store traflic because 
of this fact. 

Some appliances also get outside 
display every day of the year when 
weather permits. These, usually 
washing machines. are lined up 
outside the store. where their 
gleaming whiteness and modern 
lines catch the attention of many 
housewives and bring them in to 
inquire about details. 

“We have tested outside display 
for many years,” says Mr. Meyer. 
“and we have found it an excellent 
means of getting extra sales. In 
the matter of washing machines. 
just think of the great number of 
people who see these machines 
when so displayed as compared to 
the number that see them in the 
store. Pedestrian and_ vehicle 
traflic alike see outside displayed 
merchandise and many are stimu- 
lated to buy.” 


Meet Competition 


\nother important part of this 
firm's merchandising program on 
appliances is meeting competition 
of the chain stores. especially on 
interest charges. Farmers who are 
interested in appliances always 
ask. “What are your carrying 
charges on the unpaid balance?” 
To which the well-trained Meyer 
employee always answers “The 
same as or (cer- 
tain national — organizations).” 
This often convinces the customer, 
and he buys from the independent 
dealer. 

Service is another feature of 
the Meyer merchandising program 
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which helps to build more sales 
and win more satisfied customers. 
Patrons who purchase appliances 
at Meyer’s can always be assured 
of prompt service on such appli- 
ances. This is a vital factor in de- 
termining the buying place for 
many local and farm residents. 


Advertising 


Newspaper and radio advertis- 
ing and some direct mail are also 
important factors in this firm’s 
appliance program. Such adver- 
tising enables Mr. Meyer to reach 
local and farm residents as well 
as many of the vacationists who 
have cottages on nearby lakes and 
who spend from three to five 
months in the Petoskey area each 


year. These vacationists are also 
excellent appliance prospects. 

The Meyer firm also sells and 
services farm machinery. which 
helps make many contacts with 
farmers. These contacts aid in 
making more appliance sales to 
customers whose credit rating has 
already been established at the 
Meyer store. 

Mr. Meyer finances the appli- 
ance sales at the store himself, be- 
cause he likes to have the cus- 
tomers coming into the store regu- 
larly to make their payments. If 
any readjustments are to be made 
by the firm, he can make them 
himself. 


Keep Good Will 


“We are better collectors than a 
bank,” he says, “and also we can 
do our collecting so that we con- 
tinue to keep the good will and 
business of all customers.” 

In more than 20 years of selling 
hardware and appliances, Mr. 
Meyer says that his firm has never 
gone into court on a repossession 
case. He has always worked out 
such matters with customers to 
their satisfaction and with no loss 
to the store. Such a policy, he 
says has built much good will for 
the store and won many loyal, 
repeat customers over the years. 

Dan Herrington is in charge of 
farm machinery, water pressure 
systems and garden tools, while 
Mrs. Hazel Meyer. Jr., is in charge 
of housewares. 














Model kitchen at the foot of the stairs in the basement. 
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hen You Advertise 
he Wrong Price 


By ALBERT WOODRUFF GRAY 


A SPECIAL sale of 


hardware is advertised in a local 
paper. Trade needs stimulating or 
goods must be cleared from stock. 
Somewhere along the line of the 
advertisement the price is changed. 
The article you planned to sell at 
$5 is advertised for sale at $3. 

The situation seems the same as 
telling a customer across the coun- 
ter that the price of an article is 
$3. Then when he has paid the 
price, taken the goods and left the 
store you realize the figure marked 
as the price of the goods is $5 
instead of $3. Here the sale is 
closed and the only course is a 
resolution to be more careful in 
the future. 


Entirely Different 


But the advertisement of goods 
at a wrong price is entirely dif- 
ferent from the sale of goods in a 
store. When the advertised price 
is wrong you need take no loss 
nor sell the goods at that price un- 
less you wish to do so. 

A large New York retail store 
has a rule that no prices will be 
advertised. “It has happened that 
sometimes the price is printed 
wrong. We had to sell the goods 
at the price in the advertisement. 
We’re tired of that sort of a loss.” 

Again and again merchants have 
this misunderstanding of the law. 
They believe they must sell their 
goods at the price they are adver- 
lised. That is not the law and 
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EDITOR'S NOTE: The cases cited in this article do not directly 


involve hardware distribution, in some instances. They are sum- 


marized because of the basic principles they consider and because 


these same pitfalls must be avoided where contracts are concerned 
in any line of business. 


aside from a possible question of 
customer good will there is no 
more obligation to sell merchan- 
dise at an advertised price where 
there has occurred a mistake in the 
amount, than at any other price 
display in an advertisement. The 
only exception is where the adver- 
lisement is a specific offer, such as 
a “lost and found” reward where 
a specific item is involved. 

The usual advertisement sets 
out that you are selling some item 
at a named price. It neither says 
how many, when or for how long. 
The quantity, quality and other 
features of a sale must be settled 
and certainly before there is an 
offer by which you are bound with 
a customer's acceptance. 

A local paper in Ohio carried 
an advertisement for an all-electric 
sewing machine for $26 as a 
“Thursday only special.” On that 
Thursday a woman offered the ad- 
vertiser the $26 for the machine. 
that was selling elsewhere for 
$175. The advertiser refused to 
sell. She sued for the difference 
between the market price of $175 
and the $26 named as the price in 
the advertisement. 


An Unusual Situation 


The situation was the usual one, 
a mistake had been made in the 
advertising copy by the printer. 
In his decision that the store was 
under no obligation to sell the ma- 
chine as advertised, the judge 
said, “Business advertisements 


published in newspapers and cir 
culars sent out by mail or dis- 
tributed by hand, stating that the 
advertiser has a certain quantity 
or quality of goods which he wants 
to dispose of at certain prices, are 
not offers which become contracts 
as soon as any person to whose 
attention they may come signifies 
his acceptance by notifying the 
other that he will take a certain 
quantity of them. They are merely 
invitations to all persons who may 
read them that the advertiser is 
ready to receive offers for the 
goods at the price stated.” 


Another Incident 


Another incident of this char 
acter occurred when a manufav- 
turer of revolvers became dissatis- 
fied at the price this product was 
sold at retail. A letter was sent to 
the trade that read, in part, “We 
have prepared and are sending 
under this cover by registered 
post a printed document setting 
forth the terms and conditions 
upon which (our) revolvers will 
be supplied to the jobbing trade. 
Hereafter no order will be filled 
except upon the terms set forth in 
the enclosed document; therefore 
please read it carefully for we are 
going to ask your support.” 

A mail order house forwarded 
an order for these revolvers on the 
terms of the letter and its enclos- 
ures. When the manufacturer re- 
fused to sell, the mail order firm 


(Continued on page 147) 
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Parked in front 
of the store, this 
outboard boat on 
a trailer invites 
passers-by to in- 
vestigate and go 
into the store. 
Other boats are 
on display on a 
rack in the en- 
tranceway. 


















Here is the women's basketball squad, sponsored by the company as "Stubbs' Seahorses.” 
It won the city championship this year. Miss Blanch Russell, at the extreme left is 


manager of the team and is also the store's display manager. 
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A small part of the front of the store's fishing tackle and 
marine display. Note prominence of price tags on fishing rods. 


Sports Story Far and Wide 


Wax into the lobby 


of the Savannah Hotel, in Savan- 
nah, Ga., and one of the first 
things you will see is a display 
case featuring fishing tackle, boat 
equipment, etc., sold by the Stubbs 
Hardware Co. of that city. If 
early in the evening, Monday to 
Friday—7:15-7:20 p.m.—you will 
tune in Station WTOC, Savannah, 
you can hear the Stubbs Hardware 
Co. sponsored “Coastal Empire 
Fishing and Sporting News.” 
These and the store’s big and 
interestingly arranged display win- 
dows are among the many reasons 
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Outdoor displays, radio programs, unusual window 
displays and special hotel lobby feature keep 
the name of the firm in the sports limelight 


why people in Savannah and for 
miles around think of Stubbs when 
they want equipment for fishing, 
hunting, boating, baseball and 
other sports activities. The com- 
pany also sponsors basketball and 
softball teams, as a further means 
of getting young and old to ever 
remember the name Stubbs in 
connection with all types of sports 
activity. The store is also equipped 
to repair and service all manner 


of athletic and sports gear for en- 
thusiasts in a wide variety of out- 
door activities. 

If you walk past the Stubbs 
store at 121 W. Congress St., you 
will see an outboard motor, on 
a trailer, parked in front of the 
store. That street has parking 
meters and the firm pays the park- 
ing fees to keep the boat out where 
it may be seen by motorists and 
pedestrians. Boats are on display 
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“ 


STUBBS HARDWARE CO, 


Phone £ 





Visitors in the lobby of the Savannah Hotel see this interesting and varied display of 
outdoor equipment with an invitation to visit the store. It is illuminated day and night. 


in the store’s wide entrance at all 
times, and they are supplemented 
in good weather with displays of 
bicycles, outboard 
Window and hotel displays are 


motors, etc. 


frequently changed in order to 
keep them ever fresh in appear- 
ance. All of these merchandising 
aids are supplemented, at present. 
with a display room, off the lobby 
of the Savannah Hotel. for show- 
ing a variety of outboard motor 
boats, motors and accessories. Dis- 
play advertising and classified ads 


in local newspapers help take the 


Stubbs story to even more diversi- 
fied groups of prospects and cus- 
tomers. 


Radio Programs 

The store features quality ath- 
letic and sports equipment and 
plays up the fact in many ways. 
Mrs. Virginia Pruitt, of the staff, 
writes a rough script for the five- 
night-a-week broadcasts, 7:17 to 
7:20 p.m. and Dwight Bruce of 
Station WTOC elaborates on her 





This display of baseball equipment is both colorful and eye-catching. 
Uniforms, bats, balls and gloves are mounted on the window's sidewall. 
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suggestions. Data as to weather, 
tides. temperature, good catches, 
scores in the case of competitive 
sports are included in these com- 
ments. A wide variety of mer- 
chandise. offered in the athletic 
and sports goods sections, are 
given attention in these programs. 
Freely commented on, too, are the 
repair and servicing facilities for 
outboard motors. fishing equip- 
ment. etc.. offered by Stubbs. 

Boats and outboard motors are 
sold the year ’round at the store 
and so are given constant mention 
and attention in radio programs. 
For 26 years the company has 
handled the same line of outboard 
motors and to this day services 
some of the motors sold in its 
earlier years of selling that line. In 
fact. the company has sold as 
many as 350 outboard motors in 
the course of a year. Radio pro- 
grams often include an invitation 
to visit the store to make arrange- 
ments for a demonstration ride in 
one of the boats offered by the 
company. Emphasis is on the fact 
that there is “a boat in the water 
and ready to take you out.” 

There is a good market for used 
and reconditioned outboard mo- 
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tors and the store buys and sells 
older motors, reconditioning and 
rebuilding them when necessary. 
Motors, as old as 15 years, have 
been accepted as trade-ins, and 
then rebuilt, Such reconditioned 
equipment has been sold, as such, 
for as high as $125. When a re- 
built motor leaves the store it is 
so finely repainted, that it literally 
looks like new. 


Attracts Customers 


People attracted by the Hotel 
Savannah displays visit the store 
and, whenever possible, Otis 
Stubbs, Sr., president of the con- 
cern, or Otis Stubbs, Jr., assistant 
manager of the store, meets them, 
for he says, “I like to meet people 
when they visit the store.” It is 
not unusual for people wishing 
to purchase a fishing license, and 
visiting the store specifically for 
that purpose, to make worth while 
purchases. A woman from North 
Carolina attracted to the store by 
the hotel lobby display, recently 
visited it “just in order to look 
around” and bought a $20 fishing 
rod. Another recent visitor, seek- 
ing a fishing license at $2.50. 
bought on impulse a $75 fly cast- 
ing rod—and so it goes. 

The store’s sporting goods’ de- 
partment, managed by Ed Palmer. 
is a major traffic and_ profit 
builder. Besides selling team 
equipment and items for individ- 





This is a section of the company's department for servicing, checking 
and storing outboard motors. Rack helps keep the motors off the floor. 


ual sportsmen, it sponsors softbail 
and basketball teams. each group 
wearing uniforms identifying the 
firm’s sponsorship. The Stubbs 
1949 basketball team, pictured on 
these pages, is managed by Miss 
Blanche Russell, the firm’s display 
manager. 

The store offers both fresh and 
salt water fishing tackle, baits, etc.. 


with rods from $3.95 up to $75 
and even selling some as high 
priced as $100. In addition to 
selling baseball, softball, basket- 
ball, fishing, tennis and golf goods, 
etc., it offers the services of a gun- 
smith, complete repair service on 
rods and reels, tennis racket re- 
stringing and other aids to the 
sports lover. 


Business Life Insurance Cushions 
Effects of Death of a Partner 


HE Federal Government is urg- 

ing businessmen to investigate 
the protection offered by business 
life insurance policies so that pro- 
prietorships, partnerships, and 
corporations may avoid the fre- 
quently-costly litigation that usual- 
ly follows death of an owner, part- 
ner, or key member of a firm. 

Noting that “many small busi- 
nesses flounder upon the death of 
the sole owner merely because he 
did not provide the business in- 
surance with which to maintain 
it,” the Department of Commerce 
is seeking to acquaint small busi- 
nesses with the facts concerning 
business life insurance policies. 
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Business life insurance is life in- 
surance designed to meet the haz- 
ards of loss by a business from 
death of someone associated with 
it. But it is more than mere life 
insurance, the Department of Com- 
merce points out. Each business 
has its own legal, financial, tax. 
and technical complications that 
require the careful study of ex- 
perts. In effect, each business life 
insurance policy must be custom- 
tailored to meet the particular busi- 
ness concerned. 

Among the various purposes for 
which business life insurance is 
written are: (1) key man protec- 
tion to reimburse for loss or pro- 


vide replacement in the event of 
the death of a key employee, (2) 
partnership insurance, to retire a 
partner’s interest at death, (3) 
corporation insurance, to retire a 
shareholder’s interest at death, (4) 
proprietorship insurance, to pro- 
vide for maintenance of a_busi- 
ness upon the death of a sole pro- 
prietor, and (5) insurance to aid 
the firm’s credit status, covering 
the owner or key man during the 
period of a loan or the duration of 
a mortgage on property held. 

The small business contemplat- 
ing the establishment of a_busi- 
ness life insurance plan faces tech- 


(Continued on page 206) 
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N,v. that we are once 


again in a buyers’ market, hard- 


ware dealers will have to feature 


display seasonal merchandise in 
both the windows and store in- 
terior to secure maximum sales. 

With this in mind smart mer- 
chants should take full advantage 
of every seasonal promotion. 
Father’s Day, June 19, is a “natu- 
ral” for hardware stores. 

Many hardware and _ sporting 
goods items make ideal gifts for 
father. 

Make a list of all the goods you 
carry suitable for this promotion. 
guns, shells, fishing tackle, rods. 
reels, hand and power tools for the 
home mechanic, and plan a win- 
dow and store interior display to 
feature these items during Father : 
Day week. 


Above we see the suggested win- 
dow display for Father's Day and 
at the left the window's details 
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ly ideas Father's Day Promotion 


To help those hardware dealers who do not have a professional 
display man HARDWARE AGE has arranged with a display con- 
sultant, having more than 20 years’ experience in designing and 
building both window and store interior displays, to write a series 
of articles on these important phases of successful operation. The 
author of this series—which will appear in every other issue of this 
publication—has gained practical experience, in his own business, 
designing and building fixtures and displays for retail stores. 


\ good idea. would be to also 
plan special newspaper advertise- 
ments to tie in with these displays: 
a complete package program, 
which will guarantee your full 
share of this Father's Day gift 


business. Your comments and suggestions are invited as to the types and 


— kinds of displays YOU would like to see featured, in these pages. 
dow trim is to attract and stop the — Should you wish information as to sources of supply for fixture hard- 


The main purpose of any win- 


prospective customers passing by ware used in these display fixtures or about any other phase of these 
on the side walk, and to bring a suggestions, please address your inquiries to: 

good percentage of them inside the Display Editor, c/o Hardware Age, 100 East 42nd St., New York 
store lo b-u-y. 17,N.Y. 


An attractive center piece de- 
signed to tell an effective story at 
a glance (remember it only takes 


a few seconds for customers to \ giant calendar complete with Father's Day will make an ideal 
walk past your windows) is the a father’s head cut out. and a sign center piece. The small squared 
heart of any good window trim. to tell the ideal gift story for off drawing of the head will make 
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it easy for you to draw it to any 
required size and the eye brows, 
hair and mustache are all separate 
pieces pasted in to position as 
shown. 

This will give a three dimen- 
sional effect which will add extra 
eye appeal. 

Your local sign man can make 
the giant calendar out of 40 by 
60-in. sheet of white card. 

The two side panels (see page 
118) (D) are sheets of wallboard 
mounted on 1 by 2-in. frames and 
a good size*for most windows 
would be 4 ft. wide by 7 ft. high. 
Separate panels (C) are attached 
to the side panels with screws so 
they can easily be removed to 
mount tools and other samples for 
the trim. 


The dimensions listed for the 
display boxes (A) and (B) are 
suitable for the 4 by 7 ft. side 
panels but they can all be varied 
to fit extra large windows. 

A good color scheme for this 
window display would be medium 
blue for the entire background, 
white for the two side panels and 
royal blue for the displayers (A) 
and (B). The calendar should be 
white with black numerals and 
the head in natural color, hair 
white and the neck tie in brilliant 
colors. 

The Father’s Day sign could be 
white with strong royal blue for 
the lettering. 

It is now possible to cover an 
entire window background with 
giant width seamless papers in a 


few minutes and these papers can 
be bought in a wide range of 
colors. Most display houses carry 
rolls of papers of this type in 
stock. 

No window display promotiot. 
is complete without a tie in in- 
terior store display, and our 
table drawing shows how the same 
“Remember Father’s Day” theme 
can be used to sell goods at the 
point of sale. 

Here again the giant calendar 
can be used and suitable gift items 
can be displayed on the plywood 
squares and in the bins on the 
counter top. Your local sign man 
can furnish the art work cut out 
of show card or the same three 
dimensional head used in the win- 
dow can be used. 


Congressional Action Needed to Solve 
F. O. B. Pricing Confusion 


Recent conduit case decision skips satisfactory solution. Congress 
now feels it has mandate to legislate legality of delivered prices 


EGISLATION to give a clear- 

cut stamp of approval to 
freight absorption and delivered 
pricing now appears to be a defi- 
nite “must” on the calendar of 
business for the 8lst Congress. 
Until recently, there was wide- 
spread belief among members of 
the Senate and the House of Repre- 
sentatives that the Supreme Court 
would avail itself of an opportun- 
ity to clear up the year-old muddle 
as to the legality of various pric- 
ing methods. 

The high court had that oppor- 
tunity but it elected not to use it. 
Instead, it affirmed a decision of 
the Court of Appeals for the Sev- 
enth Circuit holding identical 
prices in the rigid steel conduit in- 
dustry to be a violation of anti- 
trust statutes. 

That the justices serving on the 
Supreme Court were themselves 
unable to agree on the legality of 
delivered prices is evident in the 
division of their individual votes. 
Four justices voted to uphold the 
circuit court and the Federal Trade 
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quoted to meet competition. 


Washington Bureau 
of Hardware Age 


ao & @ 


Commission, and four voted in 
favor of the type of pricing em- 
ployed by the conduit industry and 
other industries for many years. 

Justice Jackson, for a reason or 
reasons not disclosed, did not par- 
ticipate in consideration or de- 
cision of the case. And the eight 
other members of the high court 
did not reveal how they voted. 

Many members of Congress, as 
well as businessmen, are bitterly 
disappointed that the court did not 
act to clear up the confusion 
created more than a year ago when 
the court voted 6-1 against the use 
of basing points as they were used 
in the cement industry. 


Have Clear-Cut Mandate 


These Congressmen feel they 
now have a clear-cut mandate, not 
only from business but from the 
Supreme Court as well, to legislate 
the legality of delivered prices 
quoted by various businessmen to 


meet the prices quoted by com- 
petitors. 

Such legislation has been under 
discussion for nearly a year. Dur- 
ing the 80th Congress, Senator 
Capehart (Republican, of Indiana) 
held extensive hearings on the 
effects of the Supreme Court’s de- 
cision in the cement case. At the 
beginning of this year, Senator 
Johnson (Democrat, of Colorado) 
continued the hearings where Mr. 
Capehart left off and subsequently 
introduced a bill (S. 236) to legal- 
ize freight absorption carried on in 
the absence of conspiracy. 

Although the Johnson bill and 
various similar bills were widely 
supported in both the Senate and 
the House, the Democratic leader- 
ship on Capitol Hill decided to 
sidetrack such measures in favor 
of legislation declaring a two-year 
(later changed to one year) mora- 
torium on those antitrust laws 
which might be construed as hold- 
ing good faith freight absorption 
to be illegal. 


(Continued on page 132) 
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EVERYBODY WANTS 
\ DUPONT SPONGE 


WET 
® TOUGH AND LONG-LASTING 


® SQUARE EDGES REACH ALL 
CORNERS 


FOR CAR WASHING 


® EASY TO STERILIZE—JUST 
BOIL IT 


® WON'T SCRATCH, CONTAINS 
NO GRIT 





® HOLDS LOTS OF WATER, YET 


FOR THE BATH 
IT FLOATS 
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Your customers are buying Du Pont 
Sponges as fast as we can produce 
them. New production facilities will 
soon make more available. So, keep 
ordering genuine “Du Pont.”’ We’re 
doing our best to keep you supplied. 
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BETTER THINGS FOR BETTER LIVING 
...- THROUGH CHEMISTRY 
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Is Your Merchandise 


Properly Labeled ? 


Warning dealers to make certain that products they handle 
carry cautionary labels whenever ‘any possibility of hazard 
is present,’ Mrs. Hutchins also urges that they be sure when 
selling such materials in small quantities from bulk con- 
tainers fo include such warnings on the smaller containers 


By SRAHNA C. HUTCHINS 
President 
Safety Research Institute, Inc. 


- probably know 


that some of the items you stock 
can cause accidents if used im- 
properly. But do you make sure 
that your customers know it? 
Some paint thinners, cleaning sol- 
vents, and other similar materials 
are flammable and fires may re- 
sult if they are not used with 
proper precautions. Some of them 
are corrosive to the skin. Others 
can cause illness if the vapors are 
inhaled. An accident with a mate- 
rial you sold may have a bad effect 


on your relations with your cus- 
tomer and could even lead to 
financial loss. Proper labeling on 
the containers of these products 
can protect you by explaining what 
hazards may be present and how 
accidents may be avoided. 

Many large retail stores insist 
that the products they handle carry 
cautionary labels whenever any 
possibility of hazard is present. 
This policy, aimed at protecting 
both the merchant and his cus- 
tomer, can be explained by inci- 
dents such as the following: 





RECOMMENDED for removing spots and stains of grease, oil, tar, wax, 
chewing gum. etc., from clothing and all types of fast color fabrics, and 
upholstery. If fastness of color is in doubt, try cleaner on the back of a 
seam or on an extra piece of the material. 


DIRECTIONS FOR USE 


1—Brush material thoroughly to remove any loose dust or dirt. 
2—Place a clean absorbent cloth or piece of blotting paper under the spot 


to be cleaned. 
3—Pour a small amount of 


it non-inflammable. 


Use with adequate ventilation. Do not take internally. 
Avoid prolonged or repeated breathing of vapor. 
Avoid prolonged or repeated contact with skin. 


CONTENTS 8-FLUID OUNCES 





| Spot Remover on a piece of clean cotton 
cloth. Starting at the center of the spot, moisten an area twice the size 
of the spot, rubbing briskly from the center outwards to avoid rings. 
4—Dry material between the folds of a clean, dry cloth. 


CAUTION: Contains carbon tetrachloride—a volatile solvent—to render 


SPOT REMOVER 








Castionary statements on this label from a bottle of non-flammable 
cleaning fluid are placed where reader of directions can't miss them. 
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In a large department store in 
New York City, a woman was sold 
a package of a certain solvent for 
cleaning her upholstery. The pack- 
age gave directions for using the 
solvent but did not say that it was 
necessary to provide plenty of 
ventilation because inhaling the 
vapor might cause illness. The 
woman became ill and sued the 
store for $150,000, claiming injury 
to her kidneys. The case was set- 
tled out of court. 


Held Responsible 


In another instance, a maid died 
after using a certain solvent mix- 
lure carelessly. The judge decided 
that the store should be held re- 
sponsible because the “directions 
on the can are insufficient in view 
of the very dangerous nature of 
the fluid.” 

Naturally, the manufacturer of 
a material has the first responsi- 
bility in providing the necessary 
information and manufacturers of 
chemicals are now placing in- 
creasing emphasis on the use of 
warning statements. They realize 
that an accident from misuse of 
their materials may have serious 
consequences. It gives their prod- 
uct a “bad name”; it sometimes 
leads to lawsuits, and, in some 
cases, restrictive legislation may 
be passed, making sale of their 
product difficult. To prevent these 
unpleasant occurrences, the Manu- 
facturing Chemists’ Association. 
representing the manufacturers, in 
consultation with health and safety 
authorities, has set up a system of 
cautionary labeling. The wording 
which has been recommended for 
various types of products covers 
the most essential information to 
help the user handle the product 
with safety. 


Carry Warnings 


Thus. shipments of chemicals 
from the manufacturer generally 
carry the necessary warnings. It 
often happens, however, that these 
labels do not reach the consumer. 
Sometimes the chemicals are re- 
packaged, perhaps compounded 
with other materials, before they 
are distributed to the dealer. And 
sometimes the merchant himself 
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ae is a hardware ‘“‘bread and 
butter”’ line. Year after year it 
can be counted on for steady, profit- 
able sales volume. 

That’s why it’s important that you 
keep the subject of chain alive... 
keep chain constantly on display. 

The Cleveland Reel Salesman sells 
chain “right off the reel’. It makes 
many sales that would otherwise be 
delayed or lost. 

Put one of these profit-makers in 
your store today. Your jobber will 


gladly give you full details. 





CLE VELAND ([HAIN 





[he Cleveland (hain & Mfg Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio * The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. 
Co., Seattle 8, Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J, 


Since rDR' 1869 
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WARNING! FLAMMABLE 


Keep away from heat or open flame. 


CAUTION! 


Use with adequate ventilation. 
Avoid prolonged breathing of vapor. 
Avoid prolonged or repeated skin contact. 


Warning label 
recommended by 
the Maaufactur- 
ing Chemists’ As- 
sociation for use 
by makers of 
drums of petrole- 
um solvent of the 
type often sold 
for home _ use. 
Such data should 
be transferred to 
the smaller resale 
containers. 








repackages a chemical, as do some 
hardware dealers. 


Protects Everyone 


By seeing to it that every con- 
tainer of solvent, paint thinner. 
etc., received in his store carries 
warning statements, the hardware 
dealer can protect his own inter- 
ests and the safety of his custom- 
ers. If he buys from a distribu- 
tor and there seems to be some 
question about the information on 
the container, the manufacturer 
can be consulted. If the hardware 
dealer himself repackages a chemi- 
cal, whatever cautionary informa- 
tion appears on the original drum 
or container should be transferred 
to the container in which the prod- 
uct will be sold to the customer. 

Naturally, the cautionary state- 
ment should be worded so that the 
user can understand it. It is also 
important that the label be clearly 
printed, in large enough type so 
that the user can read it with ease. 
And the warning _ statements 
should be placed where they are 
not likely to be overlooked. Since 
most people read the directions 
before using an unfamiliar prod- 
uct, the cautionary statement 
should be placed nearby or made 
part of the directions for use. It 
is also advisable to have the warn- 
ing statements on the can or bottle 
itself, not on an outer carton or 
wrapping which will be discarded. 


Remind Suppliers 


if the hardware dealer sells ma- 
terials only in the packages in 
which he received them, and there- 
fore will not be preparing any 
labels himself, he can suggest to 
his supplier the foregoing points 
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should be borne in mind. In par- 
ticular, he can help to suggest 
wording which he knows will be 
meaningful to his customers. A 
label which is good for a foreman 
in a plant may not be understood 
by a housewife. Since many of 
the chemicals sold as_ thinners, 
solvents. etc., are sold in extreme- 
ly large quantity to industrial 
users, the manufacturer’s warning 
statements are often put in words 


that will be intelligible primarily, 
to industrial users. 

The hardware dealer can per- 
form an additional service to his 
customers by learning something 
about the proper handling of prod- 
ucts which present a hazard so 
that he can pass this information 
along. Lest there be some fear 
that pointing out the possible haz- 
ards of a product may reduce 
sales, it should be remembered 
that essentially every tool man 
uses requires care in handling. A 
hammer badly handled may smash 
a thumb. An automobile care- 
lessly driven may kill people. Yet 
people continue to buy hammers 
and automobiles. By pointing out 
possible dangers of the chemical 
products he sells and the few sim- 
ple precautions ordinarily required 
to avoid those dangers, the hard- 
ware retailer can increase his cus- 
tomer’s confidence and good will 
-~and that usually adds up to more 


money in the cash register. 


Excellent Traffic-Building Promotion 
Cost Store Only the Price of This Ad 
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A Gift To You From ... 
EWING’S 2 Clean 


Arrangements have been made with 


A Local Photographer 


syaph your child with our 
i carapace 


ATION ... 


>ortrait at ABSOLUTELY NO 
for all children up to 


| NO OBLIG 
4). Appointments Necessary ! 
This Offer for One Week Only! 


Friday March 18th to Thursday March 24th 


MOTHERS! 


A Beautiful 8 x 10 inch 


PORTRAIT 
of Your Child 


FREE! 




















Every parent knows that there's no child so beautiful as one's own. This— 

plus the fact that the offer made in this newspaper ad was an absolutely 

free one—brought mothers into the A. E. Ewing Co. hardware store at the 

rate of one every five minutes of a Friday and Saturday. This four-column, 

8 in. ad was part of the full-page ad which the Olean, N. Y., store runs 
every Thursday. 
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PROTECTIVE PACKAGING 
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Help yourself to 
BIGGER 





TAPE PROFITS! 


Naee he 
SSS ss 
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GET AN 


ACCURATE LINE 


on money-making tape sales now! 


Tape is a year-round, consistently good 

seller you can’t afford to neglect. And 
\ when you feature ACCURATE tapes 

you’re offering quality made merchan- 
dise that is always fresh. Both friction 
tapes and rubber tapes are available in 
a choice of roll sizes and packaging. Let 
ACCURATE put you into the tape 
business. Get an accurate line on prof- 
itable tape sales by getting the com- 
plete story on ACCURATE tapes, to- 
day. Just call or write us for the name 
of your nearest distributor. Address the 
Accurate Mfg. Company, Garfield, N. J. 








Another New 


Lummimns 
VALUE TOOL 


MODEL 425 


\4-INCH STANDARD 
DUTY ELECTRIC DRILL 


$33 


LIST Pktae 





Vrecueaae YOUR PROFITS ON 
EVERY 1/4-INCH ELECTRIC DRILL SALE 


How often have you lost a sale because your customer's 
needs were for a better quality tool than the average 


light duty drill you now carry in stock? 


With Cummins Model 425 you can capture the sale .. . 
and increase your profit from an average of $6.00 to 


$9.90. Well worth stocking up on right now! 


Model 425 is the latest addition to the growing VALUE 
line of precision-built Cummins Portable Tools. Compare it 
for quality features, for performance, for ease of handling 


—with tools selling for as much as 25% more! 


Has streamlined aluminum frame, die cast for compactness, 
light weight, strength. Famous Jacobs 7B.geared chuck, 
with key permanently attached to cord. Rugged, long- 
lasting universal motor (free speed of 2200 r.p.m.). Ball, 
roller, and ball thrust bearings. Trigger-type, momentary 
“on” switch for safety. And it's only 11% inches overall 


. weighs just 4% pounds! 


NON-DETERIORATING | 


a se 


| ACCURATE TUES | 








e Division of Cummins Business Machine Corp. Y “<d 
‘ 4740 North Rav d Avenue © Chi 40, IMinoi 
s 25 YEARS MAKING TAPES EXCLUSIVELY orth Revensweed Avenue hicago ors | \ 





& | | 
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This display simulated a well-equipped home workshop. Walls were slanted in at the 
back to give perspective. A window placed over the bench heightened the illusion. 


Windows Were 
Spring Tonic 
For Tools and 


Sporting Goods 


Two decidedly effective displays, created with 
a minimum of materials, boosted sales in both 
lines for Bunting Hardware Co., Kansas City, Mo. 
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Too early spring win- 
dows, exceptionally well conceived, 
executed and merchandised, 
brought an immediate 10 per cent 
increase in business on the lines 
featured to the Bunting Hardware 
Co., Kansas City, Mo. 


Home Workshop Window 


The first of these windows went 
in Feb. 15, and represented a home 
workshop. After Howard Ireland. 
advertising and window display 
manager, started working on it 
he decided that he could put in a 
lot more merchandise than the 
ordinary home workshop would 
have, and still not crowd it. He 
thought it was important to do so 
because even though a man could- 
n’t afford to have all the tools, o1 
even if he didn’t have the room 
for all of them, he would still like 
to own them. Creating a desire 
is the purpose of window displays. 

The window space devoted to 
the home workshop display was 
61% ft. wide, 6 ft. high, and 5 ft. 
deep. The frame for the walls and 
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ceiling and the bench were con- 
structed by Mr. Ireland from oli 
scrap | by 2 in. lumber out of the 
store basement, and was covered 
with woodgrained cardboard. The 
walls and bench were covered with 
a walnut grain. and the ceiling 
with a light pine imitation. A hole 
was bored through the ceiling. and 
a special machinist-type lamp in- 


stalled over the bench. 


Books Are Popular 
: Manufacturers’ guides to the cor- 
rect use of tools, and books on 


practical finishing methods, de- 
sign. novelties. projects. lamps. 
playground equipment and lawi 
and porch furniture were shown. 
The books are popular. because 
when a man sees a tool he wants. 
he knows the book will tell him 
how to use the tool to make the 


ada dodahe Ea 
fat OS TERIERY c 

j ys 
Mr. Ireland procured a sheet of Bir. 3 yes 


: TREE 
things he wants. £ 
of 

blueprint paper, lined it with white 
to suggest a design, and lettered: 
“A Blueprint to a _ Profitable 


Hobby.” It was the only sign in 





A fisherman could spend a pleasant 10 minutes studying the variety of 
: 5 x : tackle shown here. Local anglers with prize catches are shown in panel. 
the window. with the exception of 


the large, movable Bunting sign in 
red. silhouette wood letters, at the 



















yin- bottom of the window. workshop by slanting the side window was installed above the 
ed, Perspective was given to the walls towards the back. Also. a work bench to make the wall look 
ed, like a side of a workshop. The 
me sign seen through it is some 18 in. 
5 5 
nes ee _ QUALITY HARDWARE SINCE 1901 ia behind the glass. 
are : : ; ‘ ae ' 
Frank H. Spink, president of 
Bunting Hardware Co.,  com- 
mented: “The tool shop window 
created a lot of interest, and defi- 
ent nitely increased sales in wood- 
me working units, as well as smaller 
id. tools and wood finishing equip- 
ay ment. Abrasives and sanders were 
it Here is a sample particularly good sellers. Just 
a ; “eects ane about everything of interest to the 
he uses the recur- craftsman as well as the hobbyist 
Id ring ——<_, was included in this mass display 
| in unting'’s a 7 
Te ean Spot ro Re- of all types of tools. We plan to 
so member." follow up on it with an expert 
‘ demonstrator in the window the 
oF latter part of April.” 
m 
ke . . 
Sporting Goods Window 
re FOR INSTANCE . . OUR ESTIMATING SERVICE 
Ss. will save you time, energy and money by assisting and The Ww indow featuring fishing 
aiding you in the selection of all hardware needs ° ° % , 
to FROM THE SMALLEST COTTAGE TO THE accessories was installed on March 
LARGEST BUILDING. Let our 48 years of continu- ae : 
as ous selling of the finest Hardware be your assurance o! & the official opening date of the 
“Quality and Service.” Yes, BUNTING'S is a spot tv bas 
t. ba sess trout season. In addition to reels, 
d BUILDERS’ HARDWARE, 3RD FLOOR rods and tackle boxes. the display 














127 


9 HARDWARE AGE, MAY 19, 1949 24 











was filled with flys and_ plugs. 
Photos were borrowed from th: 
Missouri Trout Fishermen’s Asso- 
ciation to lend local color to the 
display. Mr. Ireland made a sign, 
with the words “Trout Opening, 
March Ist,” in red letters on clear 
glass, which was suspended from 
the ceiling of the window. People 
could see right through the sign 
to the merchandise in the back- 
ground. 

On the 15th of the month Mr. 
Ireland removed the trout signs, 
and changed the window slightly 
to call attention to bass, perch and 
crappie, which were then in open 
season. 

The fishing window was 4 ft. 
long, 4 ft. deep and 6 ft. high. 
It was used to form a strong cen- 
ter, and on one side golf equip- 
ment was displayed in a 2-ft. wide 
space; and on the other side base- 
ball, basketball and soccer goods. 
all spring merchandise, were dis- 
played. 


Displays Build Sales 


Mr. Ireland believes that when 
a customer is properly sold by a 
good window like the sportiny 
goods display, he will buy even if 
he doesn’t intend to use the goods 
for a month or so. Also, he says, 
good windows pay more than just 
immediate returns since many 
people will be sold by such a win- 
dow, and buy later. 

The workshop and the fishing 
displays were arranged economi- 
cally. The workshop set-up was 
built, as mentioned before, from 
scrap lumber and cardboard and 
completed in 2'4% days. The flys 
and plugs were mounted by Mr. 
Ireland, and all posters were done 
by him. Everything was home- 
made, nothing purchased especial- 
ly for the displays. The composi- 
tion, layout and fixtures were all 
original with Mr. Ireland, and the 
windows cost little more than time 
and ingenuity. 

The Bunting windows are 
changed at least once a month; 
sometimes more frequently. 

Mr. Ireland maintains a master 
pen and ink drawing of all the 
store windows, covered with a 
transparent cellophane film. He 
uses a red china marking pencil 
to plan his windows, and can erase 
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RSSSPORTING GOODS SINCE 1901 Sas 


TROUT SEASON OPENS 
; MARCH {ST 





Silent free 
stripping, 
4 SIT extra long 


n @ 
’ trieves 25 yards of * Ine. fr ong 
py} and rugged but light weight. Finger 
? trigger folds flush. 


} FLY RODS 
foot” for small i: 


streams. Two 

piece Tonkin 

, cane. 

» The Governor, three-piece 
j and extra tip. 

4 Flame finished 

y4 Tonkin cane, 9- 


4 ft. 54-07, 
> True Temper Sporisman, 
] recommended for all types 





4 of flv fishing 

) Length 8&2 feet, 50 
? Weight 344% ozs. } 
, 

} FLYS 
“Hand tied flies’ by Pravo. 
Large assortment of dry or 


+4 wet flies; alsa Jointed 
4 streamers. Priced 25c io G3e, 


i LINES 

Nylon, level, water-proof 

§ _ eae ; $1.85-$3.00 
‘ Silk, level, water-proof 

MP sce seveees -$1.7S-$2,5S 
Nylon tapered water-proof line 7.65 
{ Silk tapered water-proof line 9.00 


i BVNTINGS 


: i. 9810 
.. R10-12-14 Pacha 




















This ad tied in with the fishing 
window and served to remind 
fishermen of the season's opening. 


when planning a new set-up. He 
schedules ahead approximately a 
month, so as to know just what 
windows are to be done. Then he 
works out the window design, gets 
everything in readiness, everything 
mounted, so that when he is ready 


to put in the window, everything 
is ready to move in. 

Every Monday morning, he and 
his assistant, Morgan McFall, meet 
with the store department heads 
to plan advertising and windows. 
He always makes sure that there is 
plenty of the merchandise he plans 
to promote. Then he endeavors 
to tie the newspaper advertising 
and the windows into one strong 
promotion. In planning these pio- 
motions, special attention is given 
to wanted items, new merchandise, 
seasonal goods. and the amount of 
space to be allotted to each. He 
always manages to get into the 
advertising and the windows all 
the merchandise that is scheduled 
for promotion, and a lot besides 
He builds lots of staple items 
around new goods, and high mark- 
up merchandise around low mark- 
up items; thus, one sells the other. 


The Advertising Program 

The correlated advertising pro- 
gram calls for three advertise- 
ments a week in the Kansas City 
Star, and one in the Independence, 
Mo., Examiner, where Bunting 
maintains a branch store. The larg- 
est advertisement, dealing with 
general merchandise, around 400 
agate lines. is used in the Friday 
Star. On Sundays, builders’ hard- 
ware is featured, and on Mondays. 
housewares have their inning. 

A drawing by Mr. Ireland, show- 
ing the Bunting building and fea- 
turing the line: “Buntings, a Good 
Spot to Remember” is being used 
as a heading for advertisements to 
build up an institutional theme. 
Buntings is a downtown store, yet 
is surrounded by parking lots, so 
the store advertising is promoting 
Buntings as a good spot to remem- 
ber, not only for merchandise but 
for convenient parking. 





Tourists Bring Business 


HE Frontier Committee of the 

Cheyenne Chamber of Com- 
merce, Cheyenne, Wyo., made a 
check of automobile licenses at the 
city’s famous annual Frontier Days 
celebration last July. Of 25,180 
cars parked, only 9.470 came from 
Wyoming, the home state. The rest 
came from all parts of the nation, 
and also from Canada, Panama, 
Hawaii, Canal Zone and Denmark. 


Illinois led the states with 1,022 
cars registered, while New York 
had 144, and Texas 883. 

All through the summer months. 
Cheyenne business men use pro- 
motions to welcome tourists. Two 
covered wagons are stationed on 
main highways out of town. 
manned by young men in cowboy 
attire, for the purpose of giving 
travelers information. 
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re BREAK-PROOF 
vith 
400 SHOCK-PROOF 
) 
day 
- SCREW DRIVERS 
Lys. 
There's MORE MONEY in screw drivers for Vaco dealers 
_ because Vaco gives you everything you need to make a 
ca- PROFIT. .. quality equipment, easily merchandised special 
od tools and kits such as those shown above for home and 
sed professional use, a full 40% profit on every sale! 
} lo 
2. T- OMPLETE 
yet CH NG FEATURES: ADVERTISING SUPPORT 
SO MAKI . 2 ( 
: ; telly de- In addition, the 3,900,000 
ing @ More tost-selling. thom onY other readers of the Saturday 
~ s ‘ - 
m- vgev toe antes inte ond Sree Post are seeing 
ut @ More screw’ al available * new Vaco ads as often as 
types ws tne- disploys, twice a month while hun- 
oa self-selling — packages: dreds of thousands of 
counter ony other wri informa radio, television, automo- 
@ More sy-to-wes eautiful eco 28 tive and industrial me- 
tion gare than on ee an chanics are seeing other 
ca’ ine : , > 
22 i nai advanced Ls - fire-sate ads in their favorite 
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. ese vl panding 9°- share of this business by 
e pius—A constantly erpaig® — featuring Vaco...Amer- 
-- gl advertising for Vo , 
hs. tions Veco products ica’s most complete 
rO- ; screw driver line 
vo M-R-S STRIKES lial tralia tna 
on 
Nn. Write for the NEW Vaco Catalog 
OF 
317 E. ONTARIO STREET 
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In this new plant the firm is now conducting a complete wholesale operation concentrating on 
hardware and mill supplies. It has parking space, two shipping docks and a three-car rail siding. 


Concentrates on Wholesaling 
In New Modern Plant 


Graves-Humphreys Hardware Co., Inc., when it 
moved to its new plant went exclusively wholesale 
in hardware so that it could increase dealer service. 


A MOVE to the out- 


skirts of Roanoke. Va.. marked 
the start of “Operation Exclusively 
Wholesale” for the Graves-Hum- 





guidance of a sporting goods dealers to maintain a complete 


. . . ' 
specialist. as it gathers full steam year-round department and to seil 








’ : ‘ will be geared to enable hardware to their local schools if they so 
phrey’s Hardware Co., which pre- ' PI 
viously had been a wholesale-retail 
hardware firm. Its new facilities OI 
are designed to straighten out most 
of the kinks that had developed PRINCESS 


from growing in tight quarters. 
But now in the modern plant 


Smart, mini 
square. Ivo 
brass plated 








which the company has occupied ete 
since early in this year, there are oan oe 
over 105 thousand square feet of 
streamlined warehouse. office and 
display space. The plan of opera- 
tion is built around servicing hard- 
ware dealers and industrial ac- 
counts with something new having THE E. 
been added—the expansion from B 
a few sporting goods lines to a , 
complete athletic goods’ depart- c = 
ment The first floor display room offers 105,000 sq.ft. of warehousing, 
“ office and display capacity. A greatly expanded sporting goods Prices p 

This new department, under the department is being developed in these new quarters. sli 
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RETAILERS GET FAST TURNOVER 
ON SENTINEL ‘18> PROFIT DEAL 


Costs only *30° for 12 Fair Traded Alarm Clocks 
which show 37'/,% Profit on $482 Sales 


SPECIALLY PRICED PROFIT DEAL = Costtoyou = Sell for 
4 Liberator 8-day Alarms $11.24 $18.00 


4 Prince 1-day Alarms 
(3 plain and 1 radium) 9.38 15.00 
They cost so a . y 4 Princess 1-day Alarms 
They stay so 7ig?t eA f 4 , (3 plain and 1 radium) 9.38 15.00 















He y AS? SO fong aT RT EN ot $30.00 $48.00 


YOU GET FREE 


Counter Display Piece 
Individual Clock Display Cards 
Colorful Folders 
Trademark Display Card 








(AS ILLUSTRATED) 


TIAL 
vats 








Put this attractive display in your window 
or on your counter and watch sales jump! 


PRINCESS: PRINCE: LIBERATOR: 

Smart, miniature 1-day Alarm, 314” Round, miniature Alarm. Ivory baked The great Sentinel 8-day Alarm. 
square. Ivory baked enamel case, enamel case, modern satin finish Case in gleaming ivory finish, brass 
brass plated bezel and hands, single brass plated airflow base, single plated bezel. Very beautiful hands 
wind for time and alarm. Retail— wind for time and alarm. Retail— and dial, watch-type escapement, 
1D-0-13 Plain Dial $3.50. Cost 1D-0-16 Plain Dial $3.50. Cost clear bell alarm. Retail—8D-182 
$2.19. Retail—1D-0-15 Radium Dial $2.19. Retail—1D-0-17 Radium Dial $4.50. Cost $2.81. 

$4.50. Cost $2.81. $4.50. Cost $2.81. 
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e 

‘ 

To My Sentinel Distributor ; 

Ship me _Profit Packages at $30.00 each ; 

THE E. INGRAHAM COMPANY Name : 
‘ i Pe en ee ‘ 

Bristol, Connecticut ' 
Established 1831 Address —_—_—_— —— : 

In Canada —Toronto 14, Ontario Cit t 
Prices plus taxes, subject to change— ity—_________ ___________State________ ___ : 


slightly higher in Canada 


Leesease es eeoeewessoeoeooesoessesoseseeooee® 
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INCREASE SALES AND 
STORAGE CAPACITY 
WITH REVOLVO BINS 


Combined Display and Storage 
Moves Bulk Merchandise Faster 





Efficiency of space utility and worker 


movement is increased through the use 
of Revolvo Bins. By simply turning 
the trays, many feet of bulk storage are 
brought to one convenient, accessible 
point. 

These bins are particularly advan- 
tageous when used in corner locations. 
Large areas with relatively small aisle 
frontage are now -— - 
effectively utilized. 
Every square foot 
has a front position 
when needed. Re- 
volvo can be com- 
bined with counters, | 
tables or shelving to 
increase storage ca- 
pacity up to 50%. saad 

The dealer using Revolvo saves time. 
Items are easy to find, no drawers to 
stick or pull out, no boxes to open. 

Revolvo Bins are made up to 58” in 
diameter and 67” high. Each compart- 
ment in a revolving tray can hold up to 
a keg of nails. Shape of sloping front 
permits full view and quick, easy re- 
moval of contents. Bins rotate easily on 
ball-thrust bearings; will not sag or 
break when fully or unequally loaded. 

Savings realized can quickly pay 

for entire investment. 
Write, ’phone or wire 


a> 





for Circular 103 to- 


THE Frick-GALLAGHER Mre. Co. 


Shelving—Parts Bins—Racks 
Counters—Tables—Benches 


417 Shubert Bldg., Philadelphia 2, Pa. 
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desire. If a dealer does not care to 
handle school business, only then 
will the company sell athletic goods 
directly to schools. 

Since the company makes no 
deliveries except to local dealers, 
its location on the outskirts of 
town tremendously facilitates deal- 
er pick-ups. The new plant is on 
two main highways and affords 
ample parking space. In addition 
to a private railroad siding with 
a three-car capacity, there are two 
protected shipping docks. One at 
the rear of the plant handles heavy 
merchandise while the one at the 
front is most convenient for deal- 
ers’ light trucks. 

Palletizing in used throughout 
the warehouse with two lift trucks 
for moving and stacking merchan- 
dise. A special hoist at the rail- 
road platform has proved to be a 
time saver. With this hoist, it is 
now possible for two men to un- 
load a car of pipe in about two 
hours. Four elevators service the 
building which is a three-story and 
basement unit. 

The building itself, in part, is a 
rebuilt ice plant onto which new 


construction has been added. The 


use of glass brick supplementing 


the windows assures a maximum 


of daylight for the offices. These 


and the display rooms on the main 
floor also feature fluorescent 
lighting. 

At the front of the building are 
two large display windows which 
show seasonable _ merchandise. 
These flank the entrance which 
leads into a large non-retail dis- 
play floor. Power tools are gen- 
erally a prominent feature in the 
display room for the company in 
addition to fostering a mill supply 
business also sponsors power tool 
demonstrations for schools and 
counts their students’ work shops 
among their customers. All of the 
offices are on the second floor 
front of the building. 

At present the Graves-Hum- 
phreys Hdwe. Co., Inc., covers 
over 30 counties in Virginia, three 
in West Virginia and eight in 
North Carolina, and travels six 
men calling on hardware dealer 
accounts, four on mill supplies’ 
customers and two on sporting 
goods. 


Congressional Action Needed to Solve 
F.O.B.: Pricing Confusion 


(Continued from page 120) 


Legislation calling for such a 
moratorium until July 1, 1950, has 
heen favorably reported by the 
Judiciary Committees of the Sen- 
ate and the House and now is 
awaiting debate on the floors of 
the two chambers. 

In the light of the Supreme 
Court’s action, there is now little 
doubt of the success of such legis- 
lation, many members feel. Demo- 
crats and Republicans alike are 
now largely agreed that it is now 
up to Congress to legislate the 
legality of delivered prices once 
and for all. Both the Federal 
Trade Commission and the Su- 
preme Court have demonstrated 
their ineptness in this field during 
the past year, they feel. It is now 
up to Congress to take over. 

It thus appears likely that a 
moratorium bill of some sort will 
be passed by Congress this year. 
The duration of the moratorium— 
probably 12 to 18 months—will 
afford Congress an opportunity to 


begin a new study of the problem 
and to work out a more permanent 
solution. 

But the road leading to a perma- 
nent solution will be a rocky one. 
In addition to the FTC, which is 
bitterly opposed to legislation of 
any type, a number of members 
of Congress are opposed to pass- 
ing any law permitting other than 
strict f.o.b. pricing. 

Representative Walter (Demo- 
crat, of Pennsylvania), a member 
of the House Judiciary Committee. 
in recommending the passage of 
his moratorium bill (H.R. 2222). 
declared that the period of the 
moratorium would provide affected 
industries with some opportunity 
of adjusting themselves to what- 
ever may be the shape of require- 
ments imposed by the “strange, 
unrealistic philosophy” of f.o.b. 
pricing. 

And Senator O’Conor (Demo 
crat, of Maryland) in commenting 
on the Supreme Court’s decision. 
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said that “under the circum- 
stances, it becomes more necessary 
than before that the moratorium 
bill be acted upon favorably so 
that there will be no recurrence of 
the cement and conduit contro- 
versies.” 

The Department of Justice, in a 
recent letter to Senator McCarran 
(Democrat, of Nevada), chairman 
of the Senate Judiciary Committee. 
said it had no objection to the en- 
actment of moratorium legislation. 

The avenue of legislation thus 
appears to be the most likely route 
leading toward solution of this con- 
troversial issue. True, the FTC 
would prefer the matter to stand 
as it does. It is always possible 
that the Supreme Court might 
grant a request for a rehearing of 
the conduit case, or that a case of 
a parallel nature might come be- 
fore the court in the near future. 

But in view of the present politi- 
cal complexion of the court, it 
hardly appears likely that any 
member of the court would change 
his views on this thorny question 
in time to prevent further disrup- 
tion of the sales and distribution 
methods employed by thousands of 
American businesses. 


Value of Purebred. 
Livestock Program 
REGULAR purebred __live- 


stock program in Topeka, 
Kan., is paying good dividends in 
increased traffic and dividends to 
business men and more profits to 
farmers. As a result of the cam- 
paign more breed associations and 
livestock producing groups are 
holding purebred shows in Topeka 
than in any other city of the state. 

The committee and the agricul- 
tural commissioner, John O. Mil- 
ler, have assisted sales or shows 
for Duroc and Poland China hog 
breeder associations; Guernsey, 
Holstein and Brown Swiss dairy 
cattle associations and Hereford 
beef cattle. 

The first improvement and bene- 
fit is better livestock to those who 
buy the stock, usually in the im- 
mediate territory. Purebred sales 
are always attended by stockmen 
from this fourteen county trade 
territory. Such sales are attended 
by 500 to 1000 people, many of 
whom spend money in Topeka. 
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Sales and Service Combine 
To Boost Appliance Volume 


The F. B. Reeder Hardware has installed 350 jet-type water 
pumps in its area, has made individual sales up to $2,000 
each and has a six-man crew for installation and service 


A SHINING example 


of enterprise in a small town is the 
F. B. Reeder Hardware, Clinton, 
Wis. (population 903), now man- 
aged by a fourth generation mem- 
ber of the family—Verdis Reeder. 

Especially on sales and service in 
the plumbing, heating and appli- 
ance lines does this firm excel. It 
can produce figures to prove the 
point, such as the following: 

Jet type water pumps in service 
in the area—350 of them. 

Individual heating, plumbing 
and kitchen jobs ranging from 
$500 to $2,000. 

A six-man service crew that is 
busy all-year around handling 
varied jobs and installations within 
a 40-mile radius. 


It's a Starting Point 


“We are after the water pump 
business,” says Verdis Reeder, “be- 
cause it is the starting point for an 
entire string of sales. We handle 
two lines of water systems and we 
are the largest dealers in the state 
on sales and installation of jet 
pumps. Whenever we sell a pump, 
there’s either a sink, softener or 
other sale that goes along with it, 
if we use salesmanship. And folks 
always think favorably of us if we 
do a good job of installing that 
pump.” 

Mr. Reeder cites as an example 
of a fruitful sale made following 
a pump installation. A customer 
purchased an 82-gal. electric water 
heater, a water softener, laundry 
tubs, kitchen sink, lavatory, bath- 
tub, basement shower and a kitch- 
en range. 
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The local hardware dealer who 
can offer service along with sale 
of equipment has “an ace in the 
hole” in meeting many forms of 


competition, says Mr. Reeder. In 
one instance a well driller who was 
putting down a farm well, wanted 
to sell a pump for the job. When 





Verdis Reeder with a sink and kitchen cabinet display. 











Bathroom fixtures get up-front display at Reeder's. 
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Helps customers sell themselves! Includes 
high-quality stainless steel knife, dulling 
block to keep knife always ready for ‘‘show- 
down”’ tests by customers. 
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When yoU¥ sell 


STEWART Products 


@ Send your inquiries for these items 
to Stewart. We handle all details and 
pay you a commission. You carry no 
stock...invest no money. Send for 
Stewart catalogs and when your cus- 
tomers ask for certain items, you'll 
know who makes them. Scores of 
hardware dealers are doing it. 





Stewart Chain Link Wire Fences are made 
from low lawn style to high industrial type 
with barbed wire overhang. 
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All Steel Settees 

are made in 

4’, 5’ and 6’ 
lengths. 
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Stoop, Balcony and 
Stair Railings are 
made in a wide oe ed 
variety of styles, Is . 
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Iron Picket Fences; Wire Mesh Partitions; 
Flagpoles; Steel Folding Gates; Bronze 
Tablets, etc. Write for catalogs today. 
No obligation whatever. 


THE STEWART IRON WORKS CO., Inc. 
1637 Stewart Block, Cincinnati 1, Onio 
Experts in Metal Fabrications since 1886 
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Another section of the store's display of major units of sale. 


the farmer asked the driller if he 
could guarantee when 
needed, the well driller would not 
commit himself, 

F. B. Reeder Hardware got that 
pump the farmer 
knew from past experience and 
reputation that the store services 
its customers. 

One farmer from the area bought 
a pump from a certain chain store. 
When the pump began to give 
trouble, he went back to that store 
for service. He was politely told 
that no offered in 
that store. The farmer tried vari- 
ous repair men who were all too 
busy with their own jobs to give 
him service. 

Finally the farmer went to the 
Reeder firm, and explained the 
situation. The Reeder firm gave 
this farmer service, and the man 
has since bought many farm items 
and home appliances at the Reeder 
store. 


service 


sale. because 


service was 


Time and Material Basis 


“We do not quote any rigid 
price on these installation jobs,” 
reports Mr. Reeder. “We work on 
a time and material basis, but no 
customer has had reason to com- 
plain, because our men are fast 
and efficient. One of our men has 
been with the service department 
for 27 years. All of them know 
their business.” 

Mr. Reeder owns a large farm 
which has been in the family for 
114 years and he is well ac- 
quainted with farmers’ problems 


as related to farm operation and to 
farm living. This experience has 
helped him a great deal in selling 
and servicing appliances on farms. 

He points out that not only are 
farm improving _ their 
buildings and equipment today, 
but farm investors, who rent out 
large 300-acre farms to reliable 


owners 


tenants are spending sums up to 
$2.000 and $3,000 to make those 
farms more attractive to good 
tenants, 


Means More Sales 


Naturally, such an expansion 
program on farms means more ap- 
pliances, better heating and plumb- 
ing. There are many profitable 
sales that get tied to the apron- 
strings of such an improvement 
program, he says. 

Model kitchens, too, often lead to 
many sales at the farm premises, 
says Mr. Reeder. His firm is sell- 
ing a considerable number of com- 
plete kitchens to farmers in the 
area, and once a farm woman ob- 
tains a kitchen, her modernization 
idea carries through the rest of the 
house. 

In some instances, the farmers 
do their own work in installing 
standard kitchen units but, in the 
majority of cases, they rely upon 
the F. B. Reeder Hardware staff 
of experts. Because farm kitchens 
usually are large and involve the 
use of large quantities of food, 
considerable working space 1s 
needed by the farm wife. This 


often means’a large kitchen group- 
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ing. with additional sales for the 


dealer. | . 
Mr. Reeder finds that at the 
present time, his firm’s wide ser- | ing. re) on 


yice operations bring in a large 
number of prospects for pumps, 
appliances, model kitchens and 
washers. He makes a practice of 
visiting every new installation to | 
. . | 
check with the farmer as to satis- | 










factory operation. This method ret 
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Reeder. “The farmer who orders a 
of sale. $500 to $2,000 job done is very 
likely to have the money on hand 
to pay for it upon completion. He's 
too Cautious a man to undertake a 












and to program of that size without mak- | 
sa has ing certain he can pay for it.” 
selling Appliances. bathroom fixtures | 
farms. and pumps get an extensive show- | 
aly “— ing at the large Reeder store. Here | 
their the town and farm housewife can 
today, see all the appliances that will 
mt oat make farm life more efficient and 
eliable comfortable, from water pump to 
up to the bathroom, model kitchen, re- 
> those frigerator, washer, etc. The Reeder 
good store has a sizable farm traffic on 
farm hardware, steel goods and 
other standard farm merchandise. , 
and from this traffic, the large dis- 
ansion plays of appliances also attract 
re ap- many prospects. 
»lumb- me 
fitable Let There Be Music 
_ NE of the most extensive an- 
omen nual music events is held in 
Illinois throughout the year and 
ead ” culminates in the State Music and 
oes Drama Festival and the annual 
is sell Farm and Home Week Program 
f com- at Urbana, IIl., home of the Uni- 
inthe versity of Illinois. ORDER FROM 
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zation each year with 27 counties par- 
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Role of “Mr. Fixit” 





James Lally explains the use of a fire extinguisher to a young customer 
—and tells how one like it saved a South Orange home from destruction. 


Ml 

HAVE a wonderful 
life in this hardware business and 
I wouldn’t trade places with any 
of my prosperous friends and cus- 
tomers who come in here and tell 
me I work too long and too hard,” 
says Jim Lally shoving back on 
his head the well-worn felt which 
he always wears while at work in 
his South Orange, N. J., hardware 
store. 

“A lot of them tell me, ‘Jim. you 
could avoid a lot of grief for your- 
self if you'll make yourself an 
office in the rear of the store where 
you wouldn’t have to listen to every 
customer who comes in here with 
some sort of a problem or com- 
plaint.’ 

“Other well-meaning people,” he 
continued, “say to me, ‘Jim, you 
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should change your methods. Go 
modern. Put in new open display 
fixtures so that customers can walk 
right in, pick up what they want 
and walk right out again, without 
wasting a lot of your time. 


Interested in People 


“Why, there’s much more to this 
hardware business than just wrap- 
ping their purchases and taking 
their money. I’m sincerely inter- 
ested in people, and in helping 
them solve every kind of prob- 
lem that comes up every day in 
their homes, offices. shops or 
stores. Why the independent hard- 
ware stores of this country have 
existed all these vears because 
they furnished service and advise 
and it’s only when they forget, or 
stop providing such service that 


the chain stores will take over 
their trade. 

“[ want every customer of mine 
to think of me and my store when- 
ever he has a problem of any sort, 
and not to think that he’s bother- 
ing me when he asks me, ‘What 
shall I do about it, Jim?’ 


“For instance, about a week ago 
1 got a call from one of the big 
homes up on the avenue. The wo- 
man said they were troubled with 
rats, and what could I suggest? 

“IT sent up a couple of men to 
see what the condition was and 
to what could be done about it. 
The men came back with the re- 
port that the cellar of the nice 
home was ‘jumping’ with the ro- 
dents, but they went to work and 
did everything they could to cor- 
rect the condition. I quickly got 
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Appeals to Jim Lally 


If people of South Orange, N. J., have squirrels in their attic, 
rats in the cellar, or ants in the pantry they generally call 
on the hardware dealer who dotes on helping people with 
problems. He'll provide almost any service except baby 


tending. 


He furnishes the labor as well as materials for 


every kind of repair, maintenance or improvement job. 


the Board of Health on the phone 
and reported the matter so that 
they could send men around to 
other homes on the street to pre- 
vent the rats from spreading. As 
a result we’ve sold a lot of rat 
traps and poisons to the homes in 
that section. When those ladies 





get together over the bridge table, 
and the subject of rats is men- 
tioned, I want them to mention 
Lally’s Hardware. 

“If there’s been a robbery or 
someone has attempted to force his 
way into a home I bring up the 
matter in conversation with every- 


This is an old selling trick that Mr. Lally learned from his employer when 
he first went to work in a hardware store at the age of 14. When a 
customer picks up an extinguisher, a hammer or any other object that 
was deliberately put on the floor to attract the eye of the first per- 


son entering the door, he will 


probably inspect it closely, listen to 


a soles talk on it, and, if he has any use for one, wiii often buy it. 
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one when they come into the store 
or when I see them on the street, 
and you would be surprised at the 
number of safety door chains that 
I sell that way. 

“Very often, after a bad fire I'll 
call the neighbors on that street, 
and ask them how their homes are 
protected against fires that might 
easily be put out if the means were 
at hand when needed. 

“It just happens that the woman 
who left just as you came in 
chanced to notice the fire extin- 
guishers I keep up front there, and 
inquired about the price. I told 
her and then asked her if she 
didn’t have at least one in her 
home. When she told me she didn’t 
I pretended to be very distressed, 
and said, ‘] just can’t understand 
why people will take out all sorts 
of life insurance, health insurance, 
theft insurance, automobile insur- 
ance, fire insurance and the like, 
and they won’t spend about $14 
for an extinguisher which might 
save their "$30,000 home from 
burning down.’ Well, she got the 
point, and she told me to have one 
delivered to her. 


Prefers the Slow Way 


“T guess I have been ‘hot’ on the 
subject of fire extinguishers ever 
since I went to work in a hardware 
store as a kid of 14, but I’m that 
way about almost everything | 
sell or do in this store. [I'll let 
some of the other fellows make a 
‘quick buck’ but I prefer to do it 
the slow and the hard way, by 
helping people wit’ their daily 
problems. I guess if we continue 
to do business like that we'll still 
be at this stand for a long while. 

“Too many hardware firms 
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seem to have lost sight completely 
of the very reason for existence, 
which as I see it, is to provide 
service. Why, I’m amazed when | 
hear of some of the high-handed 
methods that some merchants 
adopted during the war years and 
still practice. They'll say, ‘Sorry, 
Madame, we can’t deliver that for 
the amount of the purchase was 
less than $5.00, or they may say, 
‘No, we can’t open an account for 
you for your purchases haven't 
amounted to enough to warrant 
it.’ 


Be Respectful 

“Suppose a person does buy 
only $2.00 worth of goods in one 
month, and maybe nothing the 
next. He probably comes in the 
third month and buys $40 worth 
of painting materials or lawn and 
garden supplies. If you don’t 
treat his small purchases with the 
respect he expects, he certainly 
isn't going to come back to your 
store when he wants to make a 
substantial purchase. 

“I don’t like to leave my home 
on Thanksgiving day when some 
fellow calls and says that his bath- 
room plumbing has broken down, 
and just when he’s expecting a 
houseful of guests. I don’t like to 
do it, but I have done it and I'll 
probably continue to do it as long 
as I’m in business. 

“Of course, a dealer should be 
thoroughly familiar with the dif- 


ferent types of extinguishers and 
their specialized uses so that he 
can advise the proper purchases. 
And he should be able to tell them 
where they should be placed in 
the house. 

“One should be placed on the 
first floor near the door from the 
kitchen to the rest of the house. 
The one on the second floor should 
be near the top of the stairs or just 
inside a room, to cope with possi- 
ble night fires. Tell the customer 
never to put them in closets where 
they are apt to forget about them 
in time of emergency. They should 
be out where they can be seen to 
serve as a constant reminder.” 

Mr. Lally also recommends a 
third extinguisher for the base- 
ment, as near as possible to the 
heating plant and the cellar stairs. 
\ hobby shop, dark room or 
rumpus room should also be con- 
sidered in placing the extinguisher, 
he says. 


"I Disagree” 


“A lot of. hardware dealers 
think it’s smart business to limit 
their stock to just the merchandise 
that has a fast turnover. I dis- 
agree with that thinking. 

“A great many hardware deal- 
ers have also claimed to be too 
busy in recent years to bother with 
any sort of repair work. Well, 
I’m never too busy to undertake 
any sort of an inside or outside 





Jim Lally can “talk shop" with a skilled mechanic with the same fa- 
cility that he can advise a society matron about a gardening problem. 
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repair job. People often phone 
me, or come into the store and say, 
‘Jim, can you recommend a good 
man to make this or that sort of 
improvement or repair job.’ I say. 
‘Certainly, I'll send up a man or 
two when you're ready for them.’ 
Then I arrange with competent 
mechanics who work for me on a 
part-time basis. After the job is 
finished I bill the customer for the 
labor, plus all the materials that 
the store has provided for the job. 

“That way I’m assuring the cus- 
tomer of a satisfactory job done 
with a minimum labor charge: 


‘I’m keeping the mechanics or la- 


borers supplied with work at good 
wages, and the store is also re- 
ceiving a profit on all the mate- 
rials and supplies used on the job. 
Furthermore, it’s an excellent way 
to build up a trade. 

“Just let me show you some of 
the accounts we have on repairs 
and outside improvement jobs 
we ve completed lately,” said Mr. 
Lally, and then produced a large 
stack of bills for finished work. 
many of them for amounts in two 
figures, and a surprising number 
for more than a hundred dollars. 

A letter sign on the front of the 
South Orange store gives just a 
slight idea of the various kinds of 
services offered by the store. It 
reads: “We repair anything. Keys 
made. Glass put in. Bicycles re- 
paired. Pipe cut and threaded. 
Extension ladders rented. Baby 
carriages repaired. Lawnmowers, 
scissors, skates, knives, saws, and 
axes sharpened. Leaders and gut- 
ters cleaned.” But that doesn’t 
hegin to tell the story. 


They Call Him In 
When people with large homes 


want to have all their storm win- 
dows taken down and replaced 
with screens they call Mr. Lally 
and he sends around a couple of 
good reliable workmen who know 
how to work efficiently and they 
complete the job in jig time, to 
the satisfaction of everyone. 

Mr. Lally will provide men to 
do papering, painting, carpenter 
work and has four or five other 
men on call to do almost any sort 
of general work. 

“By furnishing service like this 
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loose wool shipped in straight 
3. Low Maintenance Cost or mixed minimum cars. 
Investigate the large profit pos- 
“s ONE INSTALLATION WILL sibilities of the COMPLETE LINE 
d SELL A WHOLE page oo of Tensulate Insulation, tested 
y NEIGHBORHOOD! LERIO Pump and proven by 17 years use. 
if are covered Write or wire— 
aid <n by U.S. Patent 
W ee “ Numb 
: TELE RE OR ne mass, 
/ 2394191 
Oo 
i. TENNESSEE PRODUCTS & 
. CHEMICAL CORPORATION 
. i Se: Oe © Ae Ae ee ee oe ae 
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‘VAUGHAN 


a+ 


SUB-ZERO 






Vaughan Sub-Zero Axes 
— the axe with the dis- 
tinctive blue finish and the 
silver stripes—are recognized * 
by wood choppers everywhere 
for their quality, design, balance 
and ability to stand up under any 
outside temperature — even as low 
as 50° below zero. The Vaughan 
patented ELECTRIC FUSION PRO- 
CESS and Special Heat Treatment 
are responsible for their toughness 
— their superior performance is 
the result of over 80 years exper- 
ience in designing and manufac- 
turing fine tools. 


VAUGHAN & BUSHNELL 
Manufacturing Company 
Sales Office: 135 S. LaSalle St. 
Chicago 3, Illinois 


1869 


ESTABLISHED 
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my employees and | have a chance 
to actually get into the homes to 
talk with the owners or their wives. 
just like the grocer and the 
butcher boy used to talk with 
Mother in her kitchen. You can’t 
beat that way as a means to bring 
people into your store. 

“I’ve often thought about tak- 
ing all the new merchandise out 
of the window and filling it up 
with all the repaired merchandise 
we've got on hand, just to give the 
public an idea of the amount and 
variety of repair work that we do. 

“Another thing I would do if I 
had the space available for it, 
would be to equip’ a room, in the 
rear of the store, with a workbench 
and every kind of tool and then 
invite all the men and boys to come 
in and do their own work, regard- 
less of whether it would be solder- 
ing, threading a pipe, building a 
lamp, or whatever. They do all 
these things now, but I’d like to 
make it more convenient for them. 

“After all, painters don’t come 
into the hardware store to buy the 
ready mixed paints on your 
shelves. Instead they mix their 
own and make a profit on it. The 
paperhanger supplies the paper 
when he does a job. As I see it, if 
the hardware dealer wants to sell 
more materials he should send out 
men to perform the services which 


householders can’t or won’t do for 
themselves. 

“See those two fellows working 
on those galvanized sheets?” asked 
Mr. Lally. “Well, a lady got an 
idea from a house and garden 
magazine for a way to build a 
stepped-up arrangement for grow- 
ing strawberries. She brought me 
a sketch and asked whether I could 
make it for her, or at least suggest 
someone to make it. I told her 
we'd do it for her and I think we 
can do it to her satisfaction. If it 
works and she gets lots of compli- 
ments from all her friends, why 
naturally she’s going to tell them 
that Lally’s made it for her. 

“A couple years ago we were 
asked to put up a couple of back- 
boards for basketball. They had 
to be regulation, so we found out 
how to do it properly, and as a 
result of that first job we've made 
thirty or more installations since 
then. That’s how you build a 
reputation for a specialty.” 

Mr. Lally pointed to four very 
large serving trays and said, 
“Look at these. They obviously 
are badly in need of a replating 
job. I don’t know why the lady 
didn’t send them to a jeweler, but 
she seems to have confidence in 
us and thinks we can provide any 
kind of work or service—and we 
can, and will. 


Tax the Untaxed First! 


(Continued from page 110) 


same profit at the end of the year. 

That’s where similarity ends. At 
that point, the regular storekeeper 
figures his income tax—as a cor- 
poration if he’s set up that way; 
or as a partnership or an individ- 
ual owner. If the store made $10,- 
000, for instance, a regular cor- 
poration and_ its stockholders 
would pay out $2,717 in double 
tax; two partners would pay 
$1.896, and an individual owner 
would be taxed $2,303. 

But the cooperative and _ its 
members get off easy. Neither an 
exempt farmers’ co-op, a non-ex- 
empt farmers’ co-op, or a city con- 
sumer co-op pays any tax of itself. 
The farmer patrons of an exempt 
co-op owe $689; the patrons of a 
non-exempt co-op owe $830, but 
the city patrons of a consumer co- 
op owe nothing at all. 


Those, | may say, are very 
carefully worked-out figures. They 
show, among other things, that 
our co-op friends are indulging in 
rather characteristic double talk 
when they assert that while “it 
wouldn’t be fair” to tax their earn- 
ings twice, as other corporations 
are taxed, they do pay tax “just 
exactly like a partnership.” Actu- 
ally the difference is considerable. 

Having escaped payment of in- 
come tax, the co-operative now 
proceeds to “distribute” its earn- 
ings in patronage dividends—and 
right here comes the slick trick 
that makes possible the rapid 
growth of the co-ops. Seldom is 
the patronage dividend paid in 
cash money. Instead, payment is 
made in preferred stock or scrip 
or merely by what is called a 
“book allocation”—meaning that 
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the customer’s share of the profits 
is noted on the books of the co-op 
—and the cash is kept in the till 
Jor expansion or any other use the 
management wants to make of it. 

That’s what’s called eating your 
cake and having it too! 

With these untaxed retained 
earnings, the co-op can step out 
and build new buildings, drill new 
oil wells, or buy a competitor’s re- 
finery, his grain elevators, his coal 
and lumber yards, or his factory. 


“Free to Co-ops" 


The saying is current in co-op 
circles that “factories are free to 
cooperatives.” That’s true because 
the factories are bought with 
money that another kind of cor- 
poration would have to pay out in 
taxes. What’s more, the co-op can 
afford to pay more for the fac- 
tories it buys than their actual 
value to any taxpayer! Let me 
illustrate with an actual incident 
from two or three years ago: 

Co-ops approached the owners 
of a small fertilizer factory in 
Pennsylvania. Owners didn’t want 
to sell, but the co-ops insisted that 
they mame a price, “however 
ridiculous.” Profit year before 
had been $15,000, after taxes of 
nearly 50 per cent. That indi- 
cated value of about $150,000. 
Owners quoted $250,000, expect- 
ing to be turned down. Co-ops 
didn’t turn a hair. Dickered a bit, 
finally paid $230,000. 

Owners got $80,000 more than 
they expected—four years’ earn- 
ings after capital gains tax. Co- 
ops paid $70,000 less than plant 
was worth to them—capitalized on 
earnings of $30,000 before taxes. 
Only Uncle Sam and the taxpayers 
lost on the deal. 

A lot of companies, including 
some very big ones, have gone off 
the tax rolls by just about that 
route. Numerous others, among 
them the biggest cane-sugar re- 
finery in the world, the California 
& Hawaii Sugar Refining Com- 
pany, of San Francisco, have vol- 
untarily gone co-operative—“to 
save taxes,” as the vice-president 
of C&H told one Congressional 
investigating committee. 

And inasmuch as a loss of Gov- 
ernment income is never reflected 
in a reduction of Government ex- 
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INVENTORY COST 


IN FHP V-PULLEYS! 
BLUS AN EXCEPTIONAL PROFIT PERCENTAGE 


With Worthington QD Jr. V-Pulleys you 
can fill a maximum variety of FHP pulley requirements 
from a stock investment one-quarter as great as you would 


Interchangeability of hubs with pulleys permits fitting 
any size from a minimum assortment. 

Less money tied up—less space occupied! 

And there’s business a-plenty to be had with Worthing- 
ton FHP Profit-Maker assortments. 70 million V-belt 
driven machines in homes, shops, stores and farms mean 
tremendous — as sales. Get your share with QD 

ey that is ‘“Tight on the Shaft . . . Can’t 


Work Loose . . . Noiseless . . . Trouble-Free . . . Non- 





»? 









With each assortment ‘“‘Profit-Maker” display stand, posters, window banner, 
| other sales helps—no extra charge. 


Also: V-belts Similar profit opportunities with Worthington-Goodyear FHP 
V-belts, including display stand and other sales helps. 


Contact your local Worthington distributor and send the cou 


n for more in- 


formation on the bigger profits with Worthington FHP Profit- Maker assortments. 


——= 
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MERCHANDISING DIVISION 
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4 
Worthington Pump and Machinery { 
Corporation 
MVD Sales Division, Dept. N852 l 
Buffalo, N. Y. | 
Please tell me how | can make higher | 
profits with Worthington FHP Profit- , 
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Styled 


Buttle to sell! 
Fuced to sell! 





OSCILLATING 
FANS 


New improved guards add 
extra beauty and safety. New 
strikingly beautiful finish of warm 
Persian Grey. Still far ahead 
. in styling ...in quality...in 
performance ... in price. 


12” Model N-128 
Heavy Duty 





16” Model N-163 10” Model N-101 
Deluxe Heavy Duty Deluxe _— Duty 








16” Pedestal Model 12” Model N-121 10” Model N-103 
N-165. Adjustable Standard Standard 
in height—4 to 7 ft. 


- FASCO 
Lo- LEVEL AIR 
CIRCULATOR 





Truly beautiful. Exquisitely designed and finished, 
Above average air circulation... without drafts... 
without blasts .. . without noise. Priced to sell at only 
$39.95 retail. (Slightly higher Denver and West.) 


| FASCO 

| AUTOMATIC 
KITCHEN 
= VENTILATORS 


6, 
Meet today’s demand for cool, clean comfortable 
kitchens in every new and existing home. Used as 
standard equipment by America's largest builders. 





WRITE! Get complete information now so you 
can order from your jobber promptly. 





Formerly F. A. Smith Manufacturing Co., Inc. 


ROCHESTER 2, N. Y. 


| 
| 


| 
| 
| 





penses, the rest of us have had to 
pay a little higher income taxes 
to make up for all the tax-dodgers. 

What can be done about it? 

Obviously, as I have said, there 
must be something. Government’s 
expenses are constantly increasing. 
President Truman says we need 
$4 billion more tax money now, 
and if his Administration’s plans 
should all be put into effect the 
Federal budget would rise to as- 
tronomical heights. 

And with more and more com- 
panies seeking legal ways to dodge 
taxes—by going cooperative, by 
selling to educational institutions 
and charitable trusts. by the sale 
and lease-back method, and by 
other ways of tax avoidance—the 
burden of higher levies will fall 
entirely upon those businesses that 
can find no avenue of getting out 
of paying their share. 

The co-ops, arrogant and _politi- 
cally potent in their present tax 
advantage, cynically say “elimi- 
nate the double tax on corporate 
-knowing full well that 
the Treasury will not agree to the 
resulting loss of $10 billion or 
more of revenue. 

Taxpaying businessmen say 
“Tax the untaxed first”—before 
any higher rates are imposed upon 
individuals and regular corpora- 
tions. 

One thing sure: The co-ops are 
worried. They don’t like to be 
called tax dodgers. They don’t like 
the public ill-will, that is building 
up against them. They don’t like 
the unpleasant association of their 
form of organization with the co- 
operatives that’ are being spon- 
sored behind the Iron Curtain by 
Communists and Socialists. 


income” 


Perhaps all these worries, put 
together, account for the fact that 
a number of the biggest among 
farm co-operatives in the country 
are now trying to curry favor with 
the public and the Government by 
paying a part of the income tax 
that they owe. Not all, mind you 

-it’s only a part of the tax that 
they are paying so far. But it 
makes 
tual complete taxation. 

In New York, the big Co-opera- 
tive Grange-League-Federation Ex- 
change will pay this year about 
£400,000 income tax. In Illinois. 
the Illinois Farm Supply Co-op 


beginning toward even- 


will also pay about $400,000 tax. 
And in Missouri, the huge oil co- 
op, the-Consumers Co-operative 
Association, will also pay about 
#400,000 tax. 

That sounds like a lot of 
money. But GLF had profits last 
about $5,000,000, on 
which a regular corporation would 
have paid Federal income tax of 
about $2,000,000. Illinois Farm 
Supply made about $2,000,000 
vut of which a regular tax-paying 
corporation would have given 
Uncle Sam about $800,000. And 
CCA made more than $8,000,000, 
on which its full income tax would 
have been about $3,000,000. 

They are paying something 
but they are still a long way from 
the competitive tax equality that 
businessmen demand. 


year of 


Action Needed 


\ction by Congress is now 
-and legislation may not 
be so far off as some folks seem 
to think. Representative Robert 
W. Kean of New Jersey, member 
of the House Ways and Means 
Committee, has introduced a bill 
to tax the tax-dodging foundations. 
Senator Charles W. Tobey of New 
Hampshire, indignant over dis- 
closures that charitable trusts are 
being used “as a means of tax 
avoidance and unfair competi- 
tion,” is introducing a bill to make 
such organizations report their in- 
come and pay taxes. Senator John 
J. Williams of Delaware is pre- 
paring to re-introduce his bill of 
last summer to tax the co-ops. And 
likely there will be other amend 
ments offered to whatever techni- 
cal tax-revision bill is presented 
to the 81st Congress. 

These are steps in the right di- 
rection. They should be particu- 
larly fruitful when Congress finds 
it necessary to raise more revenue. 
which inevitably will be soon. 

That day should be “must” time 
for hardware men and all other 
businessmen and federal taxpay- 
ers. That is the time we must each 
and every one of us write or wire 


needed : 


or phone our Senators and Con- 
vressmen-—making sure that our 
associates and friends do likewise 

and win this fight for tax equal- 
ity with the ery of TAX THE UN 
TAXED FIRST! 
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PROFIT 
by the fact that... 


darkness means danger 
--.to every customer. 


Make 
S17.14 
Protit 


on an investment of 
only $34.32 by setting up 
a No. 145 Winchester- 
Olin or No. 419 Bond- 
Olin Flashlight and 
Battery Merchandiser 






WHAT 
PEOPLE 
WANT 























in your store. Ask your 
wholesaler’s salesman 
for full details. Olin In- 
dustries, Inc., Electrical 





Division, New Haven 4, 
Connecticut. 











May, June and July 12-page ads 
in brilliant 4-color, sparkling 
2-color, and striking black-and- 
white design. 


"IN THE SATURDAY EVENING POST «© LIFE + COLLIER'S » COUNTRY GENTLEMAN © CAPPER'S FARMER 


PROGRESSIVE FARMER © POPULAR MECHANICS «© MECHANIX ILLU RATED « FIELE 
iN DE DETECTIVE © FRONT PAG DETECTIVE © AND 3 MAGAZINE IN THE OPULAR f 
HARDWARE AGE, MAY 19, 1949 145 








How Much to Spend on Advertising 


Ad-Ventures 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 


Instructor of Advertising, 
Pace College, New York City 


[. is a well-known fact 
that successful retailing is de- 
pendent upon effective and suf- 
ficient advertising. If intelligently 
planned, the sales potential of in- 
creased promotion is unlimited. 

Today, more than ever, each 
dollar put into advertising must 
produce results—must do its job to 
the fullest extent. Every hardware 
dealer, in advance of his promo- 
tions, must decide how much to 
spend. He must make up his mind 
just how many dollars are neces- 
sary to do the best job of attract- 
ing customers into the store. 

Spending money, in itself, will 
not guarantee success, however. 
Other factors always come into the 
picture. Nevertheless, a budget 
must be set up first and careful 
planning and controlling of this 
budget is a requisite to increased 
business. 

Consequently, the eternal ques- 
tion arises—how much money 
should be spent on advertising? 
The answer can only be found in 
a careful analysis of your advertis- 
ing media, your costs, your poten- 
tial results, your location. history, 
service and competition. The study 
must be made to determine the 
expenditure and its channeling. 

Actually, there can be no gen- 
eral rule for all hardware dealers. 
Every advertising budget is indi- 
vidual. Dissimilar conditions make 
each store’s appropriations differ- 
ent. Let us consider, then. some of 
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Spending money is no guarantee of success. A careful 
analysis must be made in order to determine the extent 
of your expenditures and how they should be channeled 


the more important factors which 
must be considered in the deter- 
mination of your promotional 


budget. 


Important Factors 


1. Consider your sales volume— 
Many store owners use their sales 
volume to figure future appropria- 
tions. By closely examining last 
years records, it is possible for 
the dealer to decide how much ad- 
vertising is needed to maintain the 
same volume or to achieve an in- 
crease. Then, of course, he re- 
vises his amount with what he can 
afford to spend. This may be 
higher or lower. 

2. Consider the age of your 
store—It is well known that the 
first year of a store’s life requires 
a greater proportion of advertis- 
ing than ever again. This is neces- 
sary to establish in the minds of 
potential customers, the store’s 
existence, services, prices, policies, 
etc. Consequently, the amount of 
advertising necessary for “intro- 
duction” differs with every store 
and must be considered on an in- 
dividual basis. 

3. Consider the size of your 
store—The size of your store is an 
important factor in determining 
your advertising budget. Usually. 
the larger the store, the greater 1s 
the amount of advertising _re- 
quired. As your store grows, so 
will your budget, in order to reach 
the ever-increasing trade areas. 

4. Consider your store’s policies 
—Your merchandising policy will 


affect your budget. If you run the 
purely “promotional” type of 
store, rapid turnover is necessary 
and in turn, mass advertising. “In- 
stitutional” stores conduct a more 
dignified campaign and attempt to 
build prestige with smaller yet 
more frequent advertisements. On 
the other hand, stores offering less 
service, require more promotion to 
sell merchandise. 

5. Consider your location—One 
of the most important budget fac- 
tors is store location. A_ store 
which is situated off the main shop- 
ping areas requires more than the 
usual amount of advertising to 
attract customers to an unknown 
location. Here, greater advertising 
expenditures are offset by lower 
rentals. This store will tell the 
public, with advertising, the ad- 
vantages of shopping out of the 
high rent districts. 

6. Consider your trading area— 
In order to reach potential cus- 
tomers in a large trading area, 
larger advertisements are neces- 
sary and, of course, larger appro- 
priations. More media must be 
used to reach a larger number of 
people. Hence, the larger the trad- 
ing area, the larger your advertis- 
ing budget. 

7. Consider your competition— 
Probably the biggest influence in 
determining your advertising 
budget will be your competition. 
While it is not necessary to dupli- 
cate your competitor’s budget, you 
should keep close tabs on what he 
is spending. You must follow his 
advertising as closely as your own 
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and make decisions with him in 
mind, . 

&, Consider your available media 
—The various media available to 
you, their rates and their cover- 
age will assist you ir deciding how 
much to spend. You know whom 
you are trying to reach. You must 
decide how best to reach these 
people at the lowest possible cost. 

9. Consider your own past ex- 
perience—Naturally, your own rec- 
ords are very helpful in deciding 
how much to spend. If you keep 
accurate books, you can determine 
exactly which ads “pay off,” 
which media really “pulls,” the 
hest time to advertise and the 
amount of space to use. You can 
analyze trends, successes and fail- 
ures of campaigns. All these facts 
will assist you in the planning of 
future appropriations. 

What a hardware dealer must 
have is a minimum of waste and a 
maximum of efficiency for every 
advertising dollar invested. Con- 
sequently, careful examination of 
the above factors is necessary to a 
successful advertising budget. 


When You Advertise 
The Wrong Price 


(Continued frem page 113) 


sued for damages, insisting the - 


letter was an offer which it had 
accepted. According to the court 
this was not an offer nor could it 
be made binding on the manufac- 
turer by acceptance. The letter 
like an advertisement here merely 
stated the terms on which future 
transactions would be conducted. 

“We are of the opinion that a 
fair interpretation of the letter and 
decument very plainly shows that 
it was not a general offer to those 
addressed but an announcement 
or invitation that the manufacturer 
would receive proposals for sales 
on the terms and conditions stated 
which it might accept or reject at 
its option,” said the court. 

In a Massachusetts decision 
made many years ago where a 
controversy of this same type 
arose, a buyer had written a manu- 
facturer, “At what price will you 
fill my orders?” The manufac- 
turer had replied, “We will supply 
you with gage glasses at the same 
cost we supply the ———— com- 
pany.” Later the manufacturer re- 
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IRONING 
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And what does Famous do for you? Look at this — 
it gives you a complete line of quality woodenware 
that’s priced right to sell. 
tables . . . each with the rigidness, convenience and 
automatic features that Mrs. Housewife goes for. A 
sturdy, attractive step stool that every home can afford 
. ladders 
of every type, built to Famous standards of depend- 
ability. Selected Douglas fir, 
seasoned hickory insure strength and long life. Strong 
steel hinges, braces and rods for stability and safety. 
Selling features to satisfy every homeowner, 


STEP 
LADDERS 


Three styles of ironing 


to own. For your rugged male customers . . 


western hemlock and 





farmer, 
painter, carpenter, — every man who can use a ladder. 
Write for complete catalog and price list. 


| Leaders in Quality Woodenware over 48 years. 


GOSHEN CHURN & LADDER INC. 


| GOSHEN, INDIANA STANDARD 


SINGLE 


Sa iiieienientenl aienieiiieeaed 








FRUIT 
LADDER 


EXTENSION 
LADDERS 


COMBINATION 
TRESTLE & EXTENSION, 
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VICTOR 
MOUSE TRAPS 
BUILD PROFITS 
FOR YOU 





ICTOR has put action in the 

old saying about the better 
mouse trap—the same lightning- 
quick action that’s built into every 
Victor. They’re profit catchers 
because they really catch mice and 
rats. Printed in red and blue on 
warp-resistant blocks and equipped 
with bright coppered steel wire, 
Victors are a cinch to see, to set, to 
sell. Stock Victors for ready, steady 
sales. Also available: Auto-Set and 
Holdfast mouse and rat traps. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MISS. 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


, ‘ 
) 
\W” 11 pays To seu 


VICTOR 


THE TRAPS THAT PEOPLE KNOW 
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fused to fill the orders of the re- 
tailer on these same terms and the 
buyer sued for damages for the 
breach of what he claimed to be a 
contract. 


Creates Obligation 


There was no more a contract 
here than there is in the offer to 
buy at the price published in an 
advertisement. “A contract is an 
agreement which creates obliga- 
tions,’ said the Massachusetts 
court in its decision that there was 
neither contract nor liability. “If 
a person writes to a merchant, ‘At 
what price will you fill my orders 
for goods,’ and receives in writing 
the answer, ‘I will sell you at the 
same rate I sell your neighbor,’ is 
the merchant bound to fill any 
order he may receive before the 
offer is revoked? The offer is not 
certain in regard to the quantity. 
quality, size and kind of goods 
which the merchant agrees to sell. 
It is not intended to bind him ab- 
solutely to sell his whole stock or 
any specific part of it which the 
customer may order. It does not 
contain the means of identifying 
the property he offers to sell. It 
expresses the general willingness 
to sell this customer out of his 
stock at the same price at which 
he sells another and leaves the 
merchant the right to accept or 
reject any particular order.” 

The principle is as old as the law 
of contracts, a contract must con- 
tain all the terms of the agreement. 
In the absence of such terms or 
details a hardware dealer has no 
obligation to sell goods at adver- 
tised prices. The specific details 
of a contract are lacking in an ad- 
vertisement, the quality, size, quan- 
tity, terms for payment. 

In the Wisconsin Supreme Court 
two or three years ago it was laid 
down as law in relation to the 
naming or quoting of prices in 
catalogs, price lists or advertise- 
ments, “A statement of prices of 
merchandise does not become an 
offer to be converted into a con- 
tract by acceptance so long as the 
one quoting the prices intends to 
retain the right to sell the articles 
to any bidder or customer. In 
order to have such an agreement 
there must be a complete under- 
standing that one is purchasing 


and the other selling; in other 
words when te minds of the 
parties have met on the terms and 
conditions making up a contract. 
When one quoting prices goes 
further upon the request of the 
other party and arranges for de- 
termining the amount of the goods 
to be bought and sold he has made 
an agreement upon which a bind- 
ing contract comes into being.” 

A clearly defined instance of a 
merchant’s freedom from the obli- 
gation to sell at an advertised 
price that is often quoted in the 
determination of cases of this char- 
acter occurred in New York State. 
Although here the advertiser was 
a department store and not a 
hardware dealer, the principle of 
law is the same. 

A department store advertised 
in a daily paper, “Well known 
standard makes of radio receivers 
at 25 per cent to 50 per cent re- 
duction” from advertised _ list 
prices of the various makes. A 
customer offered the store a certi- 
fied check for the listed price of 
two radio sets less 25 per cent. 
The store refused to accept the 
check or deliver the radios. 

“The store did not advertise that 
it would sell at the reduced price 
all the radio receivers on the mar- 
ket nor did it advertise that it 
would sell any particular instru- 
ment,” here asserted the court. 
“What it did advertise was that i! 
had for sale at a reduced price 
widely known standard makes of 
radio receivers.” 


No Agreement to Sell 


Such a situation is no more an 
agreement to sell than the state- 
ment of a horse trader that he 
wants to buy a horse and the reply 
of another that he has a horse to 
sell. There are lacking the details 
necessary for any contract. 

That advertisements are merely 
suggestions and not offers to sell is 
pointed out in a Wisconsin de- 
cision. “It is clearly the nature of 
an advertisement or business cir- 
cular to attract the attention of 
those interested in that business to 
the fact that good bargains could 
be had by applying to them and 
not as an offer by which they were 
to be bound if accepted for any 
amount the person to whom it was 
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addressed might see fit to order.” 

A lawsuit against the manufac- 
turer. of certain machinery and 
equipment was tried a few years 
ago in the Federal Court in 
Illinois. A contractor asked a 
manufacturer for the price of the 
machinery that would meet the 
specifications of a contract on 
which the contractor was prepar- 
ing to bid. The manufacturer gave 
the quotations in a letter, conclud- 
ing with, “We trust you will find 
the information we have given 
you complete and wish to assure 
you that we would be pleased to 
supply any additional details.” 

The bid of the contractor based 
on these quotations was accepted. 
The figures furnished by the man- 
ufacturer had referred to one ma- 
chine unit—the contractor had as- 
sumed they referred to two such 
units and had so figured the offer 
in his bid. Here it was held that 
the mere quotation of a price 
lacked the details and particulars 
necessary for the creation of a 
contract. 

“It stretches interpretation be- 
yond propriety,” said the Federal 
Court, “to conclude that the words 
used therein constitute an offer to 
sell certain machinery at stated 
prices.” 

The decision in a Georgia law- 
suit is another instance that estab- 
lishes this law principle that an 
advertiser is free from any obliga- 
tion to sell at advertised prices. 
The proprietor of a retail store ad- 
vertised in a newspaper in that 
city a special three-day sale, nam- 
ing as the price of advertised arti- 
cles “$15.” Somewhere the first 
figure of the price disappeared 
and the advertised amount was 
“$5” not “$15” as planned. Be- 
lieving as many merchants do that 
the goods must be sold at this 
price, 48 sales were made, with a 
loss of $10 in each instance. The 
proprietor of the store sought to 
recover the loss from the news- 
paper. 

Here, as in every instance of 
this character, the absence of defi- 
niteness, of the number of articles 
for sale and descriptions that 
would serve to identify the articles 
offered for sale, made this adver- 
tisement of price merely a sugges- 
tion to prospective customers that 
they come to the store and buy. 
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The merchant was free of any 
obligation to sell his goods at that 
or any other price by virtue of the 
advertisement. 

“The advertiser,” said the court, 
“specified no definite quantity for 
sale though there was a more or 
less indefinite description of the 
qualities of the goods. The first 
essential of a sale is that there 
must be identification of the thing 
sold.” 

The position of the dealer in 
respect to an erroneous quotation 
of prices in a published advertise- 
ment of goods for sale is stated by 
Prof. Samuel Williston, of Harvard 
University, “If goods are adver- 
tised for sale at a certain price it 
is not an offer and no contract is 
formed by the statement of an in- 
tending purchaser that he will take 
a specific quantity of goods at that 
price. The construction is rather 
favored that such an advertise- 
ment is a mere invitation to enter 
into a bargain rather than an offer. 
So a published price list is not an 
offer: to sell the goods listed at the 
published prices.” 


(ene 


8,000 of the City's 
90,000 Inhabitants 
Attend Opening 


(Continued from page 107) 


on the theory that such merchan- 
dise is purchased by people who 
are farm goods customers. 

The tool section in the store is 
decidedly attractive. A large stock 
of hand and small power tools is 
carried and with good reason. 
Rockford is one of the top pro- 
ducers of machine tools in the 
United States, with many of the 
residents being skilled industrial 
plant workers. Naturally such 
customers spend money to equip 
their homes and hobby shops with 
the proper tools. 

The paint department is well 
stocked and is very extensive. 
Brushes and other painting acces- 
sories are displayed, so that the 
paint customer can see them. 

The gift and housewares sec- 
tion in the new store is large and 
contains considerable gift stock 
and small appliances. This section 
is supervised by Mrs. Moline and 
the feminine touch is clearly visi- 
ble in the excellent displays. 





Every man 


(and woman, too) 

is a prospect 
for this 

*]°° seller! 






HANDYMAN’S SET OF 
SCREW DRIVERS 


PAECHANIC’S QUALITY 
ora TEMPERED 


UNBREAKABLE 
AMBER 
HANDLES 


* A tine tor 
every general 
perpose 

+ Sure grie 

* Shock proof 








A necessity for every 
one of your customers. 
Smartly carded for 
quick sales, priced for 
profitable turnover! 


Complete set consists of: : 
@ 2'2” POCKET SCREW DRIVER WITH CLIP 
@ 3%” CLOSE QUARTERS ELECTRICIAN’S DRIVER 
@ GENERAL PURPOSE SCREW DRIVER 

@ MECHANIC’S SCREW DRIVER 


Mechanic's Quality Oil Tempered Tool Stee! Blades; 
Fuller's famous Unbreakable Amber Handles. 


Order through your wholesaler 
We're telling the story of 
FULLER Quality every month, in 
“POPULAR MECHANICS” & “POPULAR SCIENCE” 


FULLER TOOL COMPANY, Inc. 


World's Lar: Producers of 
Unbreakable Amber Handle Tools 


905 Faile Street Bronx 59, N. Y. 
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Hotpoint's Electric Ranges 


Hotpoint, Inc., 5600 W. Taylor St., 
Chicago, IIl., offers a line of six electric 
ranges designed for increased cooking 
and storage capacity at low prices. 





Models embody such features as oven 
timers and combination raisable units. 
Illustrated is model B-34, an apart- 
ment size range, suggested to retail for 
$169.95 which has four surface units 
and a full size oven which will hold 
a complete meal for eight persons. 
Other apartment size model is RB-30, 
to retail for $159.95. Both have rotary 
switches for five measured heat settings. 
Other models include, RU-49, to retail 
at $179.95 with three surface units and 
a deepwell cooker. RB-37 to retail 
at $199.95 has three storage drawers 
and chrome handles. Oven indicator 
signal light, and a six qt. aluminum 
thrift cooker are features of this range. 
In the deluxe class is the RC-12 re- 
tailing at $279 equipped with a raisable 
Calrod unit which may be used as a 
fourth surface cooking position. RB-32 
has platform light, oven timing clock 
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and two appliance outlets, one timed 
for automatic operation. Will retail 
for $239.95. 
one piece wrap around construction. 


Lawn Mower 


Milton Hartman Corp., 1106 S. Kirk- 
wood Rd.. St. Louis, County, 22, Mo., 
offers a rotary power motor with a 
cast aluminum body full guarding the 
rotary blades to protect pets, youngs- 
ters and toes. Powered by a one horse- 
power two cycle engine, built with a 
carburetor claimed to be _ fool-proof 
which is said to provide sufficient power 
with minimum fuel. Direct drive motor 
has a muffled exhaust. As wheels are 
not geared to motor, mower cannot 
run away. Rotary type blades made of 
tempered tool steel, whirl at 2800 
RPM. May be sharpened like a knife 
or replaced at little cost. Cutting height 
of blades adjustable from 1 to 21% in. 
Mower cuts constantly backward or 
forward at whatever pace operator 
moves. Hand throttle on handle pro- 
vides finger-tip control. Chromium 
plated handle is adjustable, high or 
low. Semi-pneumatic rubber _ tired 
wheels make mower easy to handle, 
even up and down steps. Three wheel 
arrangement keeps wheels always level. 
Hartman cuts right up cgainst trees, 
fences, flower beds and leaves edges 
clean. Suggested to retail for $99.50. 





All full-size models have 


Doepke Toy 
Mobile Crane 


Chas. Wm. Doepke, Inc., Rossmoyne, 
Ohio, offers unit mobile crane No. 
2007—all steel, die cast wheels, six 





rubber tires, boom length 19% in., 
overall length 11% in., weight 8 lb. 
8 oz. Gear-operated cab swings in a 
full 360 deg. circle. Steerable front 
wheels and tow bar permit perfect 
tracking behind other model toys. En- 
gine hood removable so lead counter 
weights, shot, etc., may be inserted for 
greater lifting power. Features strong 
cord and movable outriggers with 
jacks. Hook and clam shell are stand- 
ard equipment, both made of heavy 
steel. Suggested to retail for $13.95 
in the east and $14.95 in 11 western 
states, 


Five Tools in One 

Sythax Co., 445 Tennessee St., Mem 
phis 3, Tenn., offers five tools in one; 
scythe, brush hook, hoe, weed cutte1 
and axe. Features hardwood oval 
shaped handle. Sigmoidal shank pro- 
vides proper balance. Steel channel 
support for blade is said to eliminate 
vibration; high steel socket double 
edge blade of fine tool steel, easily 
sharpened without removal. Blade is 
of 16 gage steel, 111% in. long, 3% in. 
wide. Weight per doz. 55 Ibs., packed 
a half doz. to bundle, 
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WHEN YOU CAN GET 
THE MEN FOLKS TO CHURN... 


YOU GOT SOMETHING 
PF rr casen (70 Seu! 


SVit CHURN 


the Butter 











Deluxe Model Retail Price. ..$19.95 
Recommended Dealer's Cost. 12.49 
Standard Model Retail Price. 16.95 
Recommended Dealer's Cost. 11.02 


























Gem Dandy transparent, Duragias 
churn jars are sold separately from 
churn. List price 3-gal. $2.75; 5-gal. 
$3.50 

Prices slightly higher 

west of the Rockies. 














When you turn DRUDGERY into welcome rest—when even the 
men folks want to do the churning—YOU’VE REALLY GOT 
SOMETHING TO SELL! 


Gem Dandy Electric Churn is a necessity on the electrified farm. 
And today there are more than 4,000,000 electrified farms. This 
tremendous, potential market is being presold now through our 
national advertising in Farm Journal and The Progressive Farmer, 
reaching practically every electrified farm. 





This is the big selling season for Gem Dandy Electric Churns and 
it will pay you to push this fine product. 


Gem Dandy Electric Churn is a quality product throughout— 
built to give years of trouble-free service. You can make BIG 
PROFITS by displaying and pushing Gem Dandy 
Electric Churns. Order today from your nearest dis- 
tributor. If you don’t know his name, write us. 


ALABAMA MANUFACTURING COMPANY 


Dept. A-117, Birmingham 3, Alabama 


GEM DANDY 


exer, CHURN 
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HERES HOW 
TEDDY WAXERS 
DOUBLED MY 


Waiter Moore 
MOORE & MOORE INC. 
Newton, Massachusetts 





YOU CAN DO THE SAME 


"It was simple... 1 promi- 
nently displayed and suggested 
Teddy Wax Applicators wher- 
ever and whenever wax was 
sold. This idea paid both ways 
. . . when customers asked for 
Teddy Waxers | sold them wax 


too.” 


This dealer's success story can be 
yours! In fact, you'll find Teddy 
Waxers practically sell themselves be- 
cause they are superior in quality and 
lower in price than comparable 
waxers. 

ge "=="OVER 2,000,000 SOLD==<<="; 


§ * Made of superb hardwood ; 
g * Removable, washable shearling 1 
rn lambswool pads a 
5° Refill pads for Teddy and other ; 
‘ applicators (5 sizes) a 
he Threaded Handles s 


teed ee 


Be prepared for ''Spring 
Cleaning" buyers. Take a tip from 
Mr. Moore. Feature Teddy Waxers 
together with wax in the window— 
on the counter. It will pay off. 


See your jobber or write today for 
Teddy literature and prices. 


FRED V. FOWLER CO. 


137 Federal St. Boston, Mass. 
Res ae: ae 
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WHAT'S NEW 








‘Penna-Lawn' Mower 
Rotary Power 


Pennsylvania Lawn Mower Division, 
American Chain & Cable Co., Inc., 
Camden, N. J., offers a moderately 





priced mower, the Penna-lawn with five 
blades, 16 in. cut, constructed with 
grey ‘ron castings and crucible analy- 
sis steel knives. Machine is said to be 
built with the same precision used in 
previous mower models. In addition 
to the 18 in. cut model R power mower, 
introduced last year, there will be the 
Model T 21 in. cut. 


'Hi-Dri' System 
Of Mow Curing 


The Louden Machinery Co., Fairfield, 
Iowa, offers a pre-fabricated steel hay- 
drier. Now hay can be cut in the morn- 
ing, allowed to dry in the field four or 





five hrs., then stored in the mow. Air is 
forced through the metal duct system 
that is erected on the mow floor. Main 
duct carries air to smaller lateral ducts. 
Loose hay is placed over main duct and 
laterals up to a maximum depth of 
eight ft. Extra cuttings may be placed on 
top of hay that is curing. Atmosphere 
holds moisture in suspension in the form 
of invisible vapor. Air forced through 
hay by the fan and ducts causes mois- 
ture in hay to evaporate and be carried 
off, a process which cools hay. Maker 
claims with the haydrier that danger 
of fire is eliminated as long as fan op- 
erates or until hay is cured. System con- 
sists of four major parts, straight sec- 


tions of laterals, tapered sections of 
laterals, T-ion hoops and flat sections 
for covering main duct. Reported to be 
easy to install and dry all types of hay. 
Louden says cost of mow curing is 
from 50 cents to $1.50 per ton depend 
ing on weather conditions. 


Garden Hose-Clothesline 


In the April 21st issue an item de- 
scribing Supplex garden hose combined 
some of the salient features and the 
suggested retail price of the Elastron 
clothesline with the information con- 
cerning the garden hose. Both products 
are made by the Industrial Synthetics 
Corp., Garwood, N. J. Supplex plastic 
garden hose is suggested to retail for 
$7.95 per 50 ft., and $4.50 for 25 ft. 
Fifty ft. of the hose weighs six lbs. 





Maker claims its silvery grey color re- 
flects ultra violet rays prolonging the 
life of the hose. Reported not to rot, 
mildew or crack. Constructed with a 
reinforcement of cord ply which is 
claimed to permit the hose to be shut 
off at the nozzle under pressure with- 
out danger of damage. Packed five 50 
ft. lengths or 10 25 ft. lengths to a 
carton. Elastron clothesline is sug- 
gested to retail for $1.95 for 100 ft., 
and 98 cents for 50 ft. Inside core is 
high tenacity rayon cord, used in heavy 
duty tires. Elastron jacket is mirror 
smooth and white. Breaking load is 
said to be more than 350 lbs. Packed 
in attractive display basket. Packed 
12 to 100 ft. lengths to carton, marked 
every 50 ft. 
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‘Quik-Shot' Soldering Iron 


The Kemode Mfg. Co., Inc., 161 W. 
18th St., New York City 11, offers the 
“Quik-Shot” soldering iron utilizing a 
chemical cartridge that heats the iron 
to working temperature in five seconds 
and maintains the iron at an average 
soldering temperature of 800 deg. F. for 
seven minutes, says maker. Cartridge, 
size of a small flashlight battery, is 
ignited by the impact of a spring rod 
which is pulled out and released at the 
back of the handle. Chemical mixture 
consists of magnesium type powders 
capable of generating intense heat. 
Heating action is derived from what is 
known as the “thermit” process whereby 
heat but no gas is generated. Therefore, 
maker says cartridge is non-explosive. 
Heat developed is said to be equivalent 
to about 250 watts peak. Six interchange- 
able tip sizes are available, ranging 
from % to 1% in. Iron is suggested 
to retail for $5.95, including four cart- 
ridges. Additional packages retail for 
49 cents and additional tips are $1.50. 


Pilfer Proof Gem 
Micromatic Razor Rack 


American Safety Razor Corp., 315 
Jay St., Brooklyn, N. Y., is offering a 
sale package consisting of a Gem 
Micromatic Razor and the new Gem 
Push-Pak conizining 10 blades in the 
window-end plastic blade dispenser, to 
introduce “Gem’s Clean Sweep Shave” 
to the consumer. The regular retail 
price of $1.49 is sale priced at 98 cents. 
The “Clean Sweep Shave” theme will 
be featured during 1949 in newspapers 
and magazines. The Gem Razor deal 
trade-wise consists of 10 boxed sets, 
each with the Gem razor and the Push- 
Pak dispenser. Each deal includes two 
pilfer-proof, wire counter racks to hold 
five sets each. 
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No. 921 


@ Mell-Hoffmann offers you a complete 
_and sales-proved line of matched kit- 
| chen sets in two series... the deluxe 
900 line” in opaque glass — and the 
| new and popular “500 line” in clear, 
| sparkling “see-through” glass. Gay kitchen colors and bright, attractive 
| decal decorations . . . handy, individually fitted racks for carrying or mount- 
ing... jars with sun-burst design to prevent slipping ... all these things 
|help to make Mell-Hoffmann kitchen sets fast-selling, profit-making, de- 
| pendable!...the very kind of full-value merchandise that appeals most 
| to you and your customers. You'll also want tg feature the pace-setting 

Mell-Hoffmann line of waxed paper and paper towel dispensers ... and 
| the popular new Radio and Accessory Shelf. 


SEE YOUR JOBBER 
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High Power Bolt 
Action Rifles 


Remington Arms Co., Inc., Bridge- 
port, Conn., is offering models 721 and 


722 high bolt action: rifles 


power 





equipped with high comb stocks de- 
signed for use with telescope and re- 
ceiver sights. Announced simultaneously 
is the production of these rifles in 
fancy models with stocks of fine wal- 
nut, extra fine checkering on grip and 
fore-end and scroll and game 
engraving on the receiver and barrel. 
High comb stocks furnished in stand- 
ard grade, and the special B grade at 


scene 


extra cost of $3. No extra charge will 
be made on Peerless or D grade and 
the Premier of F grade models for 
the high comb stocks. Stocks of B 
in models 721 and 722 are of Ameri- 
can walnut and are equipped with sling 
strap swivel loops for 1 in. strap. D 
Peerless includes a stock 
of American walnut specially fitted to ac- 
tion and barrel. Trigger corrugated. Bolt 


model, fancy 





WHAT'S NEW 


handle is browned, bolt body is chro- 
mium plated. Heads of trigger plate 
screws are polished and engraved. In 
F grade artistic finish of perfect crafts- 
manship is combined with the sim- 
plicity of models 721-722 design. Stock 
of full fancy American walnut has 
comb cuts and is topped with an oil 
finish. Gold name plate is set in on 
underside of stock. All metal parts 
highly finished, bolt handle browned, 
bolt body chromium plated. Trigger 
corrugated. Engraving is relief scroll 
with bear head on trigger guard of 
721 and deer head on 722. 





'33' Elastic 
Glazing Compound 


The Armstrong Detroit 17, 
Mich., is making “33” elastic glazing 
compound which is packed in one, five 
and 10 lb. cans and in larger contain- 
ers. Said to spread easily and sets im- 
mediately upon application. Reported 
to be doubly process to retain natural 
oils. May be painted right after ap- 
plication. Reported not to dry out in 
container; not to chip, crack or lose 
Said to be 
holes 


Co., 


its bond: never dries out. 
ideal for patching 


cracks before painting. 
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HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 
THROUGH JOBBERS 


Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. ° 





Des Moines, 


GRIPTROL ! 
The amazing, 
new Homko 
feature — fin- 
gertip control 
through the 
handle grips. 












Just attach to faucet 
and turn on water. 


Revolving Shelves 


W. R. Ames Co., 150 Hooper St., 
San Francisco, Cal., offers cabinet and 
cooler shelves that turn at a touch of 
the finger. Turning on a ballbearing, 











the shelves bring every stored article 
to the front of the cabinet where they 


are within easy sight and reach. Made 
of aluminum which is easily cleaned 
with a damp cloth, they are adjust 
able to any any vertical spacing. Solid 
shelf surfaces prevent spillage of food 
shelves, while circular con- 
struction permits free circulation of air 
between shelves. Available in widths of 
20 in. 


two to six shelves; 


to lower 


from 12 to Units include from 


vegetable bin pro 
vided for cooler units. 





Lift end of hose out of tub. 
Keep Siphon at bottom of 
tub - turn faucet '/2 turn. 



















TRULY A 
QUALITY 
PRODUCT 


lowa 


Drains & Fills Tubs — Washing Machines 
Can also be used as a Cellar Drainer 
@ Approx. 7 feet of 54" 1.D. Braided Hose 
@ Siphon made of Rust-Resistant Metal 
@ Solid Brass Female Coupling and Fittings 


Suggested retail nnice $ 1%8 


HANCOCK MANUFACTURING, Inc. 


131-137 S. Second St. . 








Philadelphia 6, Pa. 
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here's the “ONE-TWO PLAN” that 
makes EXTRA BIG TOOL PROFITS 






Big tool business is THERE if you really want Display Boards to work g<‘ting quick turn- 
it. The way to get it has been proved by over on the most-wanted Duro-Chrome items. 
hundreds of Duro-Chrome Tool Dealers. (1) Feature the full line, (2) Use the boards; 


that’s the “One-Two Plan” which builds im- 
mediate and continuing Profits and Volume. 
Why not talk things over with your Duro- 
Chrome Distributor? He has helped others into 


the top profit brackets, he can do 
line, the Complete line, and that's Duro- the same for you _ DURO 


First, these dealers cater to men’s buying 
habits; they realize that men buy where they 
know they can get what they want. So— 


Seeeeeeeeeeeeeeeeeeeoeeeets 


these dealers feature the right-priced, quality 


Chrome. Second, they know that when a METAL PRODUCTS CO., 2649 

tool is well displayed it’s 90 per cent sold. North Kildare Avenue, Chi- 

So—they put the handsome Duro-Chrome Tool cago 33, Illinois. You begin by 
Writing for 
Your FREE =“ *™, 


Dare Catalog 


DUIRO-CLROWS POOLS 
Lan 


& 


You'll Sell Sets as well as Single 
Tools with Duro's ‘One-Two Plan" 


Duro always has featured 
planned sales, matched sets 
and complete tool sets. Shown 
is the Duro-Chrome 49-piece 
set, including sockets ‘HOT 
BROACHED” for accuracy 
and 25 per cent greater 
e strength—the finest! 

@eeceesessecesvseesesesee* 
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y Cavanaugh Casters are made in all standard models and types — 
DESIGNED 1%” to 3” diameter wheels in wood, soft and hard rubber, and cast iron — 
FOR THESE — AND (complete specifications as per catalogue). 
MANY MORE 
SPECIFIC | 500 SERIES STEM TYPE SS" 750 SERIES LIGHT FURNITURE TYPE 
USES Furniture, office equipment, light industrial i ; These inexpensive household casters are 
Double ball-race for easy, smooth action i 
: really fast moving items. They feature 
Wheels: Soft or hard rubber te thaw Gevancuch SOW WHEE 
Finish: Oxidized Copper which is non-metina end blends with 
COMPLETE STOCKS (200 Series — Single Ball-race) | : } — a 
NEW YORK urniture tones 
500 SERIES PLATE TYPE 2 
LOS ANGELES : : Finish: Oxidized Copper or Cadmium 
oy Television sets, radios, high-grade furniture { 
—mean quick delivery - ae] and light industrial equipment - plated. Available in three types as 
and te freight 4 Double ball-race shown: Grip-neck swivel; Free-swiveling 
— Wheels: Soft or hard rubber; also cast iron plate; Small ball-bearing stem 
y, Finish: Cadmium plated Get the Complete ‘‘PROFIT POSSIBILITY” Story on 
y oe ee the Cavanaugh Line ... MAIL THIS COUPON NOW! 
eZ 4 100 SERIES TOP-BEARING TYPE a ee elements 
. Washing machines, market basket carriers, § JOHN CAVANAUGH CO. 1 
metal furniture, etc. 2111 E. Sist St., Los Angeles 11, Calif. 
Wheels: Soft or hard rubber i Gentlemen: Please send me informotion as indicated below: i 
Finish: Cadmium plated (C Complete catalogue information and prices 
i (0 Jobber and Representative Franchise information ! 


















CAVANAUGH CASTERS Bigag 
JOHN CAVANAUGH CO. ‘ei 


LOS ANGELES: 2111 E. 5st St., Los Angeles 11, Calif. 
NEW YORK: 78 Reade St., New York 7, New York 













Street 


City 
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@ for SALES 
@ for PROFITS 


@ for CUSTOMER 
SATISFACTION 








Here's why it pays to sell the famous 
Coldwell line: you please all your cus- 
tomers because you offer them their 
choice of four hand models and three 
power models; you handle a brand that’s 
been favorably known for more than 
75 years; regardless of the model you 
sell, you make a fair, substantial profit. 


Be sure to find out about NEW 
LOW PRICES. Now you can 
sell more mowers—earn your 
regular profits. See your job- 
ber — or write us. 














COLDWELL LAWN MOWER DIVISION 


Coldwell-Philadelphia Lawn Mower Co., Inc 
Newburgh, New York 
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WHAT'S NEW 








Impact 'Supersockets' 

J. H. Williams & Co., 400 Vulcan 
St., Buffalo 7, N. Y., offers 150 Impact 
“Supersockets” in various styles and 
sizes. Maker claims they are adaptable 





to all socket locking methods used on 
the various types and makes of power 
and impact wrenches. They are made 
of extra tough alloy steel, heat treated 
to withstand the constant shock and 
pounding involved in electric and pneu- 
matic impact nut setting or power nut 
running. Available in seven squ, drive 
sizes with hex openings from 3/16 to 
34% in. and eight point openings from 
5/16 to 1%4 in. in regular and bolt 
clearance lengths. 


National Can's 
Azalea Pattern 


Azalea pattern provides the floral 
decoration added to the National Can 
kitchenware line. This pattern, features 





sprays of azalea flowers in pink tones 
with green leaves. All this is set 
against a contrasting background of 


clear white. Deep red is used as an 
accessory color for such parts as con- 
tainer bottoms, tops, interiors, and trim. 
Pattern is now available in matched 
pieces; step-on-can (10 qt. size), round 
and oval waste baskets, match safe, 
bread boxes (oblong and two-compart- 
ment), 4-piece canister set (for 1 lb. 


11 


tea, 2 lbs. coffee, 5 lb. sugar, 5 Ib. 
flour), and a hooded dust pan. 
Improvements in the form of a posi- 
tive pedal mechanism on the step-on-can 
and domed lids on the canisters have 
been added to this line. National Can 
Corp., 110 E. 42nd St., New York City. 





Portable Paint Spray Unit 


Binks Mfg. Co., 3122 Carroll Ave., 
Chicago 12, IIL, is introducing its “DP” 
portable paint spray unit. One horse 
power paint spraying performance is 
claimed for this 1/3 h.p. unit. DP, Di- 
rect-drive Piston is designed specifical- 
ly for spray painting where low air 
pressure and large volume is important. 
Said to handle enamels, lacquers, house 
and barn paint, shellacs, varnishes and 
other coatings. Maker claims it may be 
classed as industrial equipment in cap- 
sule form. Delivers 40 lbs. working 
pressure, operates on any 110-120v AC 
line. Compressor is 15% in. long, 11% 





in. high and 71% in. wide at base. Has 
no exposed moving parts; motor has a 
safety cut-out overload switch, and over- 
size cooling fins on compressor re- 
ported to permit continuously cool op- 
eration. —— 


‘Snugger’ Cabinet Catches 


Casement Hardware Co., 406 N. Wood 
St., Chicago 22, IIL, offers “Snugger” 
cabinet catches. Attached to the inside 
of the door is a housed keeper actuated 
by a sturdy steel spring. When door is 
open, Snugger keeper “finger” is ex- 
tended from the housing % in. ready 
to grasp the hook on the door with one 
pull, says maker. It is reported that the 
balancing is so accurate that the slight 
est pressure is all that’s necessary to 
open the door and close without a 
bounce back. Installation requires no 
mortising, no fitting and can be done 
easily with a screw driver. Pull knob 
on the outside for opening is all that’ 
needed with the unit. Available in dif 
ferent sizes. 
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Goulds Water Systems Month promotion offers dealers 
a rare profit opportunity. This month—and every month 
—the Goulds line and the Goulds program have what 
it takes to boost your sales of Water Systems and re- 
lated items—and keep them up. 





NEW DEALER CATALOG 





The attractive window streamer shown above is avail- 
able (in color) for your Water Systems Month pro- 
motion. Be sure it’s up—now! 


GOULDS PUMPS INC. Seneca Falls, N.Y. The new Goulds catalog 


is the most helpful, com- 
pleteand easy-to-use book 
in the industry. Get one 
—use it—it pays! 

















GOULDS . 
Balanced-Flow Jet GOULDS 















Tankless, with eatiateeeaet 

self - adjusting Same unit for 
capacity. For deep or shallow 
shallow wells. wells.\4 H.P.to 







5 H.P. sizes. 





FEATURE THE GOULDS LINE... irs the COMPLETE line of today’s finest ' 
pumps. Jet pumps, reciprocating pumps, cellar drainers — S's j 


with the Goulds line, you have the pump that’s GOULDS PROMOTIONAL 
right for every prospect's needs. ; PROGRAM 


GOULDS *Cid”’ 
Shallow Well Unit 












GOULDS “Cid” The most complete, prac- 








ep a pope ner | tical program for Water 
350 gals. per hour. Systems ever developed. 







Tested and proven. See 
your distributor, or write 
us for details. 


[, WATER SYSTEMS 
Ss 10151 YEAR) 


| WaeR StSTEReS FOR EVERY FARM AND HOME NEED 


=" 
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Positive air pump. 
Ball bearing shaft 
drive. Positive oiling. 














FINEST hand mower 

Blair ever made. The 

seventy years of 
experience behind 

every Blair mower 

is reflected in the 
satisfaction they 

The guarantee your 

Pilgrim customers. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 













HULL 
AUTOMOBILE 
COMPASSES 


Give Your Customers 
Confidence on Strange 
Vacation Roads 


@ One of the things users 
enjoy most about Hull 
Automobile Compasses is 
their confidence on strange 













roads ... the constant as- 
surance that they’re headed 
right. Your _ vacation- 


bound customers will ap- 
Preciate the added sales 
and profit in handling the 
fastest-selling automobile 
compass in the world. 
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1 HULL MFG. CO. ' 
1 P. ©. Box 246-HA5, Warren, Ohio ! 
1 Send me information and prices on the Hull t 
§ Automotile Compasses 1 
ESR RR Ee nen aeRO 4 
1 Check © Dealer 0 Chain Store 0D Jobber : 
y STREET ‘ . eas ceeee § 
es F . STATE . ' 
Mb bastedoeoewaenessecadweawwel 
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WHAT'S NEW 








‘Proto’ Plumbing 
Tools Reinstated 


Studies of specialized tool needs for 
plumbing, heating, ventilating and air 
conditioning work resulted in reinstate- 
ment of the following 11 Proto tools, 
it has been announced by Plomb Tool 
Co., Los Angeles 54, Calif.: No. 542 
Floor or Wood Chisel—cut, 4 in., 
length, 10 in. All-steel design said to 
prevent severe cutting that would ruin 
carpenter chisels. No. 6°%% by 18 Spring 
Yarning Iron—blade width, %  in., 
length, 18 in. Blade is of spring steel, 
offset slightly for clearance. No. 14 
5 by 18 offset yarning iron—blade 
width, 11/16 in., length, 18 in. Nos. 
18 and 19 scratch awls—lengths, 7 in. 
and 6% in. stock, 5/16 in. square for 
No. 18 and 3/16 in. octagonal for No. 
19. Rugged construction and absence 





of handles make them suitable for 
marking sheet metal and aligning small 
holes, it is claimed. No. 112 lead-pick- 
ing tool—cut, 3/16 in., length. 9 in. 
No. 130 Ceiling Calker—blade width, 
11/16 in., length, 10 in. For yarning 
and calking joints near ceilings. Goose- 
neck is offset amply to clear extra- 
heavy hubs. Striking head is designed 
for most effective use of hammer. Nos. 
132L and 132R left and right calkers 
blade width, % in., length 8%% in. For 
calking joints near walls or in corners 
where other types won't reach. Nos. 
135% and 135% bending irons—stock 
sizes, 44 in. and % in. Length, 10% 
in. ‘ 
Mop Wringers 

Varket Forge Co., Everett 49, Mass., 
is making a 16 and 25 qt. mop wringer 
bucket. The former bucket is made of 
galvanized or stainless steel and is rein- 
forced. Steel angles attached to bucket 
prevent tipping. Wringing device is 
fabricated of heavy gage steel and is 
designed to exert great leverage with 
little effort says maker. Rollers are 
made of 1% in. O.D. cadmium plated 
tubing and are equipped with brass 





bushings. Long rods run completely 
through roller. Large roller has flanges 
to guide mop. It is 12 by 10 by 9 in. 
The 25 qt. bucket differs from the 16 
qt. model in that it has a platform 
attached to the bucket and 2 in. casters 
with hard rubber wheels which cannot 


mar floors. Constructed of polished 
stainless steel. Bucket is 13 by 12 by 
12 in. Also available in 35 qt. capacity. 
Wooden rollers are available. Mop 
wringers packed three to carton. 


20th Century Counter 
Display Device 

20th Century Paint & Varnish Corp.. 
456 Driggs Ave., Brooklyn 11, N. Y., has 
developed a counter display device 
which operates like a miniature Merry- 
go-round, This “color-go-round” consists 
of pyramiding slots for color chips built 
into a shortened cone. Display revolves 
at touch on a base offering 108 different 
colors to the immediate view. Each slot 
holds an ample supply of 142 by 3 in. 
chips and wheel is made with inner 
compartment so that emptied slots may 
be replenished easily. Has a_ built-in 
center pocket for current literature. 
Has a base diameter of 12 in. and an 
overall height of less than 10 in. Each 
chip is silk-screened with actual paint 


to avoid variance in shade between col- 
or selected and paint purchased. 
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Maytag Automatic Washer 


The Maytag Co., Newton, Iowa, is in- 
troducing its first automatic washing 
machine featuring the “Gyrafoam” 
washing action, a safety lid which stops 
action whenever it is raised: torque 
limiting clutch; fluid balancing ring 
said to permit the tub to spin like a 
top, minimizing vibration: sealed in oil 
power unit, provision for attachment 
to hot and cold water; adjustable screw 
type leg on each corner, permitting ac- 
curate leveling on any normal floor. 
Available in two models, AMP equip- 
ped with power driven water discharge 
pump and AM, employing a gravity 
drain. Any operation can be omitted or 
repeated. Filling of water is automatical- 
ly controlled, holds 13% gals. After 
completion of wash and agitate rinse 
operations, water, detergent and _ loos- 
ened dirt are removed by spin process. 
During washing period, maker claims 
the heavjer particles of insoluble dirt 
settle to bottom where they escape 
through perforations in the bottom in 
the inner tube and are held in between 
inner perforated tube and outer alumi- 
num tub, When spin cycle starts, other 
particles are flushed out by gradual ac- 
celeration of spin which passes most 
of the water out of the tub over the top 
of the clothes. Toe room provided by a 
recess in the cabinet front, and cabinet 
is protected from scuffing by black toe 
board. Gyratator is made of red Bake- 
lite. 


1949 Fishing Forecaster 


Cortland Line Co., Inc., Cortland, 
N. Y., has ready for distribution to 
dealers, the 1949 edition of the Fish- 
ing Forecaster. Pocket size book has 
proved a popular promotion item with 
dealers, says company. Date dial on 
the cover shows the days for every 
month when “Most,” “Some” and 
“Least” fish are apt to be caught. Book- 
let includes information about sizes, 
prices and packaging for Cortland bait 
casting and fly lines. A supply of the 
Fishing Forecasters will be sent to 
dealers upon request, along with sales 
promotional material to tie-in with Cort- 
land’s national advertising. Space is 
provided for dealer to imprint his store 
name and address. 


HARDWARE AGE, MAY 19, 1949 










Packaged to Sell ieediies SPECIAL NAILS RIVETS SCREWS 


Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 lb. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
...-Economy, quality and quick delivery in large or small orders 
...WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. - “25% eS" 


Manufacturers of Cold-Headed Specialties — Established 1850 


¢ 


VN 1WID3d 


AL NAILS RIVETS SCREWS 


RS Cc Betta Crit len 


EXPANSIVE BIT 


This new CC Expansive Bit with its specially engineered 
cutting blade sets a new standard of accurate, fast, clean, 





















smooth cutting in hatd ov soft wood 


FULLY GUARANTEED 
CUTS EASIER. Simplified design; tilted blade; no center lip 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 
edge longer. 
ALL CHROMED BODY. No rust: looks better: lasts longer. 
QUICK, ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 
SELF-CLEARING LEAD SCREW. Constant feed; no loading 




























CC EXPANSIVE BIT SPECIFICATIONS 
MODEL OR LENGTH T EXPANSION RETAIL 
PARTNO. OVERALL | CAPACITY PRICE 
7% a to 
250 | sq. shonk 1” $1.69 
Short Blode ”" to ee 
250-S ”* 
Long Blade ’"* to 65 
250-L "a" 
8%" %" to 
. 189 
MADE BY THE MANUFACTURERS 251 | 9q. shonk 3 
OF CLARK CUTTING TOOLS Short Blode ’”" to 6s 
251-S 1”" 7 
Long Blade IN" to 75 
251-L 3° 
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All-Purpose plete line of Underwood Fencers. There 
— Tr ° are six hangers to display four Fencers, 
Polishing Kit i a power converter, and controller mech- 
\ heavy-duty muslin buff for metal anism, or six Fencers. 





polishing, is the feature of the All- 


Purpose polishing kit introduced by the Atkins W indow Displays 
Ganhar Manufacturing Co., 45 Perry ; ; ; 
E. C. Atkins & Co., Indianapolis, 


Ind., offers a five-piece lithographed 
Bib PURPORT PaLISMING BVEF window display unit. It creates atten- 
SAnOte COmemanion . . . 
s tion by illustrating the many uses of 




















like it in all his- 
tory. So superior it 
could sell at a pre- 
mium — actually 
selling with lowest 
priced ware. 

St., New York 14, N. Y. Kit, complete 


Mirro Bride's Set phssed. 
Aluminum Goods Mfg. Co., Mani- 

towoc, Wis., offers a Mirro bride’s set 

made up of 24 essential aluminum items. Refle 


| ne 
ie j saws in the home and elsewhere. Pri- 
ss marily designed for window use, each doors 
ABD UIE of the five units is adopted for use on ets. 
| the dealer’s counter as each holds ac- not rec 
PORCELAIN ENAMELED WARE tual merchandise. Larger center unit aaa ‘e 
| features the hand saw, and the four wascongnis 
The latest and greatest, small pieces hold hack saws, compass acjants 
a et ae | saws, circular saws and pruning saws. see 
ment . . . Nothing | razor | 
| 
| 
| 





Hous 


Beautifa] 














with arbor to fit any % in. electric Refi 
Rich gray with a pow- drill, includes a 5-in. muslin buff, a New Y 
der-white textured sur- 6-in. lambs-wool bonnet for polishing tic hou 
—_ s ager Res! do automobiles, furniture, ete., and a _ well 
poeple 2 —- sander attachment. It is packaged for age 
+ sae Hgont ge A yt sight sales and carries a ain * ele 
; : Y/ retail price of $1.89. Numbe 
wo Durable ve a 
GLASSTEX is most ss weathe 
durable, serviceable, Display Stand for for mai 

ships better, too. High- «a 
ly resistant to all fruit Fence Controllers ae iL 
: . : ; ; bevel. 
— Always spar- The National Ideal Co., Toledo, Ohio, Maker claims all the basic utensils to tt pt 
° ing. offers the new display stand for Un- equip the bride’s first kitchen and the einen 
Priced Right derwood electric fence controllers. It Mirro cook book are included in the set. pr 
is constructed of heavy, coppered wire Unit is packed in a white and blue mer- celloph 
New manufacturing = —~ and has a sign, silk-screened in two chandising gift carton called the Mirro a pa 
iS cow GLASSTEX L | colors. Equipped with a pocket to hold treasure chest. Suggested to retail for self in 

, z : : ajc 
to you priced for big- ae | @ quantity of four-page leaflets, fully $29. one sq. 
volume selling. illustrating and describing the com- aii tains a 
Real Sales fopes] Magic Decal Remover os 
cen 
The Meyercord Co., 5323 W. Lake 


GLASSTEX is the most 
complete line of GLASS- 
ON-STEEL utensils avail- 
able; over 50 items for 
cooking, serving, sanitary 
and other uses—all in 
beautiful GLASSTEX. 
No other line can offer 
as great repeat match-up 
sales potentials. 


Whitt for detuils Today. | 
tHe MOORE tnametine ano 


MANUFACTURING COMPANY 
WEST LAFAYETTE, 
OHIO 


PS ie 


St., Chicago, Ill., is offering a simple 
method of decal removal. It is of a 
size large enough to cover most decals 
and user soaks the magic decal re- 
mover in warm water and places it over 
decal to be removed overnight. Re- 
mover is taken off and decal can be 
peeled off easily. 


ie 





Sterilized Tacks 


The Towner Mfg. Co., Madison, Ind., 
offers the blue ribbon package tacks 
which are blued by a special lacquer 
process claimed to prevent rust in all 
climates and under all conditions. At- 
mosphere sweat causes rust and rust 
will rot. Packed in colored modernistic 
flat style packages and counter displays. 
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‘Vanity’ Cabinet 


Ideal Cabinet Corp., 7722 Joy Rd., | 
Detroit 4, Mich., introduces a “Vanity” | PAI N F cou NTER ‘ FRCHA iH) 


cabinet which has swinging mirrors at 
each side, the mirrors serving also as 





Do a BIG BUSINESS 


| 
} 
| 
| 
























* 
There n | SMALL SPACE 
ncers, 
mech- 
oan “Aellewall 
aphe SPRING Wing 
atten- (ne 
es of 
Pri- 
each doors for the right and left hand cab- 
se on inets. Center mirror, stationary does 
Is ac- not require fastening to wall. All mir- 
unit rors are copper-baked and encased in 
four stainless steel frames. Cabinets feature 
npass adjustable shelves, piano hinges and 
annie. cushion spring door stops, and are 
equipped with tooth-brush holder and | 
razor blade drop. All hardware chrome | 
plated. 
Mani- = h 
= Automatically sell the 
tems. Reflector Plastic | 
e e 
House Numbers | home fix-it market 
ci _Reflecto Letters, Inc., 401 E. 101st St., 
New York City 29, offers Starbrite plas- | Paine self-selling display merchandis- 
tic house numbers which work by night | k littl ane 
° ‘ ers take up little room on your counter 
as well as by day. Maker claims their | : lt Hell Uae wi 
precision crystal lenses reflect the slight- | yet they do a big oclling os pdlintacil 
est gleam of light from any source. | These colorful displays quickly attract 
—> Numbers are 3 in. high of white or dark the attention of the home handy man. 
- = green plastic that is said to hold its | And once he catches sight of the amaz- 
—F color and resist weather. Lenses are | ingly versatile Paine Devices he’s sure 
| : weatherproof and have a back surface | to buy. For with Paine Hanger Iron, 
FAN for maximum reflection. Design features | Toggle Bolts and Expansion Anchors 
* a clear cut molded frame with narrow | he can do most any hanging or fasten- 
— bevel. Screw holes countersunk, screw | nee: tity deat Gun hauee in toss Cats 
the boss protrudes slightly so that excessive | pe ff ° - 
ape screw driver pressure will not crack the Ce Se Ces 
noel number. Numbers individually sealed in 
See cellophane envelopes with two screws | CONSUMER FOLDER 
“a and packed in a carton that converts it- | DESCRIBES USES —The front of each. 
self into a silent salesman occupying | counter merchandiser contains a quantity of de- 
one sq. ft. of counter space. Carton con- scriptive folders that graphically portray many 
tains a doz. each of 10 numbers, ship- | of the uses for Paine products and help increase 
ping weight 10 Ibs. Numbers retail for hei I 
10 cents each. ner 
Lake 
nple NATIONALLY ADVERTISED—Paine De- 
of a vices are advertised to the trade in a continuing 3 
cals program and to the consumer in Better Homes cA 
re- and Gardens. &> 
over @ 
— —;——=| SEND FOR THIS NEW CATALOG 
| | Send today for your free copy of the Paine cata 
(ser) log containing a description of Paine's complete 
line of Hanging and Fastening Devices. 
nd. The PAINE CO. 2963 Carroll Ave., Chicago 12, Ill. 
juer Offices in Principal Cities 
all 
At- 
st 
atic The Best Craftsmen Always Take 
ays. 





49 HARDWARE AGE, MAY 19, 1949 161 








NILW, 
enESeee 


WHAT'S NEW 








Vichek Display Board 


The Vichek Tool Co., 3001 E. 87th St., 
Cleveland 4, Ohio, offers a red and beige 
12 by 24 in. plywood display board con- 
taining a 61 piece assortment of pop- 


agent will remove road dust without 
scratching the finish, it is claimed. Will 
also remove haze or a light film of 
oxidized lacquer as well as dirt, tar 
spots. or bugs and at the same time 


deposit a hard, glossy and protective 


film. 











Nu-Lume All Purpose Signs 


Macklanburg-Duncan Co., Oklahoma 
City, Okla., is making Nu-Lume all 
purpose signs with a “mail box” dis- 
play and storage case. The reflecting 
letters, finished with a hand hammered 
effect, are said to shine brightly under 
flashlights, auto lights, street lights. 





for this 
COMPLETE 
dependable 

shipping service! 


RAILWAY EXPRESS charges cover 

everything ... pick-up and deliv- 

ery in all principal cities and 

towns, receipt protection, auto- | 

matic valuation allowance. You 

know where you stand when you | 
| 


Sign consists of weather proof dull 
mounting 


black board, L-shaped 








ular size alloy steel chrome plated box 
wrenches, open end wrenches and com- 
bination wrenches. Identified as B14, 
this unit weighs 19 lbs. 4 oz. 





brackets made of rust-proof Alacrome 
and Nu-Lume reflecting letters and 
numbers. Novel display case is fur- 
nished to dealers with their introduc- 
tory order. Also acts as container for 
materials required to assemble a Nu- 
Lume sign for customers’ needs; in- 
cluding, simply written instructions, all 
bolts, washers, mounting boards and 
brackets, for fast assembly. 


use this dependable service. You 
deal with one responsible carrier, | es 


geared to meet your exact indus- 
trial and personal shipping needs Atolak Wax, Cleaner 
Atomix, Inc., Wilmington, Del., offers 


with fast, economical rail-air | 
| Atolak wax and cleaner which is an 


service. 
Whether you’re the sender or “ys : 
| oil in water emulsion of powerful, 
| cleaning agents, said to be harmless, as 


the receiver, it’s sound business 
judgment to say, “Ship it RAIL- | well as wax modified synthetic resins 
of the lacquer type, which are reported 


WAY EXPRESS!” 

| to be resistant to weather and soap. 
| This is possible through the use of an 
| emulsifying technique using less than 
| one per cent of emulsifying agents and 
a certain amount of syntheitc resinous 
wax, which is difficult to emulsify. In 
most cases it isn’t necessary to wash or 
clean car beforehand as the cleaning 








Barbecue Brazier 


Hawk House, 2421 Silver Ridge Ave., 
Los Angeles 26, Calif., offers the Hawk 
barbecue brazier. Said to be sturdily con- 






















The Railway Express i 
vehicleman who : | 
callsforanddelivers | © | 
your shipments isa } > 

member of a typical 
American way busi- 
ness providing an 4 
essential service to | 7 
your community. His | 7 
efficient, courteous 
help is always avail- 
able when needed. 


J 














w 
y 7 


m\ AZ IN 
EXPRESS ) 





structed and portable, the 24 in. stand- 
ard model illustrated is 12 in. high from 
floor to bowl edge. Suggested to retail 
for $28.50; or with triangular grill for 
$23.40. 


AGENCY 


4 





_NATION-WIDE RAIL-AIR SERVICE 





(162 HARDWARE AGE, MAY 19, 1949 HARDW. 











vithout 
1. Will 
lm of 
a, tar 
> time 
tective 


ns 


thoma 
ie all 
” dis- 
ecting 
nered 
under 
ights. 

dull 
1aped 




























the PLYMOUTH P-3 
Packed 2 doz. 
per metal-edge box 













For ACTION SALES — 
SEE YOUR JOBBER IMMEDIATELY! 








“Engineered Quality at POPULAR PRICES” means volume sales! 





ehacksaws @handsaws © keybole saws © hack saw frames 

© panel saws © mitre saws © coping saw frames © coping saws 

© pruning saws @ wood chisels © screw drivers © compass saws & nests 
© block planes © fore planes © jack planes © smooth planes 


GREAT NECK SAW MERS.., Inc. + Mineola, New York 
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WIRE ROPE SOCKETS 


Prompt shipments from stock are available on Wire Rope Sockets 
in sizes 1/4” to 1” rope diameter. Galvanized or Self-Colored, these Weld- 
less Drop Forged Steel Sockets have strength in excess of any wire rope 


which can be fitted! 


Weldless Drop Forged Steel Thimble Rods or 
Elevator Socket Bolts are regularly manufactured for 
| 14” to 1” diameter rope, with 12” or 18” standard 
shanks. Extra lengths can be furnished on special order. 


You'll find the complete line of W-C “Depend- 
able” Heavy and Shelf Hardware in our 1949 Cata- 
log “G”. If it isn’t at your fingertips, write for a 
free copy today. 


WILCOX, CRITTENDEN & CO., INC. 


A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 























STOVE BOLTS 


FOR FLAT HEAD SPECIFY FS GROUP 
FOR ROUND HEAD SPECIFY RS GROUP 


@ ELECTRO GALVANIZED 
@ NUTS ARE ATTACHED 
@ PRICES AND SIZES CLEARLY MARKED 
@ ALWAYS NEAT AND IN PLACE 











40 SIZES 
1633 PIECES 


ALL IN ONE FOOT 
OF SPACE! 


gound HEAD STOVE BOLTS Each Group Consists of: 

|—731 1,” Assortment 
Ve" & 5/32” dia. from 
1," to 2” long 

1—394 3/16” Assortment 
3/16” dia. from 1/2" to 
3” long 

1—269 14," Assortment 
%," dia. from 1," to 3” 
long 

1—143 5/16” Assortment 
5/16” dia. from %4" to 3” 
long 

1—96 3%" Assortment 

¥," dia. from %" to 3” 

long 


aouno HEAD STOVE BOLTS 
saung HEAL sTOvE BOLTS 
“sroue BOLTS 


ran 
cn 


Shuavot Gout’ aud, Sohbet Lo. 


Boston, Mass. # 
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WHAT’S NEW 


‘Shur-Foot' Mulfti- 
Platform Ladder 


Crajt-Bilt Products, Inc., 120 N. Jef. 
| ferson St., Hastings, Mich., offers the 
“Shur-Foot” multi-platform 








ladder 


which is made in 4% and 5% ft. sizes, 





Maker claims that the center of grav- 
ity of the ladder and the user are 
identical therefore permitting the user 
to stand comfortably without body 
fatigue. Can work at any of the three 
heights without obstructions as the un- 
used platforms swing out of the way. 
Front legs act as guard rails. User's 
weight is reported to anchor ladder 
on four legs. Features steel supports 
for stability. Platform strength is said 
to be ample for all requirements. 
Oil Color Unit 

Sheffield Bronze Paint Corp., 17814 
Waterloo Rd., Cleveland 19, Ohio, of: 
fers a unit for its line of oil colors made 
of metal with a colorful display for its 
front side showing actual color swatches 
of the different shades offered as well 
as the different tints possible resulting 
from percentage mixtures of oil color 
and white. Unit has roller equipped 
shelves from the back side, permitting 
dealer to stock boxes of the different 
shades making it easy to show customer 
the actual shade displayed on front card 
and then reach in the back for the stock, 
completing the sale without taking a 
step. 


OU 
= COLORS 
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Foley Lawn Mower 
Sharpener 


bats 7 = — 1 | 





Foley Mig. Co., 3381 5th St., N. E., 
Minneapolis 18, Minn., offers a lawn 
mower sharpener, streamline in de- 
sign, featuring a positive gear-drive, 
with clutch lever which permits oper- 
ator to stop machine instantly without 
turning off motor. Housing protects 
motor and gears. Ten interchangeable 
chucks fit all sizes and styles. Foley 
Electrakeen system sharpens all reel 
blades and cutter bar in one operation, 
turning out three to four mowers an 
hour without removing handles. Model 
M-3 sharpens all hand mowers with 
reels up to 22 in. wide. M-4 sharpens 
all hand and power mowers with reels 
up to 42 in. wide, either right or left 
hand drive. Both M-3 and 4 are also 
made in belt drive models. 


Lonergan Oil Furnace 


Lonergan Mfg. Co., Albion, Mich., 
offers OF-970 Hi-Boy oil furnace; es- 
pecially engineered for small homes and 
as a package heating plant of low-cost 
operation for housing projects. Incor- 
porates the oval-type “Wide Flame” 
Lonergan burner used in Lonergan 
space heaters. Furnace has a rated out- 
put of 70,000 B.t.u. Additional fea- 
tures include: “Miniflow Pilot,” a 
burner within a burner; factory pre- 
set and automatic draft control; fan 
and limit switch; lifetime stainless 
steel burner; double inner liner; air 
cleaning filter; over-sized blower; rust- 
resistant 16-gage rectangular combus- 
tion chamber; and styled casing of 
20-gage steel, finished in baked enamel. 
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Peauti 
sales 


... latest thing in chisels 
to make sales jump, bring extra 
satisfaction to your customers 


Everywhere today they’re talking about the new 
GREENLEE Socket Chisels with durable, eye- 
catching Hard-Wear Handles of tough, trans- 
parent green plastic. Tough enough for the 
severest hammering . . . weather-resistant 
and safe from flash fire. And beauties to work 
with ... handles are of special hand-fitting 
design ...and fitted with those fine, 
bevel-edged GREENLEE blades so 


long the choice of true craftsmen. 





WITH HARD-WEAR HANDLES 


TOOLS FOR CRAFTSMEN 


REENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits « Razor Blade 
Drow Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete Information on these and other fine GREENLEE Tools, write today to 
GreenleeToo! Co., Division of Greenlee Bros. & Co., 1805 Herbert Avenue, Rockford, Illinois, U. S.A. 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing © Allegheny Stainless © Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder © Metal Working Tools & 

Machinery, ete 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Clevelond, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 




























S8e ee eeeeeeensesseuse 


Sell SIMPLEX 


and cash in on every 


customer JACK need 


& RATCHET JACKS 7 


eh, 


Single or Double Actmg 
114 to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift full capacity on cap or toe. 
Rugged construction for heavy 
duty. 







HYDRAULIC JACKS Eig 


8 Models — 3 to 100 Tons Cap. 
Safety Tested to 50% Overload. 
The finest hydraulic jack you 
can sell! Neoprene packing 
seals—plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


a SCREW JACKS a. « 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 


A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 
jacks for rugged action. 


asa mae a? 


SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


Simple x 


TEMPLETON, KENLY & COMPANY 
1056 5S. Central Ave Chicago 44, Ilinors 
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WHAT'S NEW 








Insulated Jug 


Hemp & Co., Macomb, IIl., offers an 
outdoor “Yeeround” jug in which the 
user can predetermine the exact tem- 
perature of its contents up to 12 hrs. 





valve 
faucet 


insulation; air 
pouring at 


triple 
which allows free 
without temperature loss that results 
Two-piece 


Features 


when removing a_ stopper. 
construction prevents thermal dissipa- 
tion through seams, it is claimed. Fin- 
ished with a white porcelain enamel- 
on-steel interior that is acid-resisting 
and easy to clean. Heavy insulated 
stopper expands when knob is tightened 
providing a positive seal. Each jog has 
a “‘tell-all” tag attached permitting 
user to predetermine exact temperature 
of hot or cold. 


Falcon, Jr., Power Mower 


Coldwell-Philadelphia Lawn Mower 
Co., Inc., 302 N. Water St., Newburgh, 
N. Y., has introduced the Falcon, Jr., 
power mower, described in a recent 
issue. It was stated that the mower 
has a cut of 10 in. instead of 19 in. 


Store Modernization Book 


1948 Store Modernization Clinics, a 
compilation of addresses given at the 
second annual Store Modernization 
Show, is offered by the Store Modern- 
ization Institute, 40 E. 49 St., New York 
City 17. The aim has been to keep 
theory close to practice throughout the 
book. Actual situations are analyzed in 
detail, illustrated with photographs, 
blueprints and diagrams. The men who 
analyze them are all specialists in the 
various fields they explore: Store Lay- 
out and Traffic, Store Lighting and 
Color, Displays and Fixturing, Store 
Fronts and Planning and Budgeting. 


This book is said to be a planning and 
guide book for merchants facing the 
realities of modernizing his store. To 
retail for $5. 181 pages, illustrated. 


Ideal Reloading Handbook 


Lyman Gun Sight Corp., Middlefield, 
Conn., offers the Ideal Reloading Hand 
Book No. 36 which contains up to the 
minute and complete reloading infor- 
mation for metallic cartridges and shot- 
shells. The edition has been revised 
both in bringing forth the latest re 
loading techniques and mathematical 
tables and in introducing the new set 


of Ideal shotshell reloading _ tools. 
Available for 50 cents directly from 


the Lyman company or from sporting 
goods dealers. 


Spring, Summer Catalog 
For Cotter Company 


Cotter & Co., 365 E. Illinois St., 
Chicago 11, IIl., is offering its new 
spring and summer catalog, including 
hardware, housewares, appliances, tools, 
kitchen utensils, polishes, sprayers, 
mowers, locks, etc. All products are 
illustrated and specifications and prices 
are included. 


Lighting Socket 
Protector 


Adjustable Fixture Co., 104 E. Mason 
St., Milwaukee 2, Wis., offers the “Ad- 
jusco-Loc” socket protector, may be 
used on most any medium base brass 
shell socket. Socket protector assembly 
consists of a solid die-cast socket cap 
with a minimum wall thickness of 
3/64 of an in. a 16 gage steel ring and 
three brass screws. Maker says cap 
will not kink or break, body and cap 
will not break apart; body and cap will 
not twist in relation to each other. 
Available in % or % in. IP thread 
as a separate assembly or completed 
with pull chain, key, or push through 
socket. 
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Streamlined for Sales 
G-E's Sixty Inch Packaged for Profits 


Kitchen 





General Electric Co., 1285 Boston 
Ave.. Bridgeport 2. Conn., offers a 60 
in. kitchen including a refrigerator, 
electric range, stainless steel sink and 
cabinets. Without moving more than 


ig and 
Zz the 
eC. To 
ed. 


0k 

efield, 
Hand 
to the 
infor- 
shot- 
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tools. 
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shes 


a ft. to either side, the homemaker can cgyar-pright” fini 
cook, store her staples and dishes, re- S C8 
frigerate her food and clean up after a a 
; St meal. Four cu. ft. of refrigerated space .¥- 
new is provided in the NB-4 refrigerator 
uding under the sink drainboard. Range has 
tools three five-heat Calrod surface units 
plus a full size oven and broiler. In 








ayers, : : 5 ; 
: are the cabinet beneath the 39 in. sink, is | pee 
rices space for Disposall. 














rontuth Horvere [LOCKS FREEZE AT 910; 


Catalog for 1949 — 

Frankfurth Hardware Co., Milwaukee 

—— 1, Wis., offers its 1949 general catalog | 
“Ad- No. 9. Includes information on mechan- 


“at ics and household tools, farm and gar- 
den tools and supplies, fencing and net- 
ting, builders’ hardware, roofing and in- 









y 
brass 





mbly ; ‘ 

cap sulation, paint, glass and brushes, shelf | 

a hardware, housewares and house fur- DUST — LOCKS: 

aon nishings, stoves and heaters, electric ap- > 
| pliances, wiring materials, linoleum Go ; 
ca 

po floor covering, fishing tackle, sporting R LOCKS THAT STICK 4 
will goods, and toys. Alphabetical product 

lice index with special types broken down OR RUST OR FREEZE, 


ai and alphabetized. Contains 979 pages. 
eee" Bound in an Apex binder which can be THE BEST PROTECTION , 


leted 
se locked and unlocked permitting re- 


ot 
—_— moval of sheets. 
rs 


| Base Mount for 
TV Antennas | Graqp eG 
i, se ee Oe gee | a r LU ID | Caphted 
: sn 











for TV which may be installed ver- 0 
tically, horizontally or at any angle and LOCK FLUI 
tilted to bring the mast into an upright 

position. This permits any roof, wall 
or siding to be used as a foundation 
for the antenna array. Rotation of the 
antenna to 360 deg. may be accom- 
, plished after the mount has been se- 
cured. Made of % in. cold rolled steel | 












/ NE 

yy > euiorsH Mor on COLD 
ene Ee Se a ek ed LOCK-EASE GIVES YEAR ROUND PROTECTION 
——— AMERICAN GREASE STICK CO. musnecon, micwican 
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“pe PL PLASTIC 


at REFLECTING 


HOUSE NUMBERS 
Cut ia Hal! 


Never before sold at 
less than 79¢. Three- 
inch numbers of gleam- 
ing white or rich green 
Dow Styron plastic, 
sealed in cellophane, 
with screws. Patented, 
precision crystal reflect- YOUR PROFIT 
ing lenses. Completely 
weatherproof. Fast- 49% 
selling Spring and 

Summer item. 

JOBBERS AND MANUFACTURERS’ REPS.: 


Exclusive territories available. Write 
for information. 





NOW RETAILAT 


40: 





salesman 
Tokes only 1 
Mai! « 


hipment 


mmediate 





Reflecto Letters, Inc., 411 E. 101 St., N. ¥. 29 
Ship at once 
asstmt(s), 


, 1 doz. ea. of 10 GREEN 
complete with ‘‘silent salesman,”’ 





1 doz. ea. of 10 si 





numbers, 
and bill us at $28.80 per asstmt., FOB factory. 


able at $2.88 per doz.) 


Name 





Store. 
Address 
City & State. 
Jobber. A-2! 
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WHAT'S NEW 





Caloric Gas Range 


An addition to the Ultramtic line of 
gas ranges features a fully enclosed 18 
in. fluorescent lamp built into the ser- 
vice panel which is telescoped over the 

















backguard of the present 6000 series 


models. Called ‘“U” equipment, the 
backguard will be available on 40 in. 
models only, 6 burners, 4 burner divided 
and 4 burner cluster cook tops in 2 oven 
or high broiler or standard broiler vari- 
ations. Optional automatic oven time 
control is on “CP” models. Height from 
main top to top of backguard is 11 in. 
slightly lower than the height of the 
present fluorescent lamp-equipped mod- 
els which will be continued in the line 
in both “CP” and Non-“CP.” All models 
continue to be engineered for manu- 
factured, natural or LP-Gas. Caloric 
Stove Corp., Philadelphia, Pa. 





Starline Barn 
Equipment Book 


Starline, Inc., Harvard, Ill., offers a 
192 page catalog which features “king- 
size” photographic reproductions which 
show with clarity the appearance and 
application of the products. Descriptive 
copy is concise. 


Republic Dinner Pail 


Republic Stamping & Enameling 
Co., Canton, Ohio, has designed a 
heavy gage all aluminum round, rust- 
proof dinner pail fitted with tight food 
and water compartments. Features roll 
rim edges, overlapping collars, and 
bayonet and spring locks which are 
said to seal out dirt, dust and moisture. 
Assembled with handle raised, all parts 
are held together by spring locks on 
each side. Firm handle prevents pen- 
dulum swing. Large inset pan will 


hold 2 qts. of soup, beans, meat, and 
potatoes, has overlapping collar. Des- 
sert and utensil tray nest on top. Bot- 
tom on outside pan holds 3 qts. water, 
tea or coffee. 


Catalog of Fixed Gages 


A 116-page catalog of fixed gages is 
offered by The Sheffield Corp., Dayton 
1, Ohio. It is a profusely illustrated 
handbook of factual and useful informa- 
tion for the buyers and users of perish- 
able gages and includes prices, complete 
specifications, diagrams and tables. It 
is described as a combination catalog, 
price list, textbook and reference man- 
ual. This is said to be the first catalog 
of any gage manufacturer to present in- 
formation and prices on gages conform- 
ing to the new, unified screw thread sys- 
tem recently agreed upon by the English 
speaking countries using the inch as a 
standard of measurement. 


"Ball-Brite’ Aluminum 
Christmas Balls 


The Ball-Brite Mig. Co., 
19th St., New Lork City, offers a 
Christmas tree ball made from light 
gage aluminum said to have the bril- 
liance of glass balls. Supplied in five 
colors. Also offered tinseled 
rim giving the balls a two tone effect. 
Balls 2% in. dia., Packed 
a doz. assorted or solid color to box, 12 
boxes to carton; shipping weight 10 


lbs. 


lll W. 


with a 


»ylus edging. 
I ging 


Stackbins-In-Stackracks 


Stackbin Corp., 1159 Main St., Paw- 
tucket, R. I., offers stackbins in stack- 
racks for display and storage of mer- 





a keg of 


Will accommodate 
storage and displa‘ 


chandise. 
nails and provide 
for fittings, screws, bolts, hardware 
etc. Available in wide range of sizes. 
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AMAZING a SIMONIZ FOR*FLOORS 


OUTSHINES 
THEM ALL! 


7 COMETS. OME GALLON 5 MEASURE 



















: awe OR A atFuna o> 
ys Guaranteed by» 
: Good Housekeeping 






i 
nor as Aovearisto TOS 


Greatest-of-all campaigns assures 


THORULLCLe ...more Ml.) ay 
Trcaliie for you! 


Watch your Self-Polishing Simoniz profits skyrocket . . . with 
the headline of '49—OUTSHINES THEM ALL! This compelling 
story will sell and resell millions all year—through the greatest 





national advertising program ever! So capitalize on it—and 
the famous name of Simoniz—for ever-increasing profits. 
Order an ample supply of Self-Polishing Simoniz—today! 
THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 


SELF-POLISHING SIMONIZ 
FOR FLOORS 


FOR LINOLEUM, FINISHED WOOD, ASPHALT OR RUBBER TILE AND TERRAZZO FLOORS 


HARDWARE AGE. MAY 19, 1949 169 








me NEW 


° 
TACIT 
ELECTRIC DRILLS 


Hardware dealers — the opportunity you 
have been waiting for is here. Stanley 
Handyman Drills and Stands are quality 
built. Profitable tools for all kinds of 
jobs—priced right. Order from your hard- 
ware jobber. 







No. 04 
Drills 14” in metal and larger in wood. 
Designed for close quarter drilling. 
Equipped with genuine Jacobs Key Chuck. Trigger 
switch has locking device. Retail price, $26.00. 


Bench Stand No. 514H for #04 Drill 





Drills 4” in metal and 1%” in 
wood. The mechanic’s friend. Offset of 
chuck spindle makes close quarter work easy without 
removing pipe or spade handles. Trigger switch with 
locking device, automatic release. Genuine Jacobs 
Key Chuck. Retail price, $42.50. 


hy Bench Stand No. 524H for #012 Drill 


yy 


Drills 34” in metal, larger in 
wood. For maintenance work, 
automotive mechanics, or any 
tough jobs. Sealed ball bearings 
on motor shaft. Thrust ball 
bearings on spindle. Genuine 
Jacobs Key Chuck. Automatic 
release safety switch with lock- 
ing device. Retail price, $87.00. 


Bench Stand No. 535H for #034 Drill 





Each tool carries the full Stanley guaran- 
tee. Write for folder. Stanley Electric 
Tools, 567 Myrtle St., New Britain, Conn. 


THE GREATEST NAME IN TOOLS 











Reg. U.S. Pot. Off. 


HARDWARE ¢ HAND TOOLS ¢ ELECTRIC TOOLS 
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WHAT'S NEW 








‘Perma-Dock’ 
Metal Brackets 


Central Machine Works, 1207 Cen- 
tral Ave., Minneapolis 13, Minn., is 
offering “Perma-Dock” metal brackets 
which permit building a boat dock on 





land in permanent sections 8 or 10 ft. 
long. Brackets are bolted to ends of 
sections and support and tie the sec- 
tions together in the completed dock. 
To install, each section is laid over 
a rowboat, floated into place and steel 
pipes are driven through brackets from 
on top of dock. Brackets are tightened 
on pipes with set screws at desired 
height above water. Dock may be raised 
or lowered for changing water levels. 
Any L or T may be built on dock 
with the brackets which are made for 
11% and 2 in. steel pipe. All edges and 
corners rounded. Cost of dock built by 
this method ranges from $15 to $20 
per 8 or 10 ft. section, including lum- 
ber, pipe and brackets. 


Plus, Minus Folder 


Topflight Tape Co., York, Pa., offers 
a folder entitled the Plus & Minus. 
This folder is a statement of fact from 
this cellulose tape printing firm and 
carries all inclusive warranties and 
guaranties, ' 


Caulking Kit 


A complete caulking kit, known as 
the “Calk-O-Pack, Jr.,” which consists 
of a caulking gun and two caulking cart- 
ridges, is offered by Seal Rite Caulking 
Co., Inc., Detroit, Mich. Suggested to re- 
tail for less than the price of a caulk- 
ing gun alone, kit is designed for house- 
holders who do their own caulking jobs. 
Kit is packed in a two color counter dis- 
play carton, retailing at $3.50. 


Retailers’ Public 
Relations Book 

The Macmillan Co., 60 Fifth Ave., 
New York City, has published a book 
on public relations in the retail field, 


“Public Relations for Retailers,” by 
Tom Mahoney and Rita Hession. Chap- 


ters are devoted to relations of stores 
with employees; with men, women and 
teen-age customers; with suppliers; 
with stockholders, with community af- 
fairs; with competitors and with the 
press. Other units discuss the public 
relations aspects of advertising, prob- 
lems of credit and adjustments, the 
place of public relations executives in 
store organization and the importance 
of attractive physical facilities, light- 
ing and air conditioning to the modern 
store. Retails for $4.50. 


Wisp Electric 
Fence Insulator 


Wisconsin Porcelain Co., Sun Prairie, 
Wis., offers model No. 3 electric fence 
insulator—insulator being separate from 
mounting assembly. Solid porcelain be- 
tween hot wire and post. There are 
mounting assemblies for wood posts, for 
steel posts of all types and for steel posts 
with holes. Made of the toughest break- 
age resisting porcelain, heavily glazed to 
resist moisture absorption, says maker. 
Said to operate on any shape wood post 
or any type steel post. The insulators 
make it easy to move fence as they can 
be unscrewed and used again. As in- 
sulator screws on after mounting as- 
sembly is attached, hammer can’t slip 
and break insulator. No. 3 insulators 
packed 25 to retail carton. No. 301 
mounting assemblies for wood posts, 
screw disc on nail, 25 to retail carton: 
No. 302, for all types steel posts, screw 
disc with saddle and wire, 25 to retail 
carton: No. 303, for steel posts with 
holes, screw disc with bolt, 25 to carton. 


Doll's House 





Five large rooms decorated in full 
color-simulated carpets, tile and wal- 
nut wall panels with built-in shelves, 
cabinets and reproductions of actual 
paintings. Baked lacquer finish. All 
steel construction. House is 21 in. wide, 
141% in. high, 10% in. deep. Packed 
a half dozen to carton. Weighs about 
33 Ib. Suggested to retail for $3.49. 
Available with 52 piece matching fur- 
niture set, including six dolls, for 
$5.98. Meritoy Corp., 222 Quincy S: 
Boston 21, Mass. 
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People are putting words in our ads! For these 
words of praise come out of voluntary letters 
written to us by hundreds and hundreds of Zippo 
owners. Yes, sell a Zippo, and make a friend! 
Your good word for Zippo is ‘‘Goodwill!”’ 








HERE'S THE GOOD 
WORD FOR MAY- 
JUNE SELLING! 


Watch your Zippo sales zip 
ahead when this full-page, 
full-color advertisement 
reaches millions and millions 
of magazine readers! It's timed 
right for your second major 
gift-selling season of the year. 
Watch for it in Saturday Eve- 
ning Post (May 14th issue)... 
Life (May 16th issue)... The 
New Yorker (May 14th issue). 





Give Dad a famous Zippo lighter 
engraved with a message of love—ie 4 
own handwriting! You make it his am 
w he'll cherish it. Best of oll, 
always carry because Zippo 

always works. So 
gvoranteed for life 






















clone—and ho’ 
it’s the gift he'll 
js the lighter thot 
mechanically perfect it is 


air. 
will never cost anyone o penny 10 TP SELL THE ZIPPO 
“— ‘or keeps! 


Give—or own—o Zippo. It's f 


— GUARANTEE! 


Pensonalae Gh 
W's Eeny To Pervonelte orjerinen mewoue— even ©, ents 
por rpg hp es W tokes cone teow dor, ont you! Lippe : 
oe Si geen rene en What a selling story for you! Every 
eh prices. Ano 


Uetrates mony beoae, our doce for © COPY: single Zippo is unconditionally 
guaranteed for life . . . will never 
cost anyone a penny to repair. 
You're selling guaranteed satisfac- 
tion when you sell a Zippo. 


colon 


- nonae's woe fy 
woes! $7.50. Add $1 

od en 
tor 
groving on other side 


ZIPPO MANUFACTURING COMPANY, BRADFORD, PA. 
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MORE PROFIT 
with 
Lafayette 


CIRCULAR 


SAWS 
Made Right 
Priced Right 


FOR HOME AND 
FACTORY USE 


Made of finest quality heavy gauge 
alloy steel, properly tempered to with- 
stand hard usage in home workshop 
or factory. Each blade attractively 
packaged. 

Deliveries promptly made from fac- 
tory stock. Mail and phone order 
shipped pronto. 


DEALERS! 


Step up saw profits with the 
competitive Lafayette Line! 
sell quality at a price! 


write for free data sheet and price list 


LAFAYETTE SAW & KNIFE, INC. 
115 Banker Street, Brooklyn 22, N. Y. 
Manufacturers of 
Circular Saws—Band Saws—H. S. Planer & Jointer Knives 
—Moulding Blanks—Beveled Edge Shaper Stee! —Dado Sets 
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Members of the board of directors, A.S.A.H.C., left to right: T. R. Felts, 
E. B. Bradley Co., San Francisco: Lawrence B. Stuart, California Hdwe. Co., 
Los Angeles; George P. Merrill, The Stanley Works, New Britain, Conn., 
president; Daniel C. Hay, Beverly Hills, Calif., first vice-president; Arthur H. 

Uhler, San Gabriel, Calif., and Herbert C. Dill, Portland, Ore. 


Builders’ Hardware Merchandising 
Discussed by Pacific Coast Group 


PPROXIMATELY 250 builders’ 
hardware men met at Phoenix, 
Ariz., for the fourth annual Pacific 
Coast regional conference of the Na- 
tional Contract Hardware Assn. and 
the American Society of Architec- 
tural Hardware Consultants, April 
12-13. The program of the three- 
day meeting was built around the 
theme, “Merchandising Builders’ 
Hardware.” 

Lawrence B. Stuart, A.H.C., Cali- 
fornia Hdwe. Co., Los Angeles, dis- 
cussing merchandising from the con- 
tract builders’ hardware operational 
point of view described four quali- 
fications necessary to a consultant. 
These were “know how,” fairness, 
salesmanship and service. “Know 
how,” he said meant that a consul- 
tant must know his products; know 
its advantages, its limitations, and 
know how to sell the product. The 
consultant must be an expert in de- 
tail, having knowledge of, and the 
ability to write specifications and 
figure plans. 


Salesmanship Defined 


Salesmanship, he defined as re- 
quiring enthusiasm, requiring being 
an “eager beaver,” which was the 
difference between putting in a bid 
and “merchandising is just that,” he 
said. Service was summed up as 
consisting of writing specifications; 
detecting to some extent architec- 
tural errors; learning the whims of 
the person with whom one is deal- 
ing; packaging properly; marking 
carefully, and trouble shooting. 

Merchandising from the manu- 
facturer’s point of view was pre- 
sented by W. C. Habbersett, presi- 
dent, Reading Hdwe. Corp., Read- 


ing, Pa. He made the observation 
that the builders’ hardware business 
is one in which there is little oppor- 
tunity to stimulate any business: it 
is a business of a secondary supplier 
dependent upon someone’s desire to 
build something. “We can’t go out 
and influence someone to build a 
home or a building just to use our 
product. But there are many things 
that can be done to make people 
hardware conscious and that is mer- 
chandising.” 

Mr. Habbersett continued, “It 
doesn’t make any difference what a 
manufacturer does to help a dealer 
in display in the merchandising of 
builders’ hardware but unless a 
hardware dealer keeps himself iden- 
tified with builders’ hardware, his 
identity will soon be lost.” Sample 
and display rooms he pointed to as 
important merchandising methods. 

To get orders, he said, it was 
necessary to get out and sell the 





ARTHUR J. SCHELLEY 
President N.C.H.A. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
























WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK! 

STICKS AND STAYS pyr 
il 

| 





Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard. 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may me 
fall out or  : off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial usérs, 


The PLASTIC Repair Material 







in POWDER Form 


( Here's the one that 



























company, the product and oneself 
and that hence personality was an- 
other important merchandising fac- 
tor. Further, it is important to know 
what you're selling; know what 
you're talking about and to be able 
to talk intelligently to those people 
you're trying to impress and sell. 

The merchandising of builders’ 
hardware from the distributors’ point 
of view was the subject taken by W. 
EF. Peterson, A.H.C., Shapleigh.Hdwe. 
Co., St. Louis, Mo. The four basic 
principles of good merchandising 
outlined by Mr. Peterson are: the 
careful selection of materials to be 
carried in stock; the proper sam- 
pling and catalogue afrangement of 
these items; qualified and well-di- 
rected salesmen to present goods to 
the trade, and the close supervision 
of inventory to secure maximum 
turn-over. 


Need for Education 


Mr. Peterson pointed to the need 
for education among distributors’ 
salesmen which he termed as more 
apparent now than ever before. 
“While builders’ hardware is tech- 
nical, it is not so much so that any 
competent salesmen should not 
grasp its fundamentals after a brief 
period of study,” he said. “As much 
information as possible should be 
given to new men and as many re- 
fresher courses as possible made 
available to the older salesmen. 
There is little reading matter along 
this line, except the book, ‘Taking 
The Mystery Out of Builders’ Hard- 
ware, published by Harpware ACE. 
Of’ definite assistance to salesmen 
would be the use of standard finish 
symbols and simplification of num- 
ber systems in the trade.” 

The architect’s view point was 
discussed by Frank Lloyd Wright 
who commented that hardware was 
still too ornamental and not suf- 
ficiently simple. “The less of it in 
evidence the better,” he commented. 
“What would it mean to produce a 
good line of fine and effective hard- 
ware?” he asked. “Not what it used 
to mean—not an ornamental outside 
and then get along and fix up the 
inside as best you can; but some- 
thing that really works, out of sight 
in the floor like a good floor hinge, 
or a pintle hinge; locks that were 
automatic and simple and mostly 
inside, and what would appear out- 
side, easy to work with. There’s an 
architect’s point of view as to what 
the future of hardware should be 


like.” 
“Maintenance of Builders’ Hard- 


ware for Public Buildings” was the 
subject of an address by Thomas L. 
Edens, Supt. of Buildings and 
Grounds, Phoenix Public Schools 
Mr. Edens discussed some of the 
problems that arise in connection 
with hardware on school doors and 
told about the type of hardware that 
had been found most satisfactory. 
One suggestion he offered was that 
all locks, classroom type and panic 
bolt type should be made a re- 
versible type lock since it would 
make the maintenance problem 
easier. He also believed that the 
architect should take more time in 
figuring the cost of finish hardware 
and, if possible, have a table set up 
on the cost of different types of hard- 
ware which would enable him to 
arrive at a better figure when setting 
up an allotment. He described this 
as one part of a building on which 
architects skimp and this would have 
to be overcome if there were going 
to be buildings with better working 
doors, windows, and locking de- 
vices. 

John R. Schoemer, managing di- 
rector of the N.C.H.A. and executive 
secretary-treasurer of the A.S.A.H.C., 
with headquarters at 420 Madison 
Ave., New York City, in his report, 
traced the growth of the associations 
and the work they are now doing to 
further the builders’ hardware in- 
dustry. In 1944, he said there was a 
total of 330 members and_ today 
there is a membership of more than 
1100. 








WILLIAM J. EBERLEIN 


vice-president in charge of sales 
Greenfield Tap & Die Corp., Green- 
field, Mass., who was elected a 
member of the executive committee 
of the American Supply & Ma- 
chinery Manufacturers’ Association, 
Inc., at its recent convention held 
in Cleveland, Ohio. 
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, o Cons es bal on png’ There is an R. Murphy “Stay Sharp” quality 

—_— = Lith hed T knife for every cutting purpose . . . each knife 

dware thographed Tubes specially designed, honed and handled to 

set up 30 outstanding colors, make a particular cutting job easier. 

-hard- triple ground in pure R. Murphy ‘Stay Sharp” knives are made 

im to linseed oil to give « from the finest tempered steel. Uniformly hard- 

etting maximum strength ened by an exclusive process — hand-honed 

d tl og 9 RUBSER _- vi to insure lasting sharpness and precision joined 
this = cleanest colors. Ca to custom handles that provide the proper grip 

— » a est uniform qual- Order a complete stock today — be ready 

1 have ; ity assured because with the knife your customer needs to do the 

going of our volume production and modern equipment. job right. 

king A beautiful metal display cabinet is available as a BONING «4 FREE: Catalog on request. 
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than 


_| announces 


two beautiful, new ‘‘Anniversary’’ heaters in 
Period Cabinet “Chippendale” design . . . with 
advanced engineering that outperforms all others! 














MODEL PF5149 —tThe only oil home heater on the market that combines 
everlasting beauty with advanced engineering features that assures Silent 
Sioux leadership. Twin radiators, big combustion chamber and the famous 
Triplex burner permits the maximum of heat from the oil being consumed 
regardless of draft or weather conditions. Three-way, Forced Circulation 
directs all the heat where it gives the most comfort . . . on the floor ... and 
in the living area, not up the stack or near the ceiling where heat is wasted. 
Combine all this with the beautiful “Period Cabinet” design and you have the 
Profit Leader in the oil. heater business. 


MODEL GH3049, is the New vented 
type gas burning home heater being introduced ey 
to the Silent Sioux “Anniversary” line this 5 
year. Styled in the new Period Cabinet “Chip- 


pendale” design, it fits-in with any decorating 2 . 
scheme . .. from the modest home to the Vv FLOOR LEVEL Forced Circulation 
most ultra-modern of interior decoration. It Vv TWIN RADIATOR Construction 


is adaptable to all three types of gas ... é a 
natural, manufactured or L.P.G. The guar- Nv Famous “TRIPLEX” BURNER 
antee of performance is the Silent Sioux name . “CHIPPENDALE” Period Cabinets 


which has meant honest, dependable service 




















and workmanship for more than a quarter of seseseeeseseseseuesesesassy 

ales a century. a SILENT SIOUX OIL BURNER CORPORATION 
oon ES" OFAN CITY, [OWA DEPT. HA 5 

da ¥ Please rush full details about the Silent Sioux § 

ittee Write Today for Full Information About the Re- Mg agers, A sd or en ' 

Ma- markable SILENT SIOUX “Anniversary” Line & al 7” ” seta io 

owe of Dependable Oil & Gas Heating Equipment & Address ‘i i 
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. . . 4 1 City State | 

Silent Sioux Oil Burner Corp., Orange City, lowa faa eee eee eee eee ee eee ee eee ee os 
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P. & F. Corbin Div. Names Gednes Parsons 


Sales Mer., W. R. T. Crolias Ass’t. Sales Mgr. 


Earl V. Pomeroy, 


vice-presi-| manager has been named man- | 


dent of the American Hardware) ager of stock sales. 


Corp., recently announced three| 





GEDNES PARSONS 


executive advancements in the 


P. & F. Corbin Division, New | 


Britain, Conn., sales organiza- 
tion. 

Gednes Parsons, former as- 
sistant sales manager, has been 
promoted to sales manager. 
W. R. T. Crolius, service mana- 
ger, has succeeded Mr. Parsons 
in his former capacity and Wil- 


liam J. O’Day, assistant sales 





W. R. T. CROLIUS 
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Mr. Parsons represents 


service the division in an execu- 





| WM. J. O’DAY 


the | 


third generation of his family to | 


| Corbin for four years. 


training, 
| service 


| tive position. He joined the 
| company in 1942 as a production 
department trainee. He was later 
named to serve as_ assistant 
superintendent of war produc- 
| tion. In 1945 he was appointed 
assistant sales manager. Mr. 
O’Day has been with P. & F. 
Corbin, nearly 13 years. He be- 
gan his hardware career as a 
member of the 
ment. In 1937 
sistant manager 


he became as- 
of the depart- 





service depart- | 


ment and then was advanced to | 


service manager. He continued 
in that capacity until 1947 when 
he became assistant sales mana- 
ger and a member of the divi- 
sion’s sales staff. 
Mr. Crolius has been with 
After a 
year of production department 
he became assistant 
manager. Three years 
ago he was promoted to stock 
service manager and in 1947 took 





over the service managerial post | 


vacated by Mr. O'Day. 





HANOVER WIRE CLOTH | 
ACQUIRES MADISON | 
WIRE CO. PLANT | 


The Hanover Wire Cloth Divi- | 
sion of the Continental Copper & 
Steel Industries Co., Inc., Han- 
over, Pa., has recently purchased | 
|the Hanover, Pa., plant with all | 
| machinery and equipment of the | 
| Madison Wire Co., Inc. This ac- 
| quisition will enable Hanover to | 
| be assured of a steady supply of | 
steel weaving wire to produce its 
Corronized wire screen cloth, | 
| says A. Y. Wolff, assistant gener- | 
| all manager. The operation will | 

be under the general direction of | 
| Herbert S. Fuhrman, superintend- 
| ent. 








| TINNERMAN FORMS SPEED 
| GRIP NUT RETAINER DIV. 
| Tinnerman Products, Inc., 
| Cleveland, Ohio, has established 

a new division and appointed | 
Charles E. Pearson coordinator | 

of sales, production and engineer- 
| ing of the speed grip nut retainer. 


| ‘ 
| Mr. Pearson has been retained | 


| the 


to expedite all phases of Speed 
Grip development. 

Mr. Pearson served seven years 
as superintendent for National 
Stamping Co. of Detroit and for 
10 years was associated with Mt. 
Clemens Metal Products Co. 





CLARKE SHAW, SALES 
MGR. BROWN-CAMP 
HARDWARE CO. 
Clarke Shaw, formerly adver- 
tising manager of Brown-Camp 


Hardware Co., wholesalers, Des 
Moines, was appointed sales 
manager to succeed E. N. 


Rhoads. Mr. Rhoads was named 


| merchandising manager. 
Clarke Shaw is a graduate of | 


Simpson College. He is a mem- 
ber of the board of directors of 
Manufacturers & Whole- 
salers Bureau of the Des Moines 
Chamber of Commerce, a mem- 


He | 
| served two years of active duty 
during the war. 


CAMILLUS ELECTS TATE 
A VICE-PRESIDENT 
Ralph H. Tate has recently 
been elected a vice president of 
Camillus Cutlery Co., New York 
City 17. He has a record of con- 





RALPH H. TATE 


spicuous achievement in _ the 
United States Army over a pe- 
riod of about 30 years and re- 
tired as a brigadier general in 
1947. During World War II, he 
served as assistant chief of staff 
for supply for the Fifth Army 
and Fifteenth Army Groups in 
Italy under Gen. Mark W. Clark. 
After the war he was assigned to 
occupation duties in Austria where 
he served as Deputy Commander 


| and Deputy United States Com- 


missioner. 

Since his retirement in 1947, he 
has been associated in business 
and engaged in merchandising, 
selling and administrative work. 
Mr. Tate will assist Alfred B. 
Kastor, chairman of the board 
and G. F. Lewis, president. 





| CREIGHTON HILL MEMBER 


OF BIRD & SON BOARD 


At the recent annual meeting 
of the stockholders of Bird & 


| Son, Inc., held at East Walpole, 


ber of the board and treasurer 


of the Iowa Industrial Editors 
Association, and a member of 
the Des Moines Advertising 
Club. 


HARDWARE AGE, MAY 19, 


Mass., Creighton Hill of Boston 
was elected to the board of di 
rectors. Mr. Hill is personnel di- 
rector of the company and also 
is in charge of industrial rela- 
tions. 
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Elect J. W. Alsdorf, President 
Of National Housewares Mfrs. Ass’n. 


J. W. Alsdorf, president of 
the Cory Corp., Chicago, was 
elected president of the National 
Housewares Manufacturers Asso- 


J. W. ALSDORF 


ciation at a meeting of the 
board of directors held recently 
at the Palmer House. He was 
formerly vice-president of 
association. 

The NHMA, with headquar- 
ters in the Merchandise Mart 
here, sponsors the National 
Housewares and Home Appli- 
ance Exhibits held semi-annu- 
ally in January at Chicago and 
in July at Atlantic City. 

J. A. Kaplan, of Joseph A, 
Kaplan & Sons, Inc., New York 
City, was elected vice-president. 
H. H. Kimball, of Landers, 
Frary & Clark, was re-elected 
treasurer, and A. W. Budden- 
berg was again named execu- 
tive secretary, a post which he 
has held since 1943. 

J. R. Caldwell, head of the 
Wooster Rubber Co., Wooster, 
Ohio, and former president of 
the association, was elected to 
the board of directors. The fol- 
lowing directors were re-elected: 
George Fritz, Jr., F. H. Lawson 
Co., Cincinnati, Ohio, and E. M. 
Grable, of the Aluminum Cook- 
ing Utensil Co., New Kensing- 
ton, Pa. Other directors are: 
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the | 





A. A. Bernardine, National 
Enameling & Stamping Co., S. 
L. Hanssen, Hanson Scale Co., 
and B. S. Peirson, Corning Glass 
Works. 

Newly elected members of the 
executive committee include Mr. 
Kaplan as chairman, and Mr. 
Alsdorf. Other members are the 
Messrs. Hanssen and Caldwell. 





MASURY’S NEW PLANT 
WITH ILSLEY & HELD IN 
METROPOLITAN N. Y. 


John W. Masury & Son, Bush | 


and Severn Sts., Baltimore, Md., 
have entered into an agreement 


with the Ilsley & Held Co., 178- | 
180 E. 124th St., New York City, | 
to warehouse and distribute the | 


complete Masury line of paints, 
varnishes and enamels. Under 
this arrangement Ilsley & Held 


Co. is also licensed to manufac- | 


ture .certain Masury products, 
using Masury formulas and sub- 
ject to the laboratory controls of 
the Masury Co. 

Ilsley & Held has served some 


50 years as a Masury distributor. | 





TOMES HEADS SALES 
VALDURA DIV. AMERICAN 
MARIETTA COMPANY 

Austen F. Tomes has _ been 
recently appointed sales manager 
of the Valdura Division of Ameri- 






i” 


A. F. TOMES 


1949 


| can-Marietta Co., Chicago paint 
manufacturer. 

In the paint business since 
1927, Mr. Tomes has been east- 
ern sales manager for the Trus- 
con division of Devoe & Reynolds, 





Horn Co., New York, for eight 


years. 


APPOINT FRIGIDAIRE 
QUALITY SALES 
DIVISION MANAGER 


Joseph W. Doan, appliance sales 
| manager for Frigidaire’s Pacific 
Region, has been appointed 
manager of Frigidaire’s Quantity 
| Sales division with headquarters 


| ance sales manager, announced 





| recently. He succeeds C. H. 
| 

| 

| 

| 

| 

JOSEPH W. DOAN 

| Glenny, who has resigned to 


enter business for himself. 

Mr. Doan first became associ- 
ated with Frigidaire in 1928 
when he served as sales promo- 
tion manager of the factory 
branch in Seattle. Later 
joined the Los Angeles branch 
and served as division manager, 
apartment house and quantity 
sales manager and then sales 
promotion manager, and in 1948 
was made appliance sales man- 
ager of the Frigidaire Pacific 





region. 


he | 


Inc., New York, for the past two | 


years. Previously he had _ been | 
general field manager of the 
maintenance division of A. C. 


in Dayton, H. M. Kelley, appli- | 


APPOINT C. H. O’CONNOR 
DIST. SALES MGR. 
FOR SILEX COMPANY 


The Silex Co., Hartford, 
Conn., has recently announced 
the appointment of Caleb H. 


O’Connor as a district sales 





CALEB H. O'CONNOR 


manager covering the territory 
of Connecticut, Western Massa- 


| chusetts and Eastern New York. 





Prior to his affiliation with 
Silex, Mr. O’Connor headed the 
department store 
of the Bronson-Townsend 
New Haven, Conn. 


sales division 
Co., 


H. L. JOHNSON NAMED 
COOLERATOR S.E. 
DISTRICT MANAGER 


Herschel L. Johnson has been 
appointed Coolerator district 
manager for the Southeast, it was 
announced recently by William 
C. Conley, Jr., Coolerator sales 
manager. 

Prior to this appointment, Mr. 
Johnson was Coolerator electric 
range specialist for the South. 
He was formerly associated with 
Hotpoint, Inc. for 11 years as a 
field representative throughout 
the Southeast. 

In his new position, Johnson 
will supervise the sale of Cooler- 
ator refrigerators, electric ranges, 
and family-size home freezers in 
Georgia, Florida, North Carolina, 
and South Carolina. 
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Fifth Nat’l. Housewares & Home Appliance 
Show Jaly 11-15 in Atlantic City 


Manufacturers and buyers of 
housewares and appliances will 
converge on Atlantic City, N. J., 
for the second time since the war 
for the fifth National Housewares 
& Home Appliance Exhibit to be 
held July 11-15 in the city’s 
boardwalk auditorium, sponsored 
by the National Housewares Man- 
ufacturers Association, 1402 Mer- 
chandise Mart, Chicago, under 
the direction of A. W. Budden- 
berg, association executive secre- 
tary. 

Limited to the trade the show 
will open on Monday, July 11, 
and run through the following 
Friday, July 15. A manufacturer’s 
exhibit throughout, the July show 
is expected to be one of the larg- 
est of its kind sponsored any- 
where, drawing between 8,000 and 
10,000 buyers from every state in 
the Union, Canada and abroad, 
according to Mr. Buddenberg. 
Approximately 500 housewares 
and appliance manufacturers 
from all sections of the country 
will be on hand to show their 
newest products. 

Increased competition and the 
apparent return to a_ buyers’ 
market will make the July exhibit 
one of the most important since 
the war, declared Mr. Budden- 
berg. 

Exhibitors will be permitted to 
commence setting up exhibits on 
Thursday, July 7th. Exhibits must 
remain intact until 5 P. M. on 
Friday, July 15. Show hours will 
be 9 A. M. to 5 P. M. daily. 

The association has arranged to 
use both the boardwalk level and 
the lower level of the Auditorium, 
making a total of 778 booths. Ap- 
proximately 125,000 sq. ft. of 
space is being used for exhibits. 

Prior to the show, two sepa- 
rate mailings will be made to ap- 
proximately 8,000 buyers through- 
out the country. The first will 
consist of a promotional piece 
giving the list of exhibitors. The 
second will include advance reg- 








istration cards to save buyers the 
time and inconvenience of wait- 
ing overly long at the registration 
desk. Buyers will be asked to fill 
in the cards before leaving their 
offices, and to have them ready 
for presentation at the registra- 
tion desk upon arrival. 

For the convenience of resident 
buying groups who wish to hold 
meetings of their organizations 
during the show, special meeting 
rooms will be set up on the udi- 
torium’s second floor for their 
use. A press headquarters will 
also be set up for the convenience 
of both the trade and consumer 
newspaper and magazine report- 
ers. This is part of the Associa- 
tion’s expanded public relations 
and publicity program for the 
benefit of both the press and the 
exhibitors. 

The traditional show banquet 
will be held either Tuesday or 
Wednesday evening of the show 
week in the Auditorium’s grand 
ballroom. Dinner, dancing and 
entertainment will round out the 
evening’s program. 





H. B. SALTER ACQUIRES 
GLAUBER BRASS CO. 


The Glauber Brass Mfg. Co., 
Kinsman, Ohio has been pur- 
chased by Harlow B. Salter. Ke- 
named Glauber Brass, Inc., it 
was previously a division of the 
H. B. Salter Mfg. Co., Marys- 
ville, Ohio, which was sold to 
the Eljer Company in 1948. 

Glauber Brass, Inc., originally 
located at Cleveland, has been 
in business for 60 years. In 
1937, the plant was moved to 
Kinsman, where today, with im- 
proved equipment, and again 
under the management of H. B. 
Salter, it will resume production 
of Glauber brass plumbing trim, 
rough valves, ground key water 
works fittings and laboratory 
fixtures, 





eral manager, Harlow B. Salter, 


has been associated with the 
brass industry for many years. 
In 1931, he became associated 
in turn with Atlas Brass, Glau- 
ber Brass and Fisher Brass. The 
Fisher Brass plant in Marys- 
ville, was purchased in 1949 by 
Mr. Salter and became the H. 
B. Salter Mfg. Co. which ex- 
panded to include six affiliated 
companies, one of which 
Glauber Brass, Inc. 

Sylvan Grotte is the new vice 
president and sales manager. He 
was originally vice president 
and general manager at Glauber, 
when it was acquired by H. B. 
Salter Mfg., later he became di- 
rector of operations of all the 
Salter plants. Mr. Grotte has 
been associated with the indus- 
try for the past 12 years. 


was 


AMERICAN HDW. SUPPLY 
ISSUES COMPLETE 
SPRING PROMOTION 


A spring promotion plan, the 
second of its five 1949 seasonal 
promotion programs for its mem- 
bers was recently issued by Amer- 
ican Hardware Supply Co., 41 


Terminal Way, Pittsburgh 19, 
Pa., dealer owned _ wholesale 


house. Twenty-four page con- 
sumer catalogs, in two and three 
colors, with dealer name space 
includes a special section for 
dealers featuring Lucas paints. 
To complete the follow-through 
at the retail level, a generous as- 
sortment of posters, pennants, 
banners, price cards, etc., in col- 
ors was supplied each dealer. For 
dealers using radio advertising 
the campaign includes two sug- 
gested announcements, one of one 
minute length and the other a 
15 second statement. 

The spring promotion also in- 
cludes newspaper mats, for local 
use, and illustrations of a trim 
for a lawn and garden display 
and one for a paint window, with 
instructions for setting them up. 


| including data as to materials re- 


* F Ihe? 
The new president and gen- | quired. 





MORE THAN 30 STARLINE SALES REPRESENTATIVES from all parts of the United 


States attended the recent three-day sales convention at Harvard, II]. 


The meeting spot- 


lighted new products, new barn equipment improvements and the Starline catalog. 
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| ing equipment. 


PROCTOR ELECTRIC HAS 
NEW GENERAL MGR. 
FOR BLANKET DIV. 

Carl W. McLaughlin has been 
promoted to the position of gen 
eral manager of the Blanket Dj. 
vision of the Proctor Electrig 





CARL W. McLAUGHLIN 


Co., Philadelphia, Pa., it has 
been announced by Walter M. 
Schwartz, Jr., president. 

Mr. McLaughlin was formerly 
sales manager for the division 
and as such was responsible for 
the merchandising research con- 
nected with the launching of the 
new product. In his new posi- 
tion he will be responsible for 
every phase of the division’s ac- 
tivity, administration, production, 
distribution and sales. 

According to Mr. McLaughlin, 
who has just completed a de- 
tailed survey of the market, the 
electric bed covering business is 
advancing more rapidly than has 
been expected by manufacturers. 
The volume of sales in 1950 will 
be considerably greater than 
previous years. It is his belief 
that within a short period of 
time electric blanket national 
sales will be second only to tele- 
vision. 

The new blanket division 
will be located in Arbutus, Md. 





U. S. RADIATOR NAMES 
MANAGER WARM AIR 
FURNACE DIVISION 


The appointment of M. L. 
(Larry) Judd as manager of the 
warm air furnace division, 
United States Radiator Corp.. 300 
Buhl Bldg., Detroit, Mich.. was 
announced recently. 

Mr. Judd was formerly 
manager of General Motors 
Corp.’s Delco Appliance Division, 


} 
sales 


Rochester, N. Y. He had _ been 
with that division since 193]. 
and specialized in the sale of 


various kinds of automatic heat- 
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CLASS 800 CASH REGISTERS 


WITH MOTOR-RECEIPT-PRINTED DETAIL RECORD 


PRE-INDICATION STOPS MISTAKES 6) 


before operation WOT REGISTERED AVIECL 


after operation a HVIEEE 


Indication before, during and after cash register operation is 
a patented Ohmer feature that enforces correct registrations. 
Itreduces overages and shortages. Mistakes cannot be justified 
since both clerk and customer see the transaction amount 
before it is recorded. 


















PRINTED RECORDS VERIFY 
RESET NUMBER 


TRANSACTIONS 

CASH) PROOF 

vom | ——~ CLEAR 
DATE Model 805-4RM-D2 


NO SALE 
a 


PAID OUT 
CHARGE 


DEPARTMENT OF 
cuerk CODE 


Ohmer Class 800 cash registers are compact, 
light weight, strongly constructed, and attrac- 
tively finished in two-toned metallic enamels. 
Models are available with motor or for manual 
operation in a full range of registering capacities. 
Receipt printer is optional. Pay cashier models 
are available. 


AMOUNT SALE 


CONSECUTIVE TRANSACTION 
“ i RESET NUMB' 
CLEARED TOTAL 


All transactions are printed on a locked-in detail strip. The 


owner retains the key to this lock. The locked detail strip is 
the confidential account of all business transacted. See cap- 


tioned sample above. Note how this feature proves sales 
volume, breaks down transactions, and by being printed e 
enforces correct registrations. Le lan 










PRINTED RECEIPTS CONFIRM fn : 
" ueainel A490. 
TRANSACTIONS |. | oumern CORPORATION, \ 
For maximum protection, | diory of Rockwell Manufacty \ 
the Ohmer Class 800 can | pears mnt 1, Ohio | 
be furnished with a receipt | Box ° \ 
printer. These receipts are Gentlemen Ohmer Closs 800 cosh 
THANK YOU FOR issued automatically, ready : Please send me full information a asco 1 
R PURCHASE to give the customer. Used nd the nome of the neorest Ohme | 
_ You GAIN 3 also as paid out vouchers, as 1 registers © TYPE OF \ 
| j_neast OS = records for occasional 1 BUSINESS | 
= amoue - 
a ms 9568 charge purchases or money 1 ginm_ j 
my yw $32.75 paid on account, and to \ —— | 
identify returned goods. STREET _ ~ 
y g ZONE STATE 
" cry _— __ POSITION ma 
1 _ your NAME ——————_____--——— 


MANUFACTURERS OF CASH REGISTERS, FARE BOXES, FARE REGISTERS, TAXIMETERS, INDUSTRIAL COUNTERS 
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Gerity’s Patented Self-Centering 
Backplate Makes Installing a Cinch! 


GERITY bathroom accessories 
are superbly styled in brilliant chrome 
guaranteed not to chip, crack or tarnish. 
Install GERITY with confidence. 


Gerity-Michigan Corporation 


yXelatol Maaliai 





| NORGE PUTS CALLANDER | duced Kem-Tone in 1941, Mr, 


| 
} 


AS LANE DISTRIBUTOR 
IN OHIO AREA 


The appointment of Callander- 


| Lane Co., Columbus, Ohio, as 





| Cleveland Press, he joined The 


| sales and in 1935 was made man- 


| paint department. 


Norge distributor for central 
Ohio has been announced by H. 


D. G. CALLANDER 


L. Clary, director of sales, Norge 


division, Borg-Warner Corp. De- 


troit, Mich. 

Callander-Lane Co., is headed 
by D. G. Callander, president and 
RK. H. Lane, vice-president and 
treasurer, both of whom began 
their business experience in 1930 
with the Columbus Philco dis- 
During the war, Mr. 
Callander became sales manager 
for this concern, later served as 
district manager for Kelvinator. 
Mr. Lane spent the war years 
with the Columbus division of 
Curtiss Wright Corp. 


tributor. 


Following the war they formed 
a distributorship handling radios 
and several lines of appliances. 
The company will continue to 
carry the Stromberg-Carlson radio 
line in addition to the full line 
of Norge appliances. 


SHERWIN-WILLIAMS 
NAMES ZONE MANAGER 
FOR AGRIC. CHEMICALS 


The appointment of Earl C. 
Helfrick as Central zone manager 
of the Sherwin-Williams Co.’s 
Cleveland 13, Ohio, agricultural 
chemicals division has been an- 
nounced by D. S. Gaarder, divi- 
sion director. 

Mr. Helfrick is a veteran of 19 
years with S-W. 

Having previously worked in 
the advertising department of the 


Sherwin-Williams Co. in 1929, 
in the accounting department. A 
year later he was transferred to 


ager of the Higbee Paint Co. 


Helfrick was important 
| sales responsibilities in launching 
|the new product. 

Later, in 1946, he was placed 
in charge of the company’s sales 
of Pestroy DDT products. In 1948 
as midwestern zone 
|manager of the Agricultural 

Chemicals Division at Kansas 
City. More recently he had been 

helping to introduce Kem-Glo. 


given 


|he served 





R. A. SMITH BECOMES 
SALES MGR. HY-PRO 
TOOL COMPANY 

The head of the news item 
| concerning the advancement of 
R. A. Smith in the April 7 issue 


stated that he had been ap- 
pointed sales manager of the 
Continental Screw Co., New 


| Bedford, Mass. He had been ac- 
| tually named sales manager of 
| the Hy-Pro Tool Co., division of 
| Continental Screw. 





| APPOINT HAINES NEW 
| YORK STATE SALESMAN 
| FOR GENERAL SWITCH 


The appointment of Elmer J. 
Haines as sales representative for 
the state of New York, exclusive 
of New York City, has been an- 
nounced by the General Switch 
Corp., Brooklyn, N. Y. 

Mr. Haines will make his head- 
quarters at Kittell Road, Syra- 
cuse (Fayetteville), N. Y. 





WESTERN CARTRIDGE, 
WINCHESTER REPEATING 
ARMS MINNEAPOLIS MGR. 


T. L. Smith, formerly assistant 
sales office has_ been 
advanced to the position of dis- 
trict manager of the Minneapolis 
territory for the Western Cart- 
ridge Co., and Winchester Re- 
peating Arms Co., divisions of 
| Olin Industries, Inc. Mr. Smith 
| succeeds Arthur Barnsley, who 


| has resigned. 


manager, 





rs 





When Sherwin-Williams intro- | 


T. L. SMITH 
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204 
North Waco, Wichita |, Kan., photographed during the com- 
pany’s recent annual dealer merchandise show. Left to right 


of Watkins, Inc., wholesaler, 


KEY EXECUTIVES 


are: Howard A. Jones, sales manager; W. H. Mooney, sec- 
retary; E. A. Watkins, president; H. N. Wallis, vice-president, 





and E. Leon Watkins, vice-president. 


turers exhibited at the show. 





M. M. WHEELER, ASS’T. 
MGR. G. E. APPLIANCE 
NORTH CENTRAL SALES 


Monte M. Wheeler has been 
appointed assistant manager of 
General Electric, Bridgeport, 
Conn., appliance sales in the 
Company’s north central dis- 
trict, it has been announced. His 
headquarters are in Chicago. 

Mr. Wheeler was formerly 
representative for G-E heating 
devices and fans in the Pacific 
district. Before that he was 
with the importing firm of Mc- 
Manus & Morgan in Los Ange- 
les, and the Anakan Lumber 
Co. in the Philippines. 





CLEVELAND HOUSE- 
WARES CLUB HONORS 
PRESIDENT’S 70th YEAR 


One hundred members of the 
Cleveland Housewares Club as- 
sembled recently to pay a sur- 
prise tribute to their president, 
Louis G. Wesselman. 

“Lou” Wesselman, divisional 
merchandise manager of the 
Bailey Co., celebrated his 70th 
birthday by putting in a full day 
at his office and presiding at the 





LEWIS G. WESSELMAN 
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Sixty-eight manufac- 


regular evening meeting of the 
club, which unexpectedly _ be- 
came a celebration in honor of 
his 40 years in the housewares 
business, as well as his birthday. 

A cocktail party preceded the 
dinner, and comic gifts pre- 
sented to “Lou” by the members, 
filled two long tables. 

John E. Naumann, vice presi- 
dent of the club, was toastmaster. 

Among the guests were J. 
A. Van Buren, business manager 
of the Cleveland Plain Dealer; 
Paul Oppenheim. merchandise 
manager of the Bailey Co., and 
Max Schwartz, advertising man- 
ager of the Bailey Co. 





SHAW RESIGNS AS EXEC. 
Vv. P. OF AMERICAN 
PAD & TEXTILE 


Mel J. Shaw, who has been as- 
sociated with The American Pad 
& Textile Co., Greenfield, Ohio, 
for 20 years, has recently an- 
nounced his resignation as execu- 
tive vice-president and general 
manager of the company. While 
Mr. Shaw has made no announce- 
ment concerning his future plans, 
he has indicated that he expects 
to remain in the sporting goods 


field. 


TEXAS HOUSEWARES 
ELECTS DURING PRES. 


At the annual meeting of the 
Texas Housewares Club of Dal- 
las, 413 Wilson Bldg., Dallas 1, 
Tex., John G. During, Corning 
Glass Works, was elected presi- 
dent. Other officers include: C. D. 
Foster, Titche Goettinger Co., 
vice-president: L. J. Sharp, Sharp 
Hardware (Co.,  secretary-trea- 
surer; Eli Magee, Schoelkopf Co., 
chairman, entertainment commit- 
tee, T. W. Hall, Hall Wholesale, 
chairman, membership commit- 
tee; and Raymond P. Hawkins, 
Washburn Co., chairman, pub- 
licity committee. 


1949 





GARDNER'S 


WEATHERSTRIP 


“a complete quatity line’’ 





WEATHERSTRIP 


The new Brown Bear is a zinc strip with 
gray felt completely protected with water- 
proof, rubberized fabric covering. A prac- 
tical strip with high weatherproofing quali- 
ties. Perforated for nailing. Seven foot 
lengths in 7%”, 1”, and 14” sizes. Also 
furnished in door bottom sizes with oval 
perforations for screws. 


SIOLOSAST 


An economical and effective strip made of 
treated felt on zinc backing. Perforated for 
nailing. Seven foot lengths. Also furnished 
in door bottom sizes with oval perforations 
for screws. Door bottoms made of treated 











felt on brass also available in several 
» | weights. 
UNIVERSAL DOOR SETS .. WINDOW SETS 
Gardner’s No. 5 Universal es 
Door Sets and No. 6 Win- —SS* = 
dow Sets (for double hung ——_ 
windows) are popular, ‘ LP 
metal strip items. ~~ 9 yo 
Complete, including <{! ™< ‘ Packed in neat, 
nails and instructions. oe individual cartons. 


GARDNER'S NO. 9000 BRONZE STRIP 
Adouble hemmed, { - ra 








spring bronze, 























GARDNER'S 9000 metal strip that is 
' guaranteedtogive ¢ 
WEATHER STRIP lasting and effec- 
poctes abe tive service. Per- 
end Portorated Yor Nast forated for nail- 
caniitk Wien co. ing and packaged 
caucaco in 100 foot rolls complete with nails. Also 














Thresholds in various 





interlocking Brass 
types and sizes. 


Finn Flex 


Quon once 


NGO Weer iia tnon wine 


An outstanding value in gasket strip. 
Weatherproof rubberized fabric encases a 
reinforced, felt filler and tacking flange. 
A patented strip that meets the require- 
ments for durable, tight sealing weather- 
strip. Furnished in 100 ft. boxes and 500 
ft. reels. Also cotton or sponge rubber 
filled gasket strips in same lengths. 


PACKAGED WOOL, HAIR AND COTTON FELT 


A complete line of packaged felts in various qualities and lengths 
to complete your weatherstrip line. 


GET COMPLETE INFORMATION — WRITE TODAY 


GARDNER Wire Co. 


Serving the Hardware Trade Since 1900 


5039 W. Lake Street, Chicago 44, Illinois 
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National Hardware Show Space Over 70% 
Sold: Doubling Fishing, Hunting Section 


The National Hardware Show, 
Oct. 12-15, 1949, has contracted 
for every available foot of floor 
space at the Grand Central Pal- 
ace, Lexington Ave., New York 
City, according to Frank Yeager, 


managing director. Mr. Yeager 
has announced that the entire 


show of four full floors is alreaay 
more than 70 per cent sold. The 
Fishing and 


show, has already doubled its 


space for this year’s show. 
More than 500 manufacturers 


CENTRAL STATES 


GOLF PARTY, JUNE 23, AT | 


TAM O’SHANTER CLUB 


The Central States Hardware 
Club will hold its annual Golf 
Party, Thursday, June 23, at the 
Tam O’Shanter Country Club, 
Chicago. It will be an all day 
affair with lunch and dinner. 
Frank J. Koch, McKinney Mfg. 
Co., is chairman; Rollin B. 
Plumb, Eagle Mfg. Co., chair- 
man of entertainment; E. J. 
Flood, American Chain & Cable 
Co., foursomes; A. J. Eggleston, 
Richards-Wilcox Mfg. Co., scor- 
ing; J. A. Billings, Payson Mfg. 
Co., treasurer; Ben Leve, secre- 
tary, The Carborundum Co. 

The new officers of the club 
are: Andrew R. Meyers, Gen- 
eral Hardware Co., president: 


Rollin B. Plumb, Eagle Indus- 


tries, Inc.; vice-president; Ben 
Leve, secretary; J. A. Billings, 


treasurer. Will J. Feddery, 
Harpware Ace, is chairman of 
the board. The total membership 
of the club is 382. 


FIBRE CRAFT SHOPS 
DESTROYED BY FIRE 


As the Fibre Craft Shops, 1104 
Gnahn St., Burlington, Iowa, was 
destroyed by fire early this year, 
Chet Avis, vice-president, has 
announced that the company 
will be unable to supply its line 
for an indefinite period. There 
have been no plans announced 
for the continuation of opera- 
tions in the future. 


BOOSTERS HEAR TALK 
ON FBI OPERATIONS 


How the F.B.I. operates was 
the subject of a brief address, 
April 29, before the Hardware 
Boosters at Whyte’s Restaurant, 
145 Fulton St., New York City. 
given by Edward Scheidt, Special 
Agent in Charge, Federal Bureau 
of Investigation. F.B.I., he pointed 
out, has limited power, being pri- 
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Hunting Division, | 
an added feature of last year’s | 


will display their lines of hard- 
ware and allied products, includ- 
ing established lines and many 
new items. The show’s manage- 
ment will again maintain the pol- 
icy of limiting exhibits to manu- 
facturers only, with attendance 
at the show for the trade only. 


the 


dis- 


Tickets of invitation to 
show may be obtained by 
tributors and dealers from the 
National Hardware Show, 331 
Madison Ave., New York 17, 
oe 


marily a fact finding organiza- 
tion, which concerns itself with 
violation of Federal statutes, and 
following up requests for action 
from other Federal agencies. He 
emphasized that F.B.I. believes in 
standards of ethics, rather than 
use of duress. 

Robert Duncanson, Richards- 
Wilcox Mfg. Co., president of the 
Hardware Boosters, presided over 
the meeting which was attended 
by more than 30 members and 


guests. 


STANDARD TOOL CO. 
MAKES PROMOTIONS, 
APPOINTMENTS 
The appointment of Alan Car- 
ver as manager of its New York 
City branch office, was announced 





the company last year. 


by Standard Tool Co., 6900 Cen- 


tral Avenue, Cleveland. 


announced the following recent 
appointments 


in charge of sales; Joseph W. | 

. | 
Bremer, secretary-treasurer; Will- | 
iam S. O’Conner, sales manager; | 


sales manager. 
Mr. Lees was formerly associ- | 








| 
and Elton Hoyt, III, assistant | 
| 


ated with the Weldon Tool Com.- | 
pany. | 

Mr. Carver, a native New| 
Yorker, was formerly connected | 
with one of New York’s large | 








mill supply organizations. 


APPOINT SEC-TREAS. FOR | 
JOHN ROEBLING’S SONS 


Charles R. Tyson, president 
of John A. Roebling’s Sons Co., 
Trenton, N. J., has announced 
the appointment of Herbert D. 
Rathbun as secretary and treas- 
urer of the company. He suc- 
ceeds Archibald W. Brown to 
the latter position. Mr. Brown, 
who recently retired after 47 
years service, continues as a 
member of the board of direc- 
tors. 

Mr. Rathbun has been asso- 
ciated with the Roebling Com- 
pany since 1938. He is an active 
member of the National Asso- 
ciation of Cost Accountants, Na- 
tional Association of Manufac- 
turers and the Controllers Insti- 
tute of America. 





R. R. Higgins, presicsnt, also | 
and promotions: | 
Paul E. Lees, to vice president | 





HERBERT D. RATHBUN 


Also announced was the ap- 
pointment of Clarence W. Sny- 
der as comptroller and assistant 
secretary and H. Russell Brown 
as assistant treasurer and as- 
sistant secretary. 

Mr. Snyder has been asso- 
ciated with Roebling 
1940. He is a member of the 
National Association of Cost 
Accountants, serving at present 
as vice president of the Phila- 
delphia Chapter, and is also ac- 
tive in the Controllers Institute 
of America. 

H. Russell Brown, the newly- 
named assistant treasurer, has 
been with the company since 
1935 and has been serving as 
general accountant and assistant 
secretary. 


since 





THE MAKINGS OF A FINE BASEBALL. TEAM is seen here in the nine Breckenridge 
brothers, all of whom work in the Columbus, O., plant of the Union Fork & Hoe Co., 
where they have put in a total of 60-man-years. Left to right are: Leslie, hoe-roller, 12/7 
years; Ellis, hoe-roller, 12 years; Russell, hoe-roller, 
years; Ralph, hoe-roller, 8 years; Jack, rake bow twister, 3 years; Harold, shop truck 
operator, 2 years; Lewis, handle grader, 2 years and Paul, handle piler, who started with 


12 years; Floyd, rake bow roller, 8 
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MORE KAY-TITE PROFIT DOLLARS 
ROLLING INTO YOUR 
CASH REGISTER! ... 














Home owners are rolling Kay-Tite profit 
dollars into the tills of thousands of deal- 
ers... This has been going on for more 
than 20 years . . . and still going strong. 


WHITE and EIGHT 
DIFFERENT COLORS 


Those dealers selling to farmers and 
Write for color chart 


contractors do a volume business because 
Kay-Tite is meeting the need for an outside, or inside, finish on 
cement or stucco that stands up better than any other finish.’ 


Talk Kay-Tite with farmers and contractors and watch your profits 


roll up. 





KAY-TITE company 


WEST ORANGE * 
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Cussins & Fearn Celebrates 56th Year 
With Extensive Birthday Sales 


The Cussins & Fearn Co., 44 W. 
Chesnut St., Columbus 15, Ohio, 
retail hardware firm, operating 35 
branches in Ohio, still maintains 
its 56 year old slogan, “An Ohio 
Firm For Ohio People.” C. J. 
Penfield, chairman of the com- 
pany’s board, stated furthermore, 
that over 60 percent of the mer- 
chandise sold in the stores is made 
by Ohio manufacturers. This was 
a policy set up by the late Wil- 
liam A. Fearn in 1893, when he 
opened his first store at 655 W. 
Board St., a small neighborhood 
hardware shop. Mr. Penfield de- 
clared that the company has had 
opportunities to open stores in 





bordering states. but that they in- 


NAT’L. SPRAYER & 
DUSTER CAMPAIGN ON 
GARDEN SPRAYERS 


\ spring campaign designed 
to increase dealer garden sprayer 
sales has been announced by the 
National Sprayer & Duster As- | 
sociation, 4800 Board of Trade} 
Bldg., Chicago. It consists of a| 
series of informative stories de-| 
scribing the new 1949 models, | 
timely tips on checking sprayers | 
for needed repair parts and sug: | 

on control in| 
The releases have been 
sent to radio stations and garden 
throughout the 


urged 


gestions weed 


lawns. 


editors country. 


Dealers are to tie in 


tend to stick to Ohio; we believe 
that Ohioans are loyal to their 
state and to their state’s own in- 
dustries. 

As the company holds its most 


ambitious and extensive sales in | 


its history, marking its 56th birth- 
day anniversary, Ohio manufac- 
turers have been called upon to 
produce “to the limit.” 
Fearn, founder of the firm, in es- 


tablishing his firm, originated this | 


policy, “to purchase merchandise 
of recognized standard quality in 
quantities, direct from the manu- 
facturer, effect every possible 
economy in operating expenses 
and pass the savings on to the 
customer.” 


with this program by setting up 


prominent displays of new 
models of sprayers which should 
also include service part cab- 


| inets or kits covering the acces- 


sories of the line or lines of 
equipment handled. 

Sales personnel should also 
be thoroughly schooled to help 
the customers make wise selec- 
tion of insecticides, fungicides 
and weedicides, thus establishing 
the store as a headquarters for 
supplies and information on con- 
trol of garden pests. 

The association 
sponsoring this 
of the 
manufacturers: 


membership 
campaign 
sprayer 


Mfg. 


sists 


following 
Dobbins 


con- | 


Co., Elkhart, Ind.; H. D. Hud- 
son Mfg. Co., 589 East Illinois 
St., Chicago II, IL; 
Mfg. Co., 577 East Illinois St., 
Chicago 11, Ill; F. E. Myers & 
Bro. Co., Ashland, Ohio; D. B. 


Lowell | 


Smith & Co., Inc., Smith Bldg., | 


Main St., Utica 2, N. Y.; Stand- 
ard Container, Inc., 484 Bloom- 
field Ave., Montclair, N. J., and 
R. E. Chapin Mfg. Works, Inc., 
Batavia, N. Y. 


W. A. | 


LEE HALL, NAT’L. SALES 
| MGR. HOSTESS WARE LINE 


Jack Heller, president of the J 
| & M Heller Co., Inc., of White 
Plains, N. Y., has announced its 
appointment of Lee Hall as na- 
tional sales manager of “Hostess” 


ware line of table and kitchen 
ware. 
Mr. Hall was most recently 


general sales manager for the 
Federal Seat Co., and formerly 


E-Z-DO Products Co. and Stor- 
Aid Co. 


PORTER STEEL NAMES 
AGENT FOR SWEEPERS 


The appointment of the J. V. 
Folsom Co., 301 North Market 
St., Dallas, Texas, to represent 
Porter carpet sweepers in the 
southwestern sales territory, has 
been announcde by Porter Steel 
Specialties, Inc., Shelbyville, Ind. 





tact the trade 
Texas, Oklahoma, Arkansas, and 
Louisiana. 


was in the same capacity with | 





The Folsom Company will con- | 
throughout | 


RUBBERSET ACQUIRES A 
WESTINGHOUSE PLANT 
IN NEWARK, N. J. 


Elwood M. Jones, Jr., 
dent of the Rubberset Company, 
Newark, N. J., has announced 
the acquisition of the manufac- 
turing plant at Haynes Ave. and 
Route No. 1, Newark, from the 
Westinghouse Electric Corp. 
Rubberset has been located at 
56 Ferry St. since it was found- 
ed in 1873. 

“For some time,” said Mr. 
Jones, “the Rubberset company 
has faced the necessity for more 
space.” 

The new plant has 140,000 
square feet of floor space and 
is located on the main line of 
the Pennsylvania Railroad, just 
off Highway No. 1. 


presi- 


T. C. MEE HONORED 
BY GEORGETOWN 
UNIVERSITY CLUB 

The Georgetown University 
Club of Rhode Island tendered a 
testimonial banquet to the na- 
tional president of Georgetown 
Alumni, Thomas C. Mee re- 
cently. Mr. Mee is president 
and treasurer of the Thomas C. 
Mee Co., Pawtucket, Rhode Is- 
land. The testimonial was fea- 
tured by the announcement from 
the president of the University 
that there would be established 
at once a four year scholarship, 
in the name of Thomas C. Mee, 
which would be open to a resi- 


| dent of Rhode Island. 





HARDWARE WHOLESALERS IN SEATTLE AREA are shown above as they listen to a sales analysis of a product they 
all sell in competition with one another. It was conducted by Ralph W. Carney, back to camera, vice-president in charge of 
marketing for the Coleman Co., Inc., Wichita 1, Kan., who had induced the wholesalers to join for a comprehensive study 
of a line they all carry. Mr. Carney declared that our “‘selling sinews’’ have softened until selling as we knew it in the 


past has become virtually a forgotten art. 


He continued over 80 percent of all the retail salesmen and 60 percent of the 


wholesale salesmen are new to the profession since 1941. These relatively inexperienced sales people have interpreted selling 
in terms of wartime and post war shortages where the man who had the possession of the merchandise did the business. 
Similar meetings were held in Los Angeles, San Francisco and Portland. Mr. Carney believes that the re-birth of active 
competition is in some respects bringing hardware wholesalers closer together and with mutually helpful results. 
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| hit your Local Markets 
2 right in the CENTER! 












company 
for more = 
. Suburbanites — city dwellers — golf course i Single-cut power mowers in complete 
140,000 q managers — park and cemetery superintendents 2 range of sizes, 20” to 32” cuts; riding 
pace and ' j§§.— industrial users — with the reliable IDEAL os and walking types. Reliably powered; 
n line of » line you can squarely meet the lawn mower ae eS ie. eS 
yo : . Wide-cutting gang mowers up 
oad, jus 4 requirements of them all. More than twenty to 25’, for operation with all 


power models, five hand models — every one makes of tractors. 
built with the famous IDEAL thoroughness that 
assures customer satisfaction and protects dealer 
RED reputation. Be wise and profit with IDEAL. Carry 
WN popular items in stock and cut yourself in on 
LUB the juicy bigger contracts from sample and cata- 
Iniversity log. Don't wait. Write for information today. 


ndered a 
' POWER LAWN MOWER CO. 
i IDEALS Division Mast-Foos Manufacturing Co 
| eee 


the na- 
si i cach atc 





¥ 





OES RL 
5 Steg > 


Hand mowers of modern de- 
sign and finest materials. 
5-blade and 7-biade reels. 
Light, strong, rugged. Sizes 
from 8” edge trimmer to 
18” regular. 
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Dept. HA49, Springfield, Mass. 











WITH THE LITTLE 


WONDER ELECTRIC 


HEDGE TRIMMER 


O a resi- 


DOES HOURS 


WORK IN MINUTES 
A sturdy hedge cutter, not a toy. 


Cuts across or down complete 
hedge at one stroke. Carries a 




























YOU SELL 
THE BEST 


1 year guarantee. 


MADE IN THREE SIZES 
Model 27—27 inch cutting surface. 





Improved, sturdy, lighter Superior 
weight, streamlined.... $69.50 Products 
Also 36 inch and 60 inch cutting og 


sizes. 
. 








ict they - 

arge of . Write for dealer information today 
e study — 

- in the 

+ of the SCHILLER - PFEIFFER MACHINE WORKS 


| selling | 2128 EAST YORK STREET © PHILADELPHIA 25, PA. ff JACKSON MANUFACTURING CO. 


usiness. 


active a | HARRISBURG « PENNSYLVANIA 
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Confidence in Dealer Found By Hotpoint 
To Be Important Factor in Patronage 


Half of the consumers who 
purchased Disposalls during the 
last 12 months did so as a re- 
sult of a kitchen remodeling 
program. Of those purchasing 
another appliance at the same 
time, 50 per cent bought an 
automatic dishwasher. More 
than half of the consumers had 


not seen a disposal in operation | 


in a home before making their 
purchase. 

These statements are projec- 
tions based on first tabulations 
of returns from a continuing 
survey reflecting types of deal- 
ers making the sales; arrange- 
ments for installation; com- 
panion purchases; price classi- 
fication of buyer’s home; rea- 
sons for patronizing a particu- 
lar dealer; and population of 
buyer's town. The survey is 
part of a market research study 
being conducted by Hotpoint, 
Inc. to compile new data on 
consumer buying habits as re- 
lated to kitchen and home laun- 
dry appliances. 

Because the survey is based 
on insert questionnaires filled 
out by consumers after buying 


a Disposall, the report does not 





reflect the large number of 
| Disposalls installed by builders 
before the house was _ bought, 
Mr. Truesdell said. 

Leonard C. Truesdell’s analy- 
sis pointed out that the volume 
of Disposall sales handled by 
builders will veer sharply up- 
ward with the increasing compe- 
tition among builders for home 
| sales. While builders have aim- 
ed at keeping overall costs down 
even at a sacrifice of wanted 
extra equipment, this practice 
will change with the increasing 
supply of new houses resulting 
from the recent easing of ma- 
terials supplies, Mr. Truesdell, 
vice-president of marketing, 
said. 

The need for industry-wide 
progress in arriving at reason- 
ably priced and standardized in- 
stallations was reflected in tabu- 
lations showing that 47 per cent 
of the dealers who sold Dis- 
posalls did not make arrange- 
ments to have the appliance in- 
stalled. Mr. Truesdell said that 
it was not possible to determine 
the average cost of installation, 
since the Disposall frequently 
was part of a package installa- 
tion. 








JOHN H. GRAHAM & CO.,, Inc., manufacturers’ agent, 
105 Duane St., New York, N. Y., has announced the pur- 
chase of the building which they have occupied for the last 


12 years. 
The building is two stories 


entire block from Duane St. to Thomas St. 


high and extends through the 
With all modern 


facilities and an ideal location, the company is in position to 
render prompt and efficient service to its customers, both in 
the United States and in foreign countries. Ample warehous- 
ing facilities are provided for import shipments and the 


handling of export shipments. 
John H. Graham & Co., 
havng been established in 


Inc., are in their 80th year, 


1870. Harold S. Graham, 


grandson of the founder, is the present president and active 


A 


head of the organization. 


branch office is maintained in 


Chicago at 565 W. Washington Street. Twenty-three sales- 
men cover the United States and Canada, calling on the 
wholesale hardware and industrial supply trade. 
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Reasons for patronizing a par- 
ticular dealer in the purchase 
of a Disposall centered around 
confidence in the dealer and in 
the merchandise. 


PYRENE APPOINTS 
THREE SALESMEN 


Neal Thomason has _ been 
named: sales representative in 
Oklahoma, Kansas and 10 coun- 
ties of Missouri for the Pyrene 
Mfg. Co., Newark, N. J., makers 
of fire extinguishers. 

Mr. Thomason, formerly with 
the Carpenter Paper Co., will 
make his headquarters in Okla- 
homa City. 

Edward Lane Groff, has been 
assigned by Pyrene as sales rep- 
resentative in four southern 
states, 

The territory, which he will 
cover out of Greeneville, in- 
cludes South Carolina, eastern 
Tennessee and parts of North 
Carolina and Georgia. 

James R. Mock, of Winston- 
Salem, N. C., has also been ap- 
pointed sales representative in 
North Carolina and part of Vir- 
ginia, with headquarters in 
Winston-Salem. 

Mr. Mock, a native of Atlanta, 
Ga., was a fighter pilot during 
the war, had three and a half 
years of service with the Army 
in the European theater. 


PITTSBURGH GLASS ADDS 
ALKALI RESISTANT 
FLOOR ENAMELS 


Alkali Resistant Floor Enam- 
els have been added to the stand- 
ard Pittsburgh Plate Glass Co., 
632 Duquesne Way, Pittsburgh, 
Pa., line of paints, it was an- 
nounced recently by E. D. Peck, 
general paint manager of the 
company’s merchandising divi- 
sion. The new products will be 
marketed under the Pittsburgh 
finishing material label and are 
now available in two colors, gray 
and red. 


TINNERMAN PRODUCTS 
MOVES N. Y. OFFICES 
TO NEWARK, N. J. 


Tinnerman Products,  Inc., 
Cleveland, has moved its New 
York district office from 620 
Lexington Ave. to new and 
larger quarters at 75 Roseville 
Ave., Newark, N. J., H. R. Rus- 
sell, general sales manager for 
the firm, announced. 

Under the direction of R. M. 
Negley, New York district, man- 
ager, the Tinnerman office will 
continue to serve northern New 


Jersey, northeastern Pennsylvania, | 


the New England states and all 
of eastern New York state. 
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| HOMER WAKERLY JOINS 
| SLAYMAKER SALES STAFF 
Homer Wakerly, Flushing, New 

| York, has been added to the 
sales staff of Slaymaker Lock 





HOMER WAKERLY 


Co., Lancaster, Pa., it 
cently announced. 

Mr. Wakerly, who will handle 
only the Slaymaker lines, will 
carry both the company’s pad- 
locks and brass builders hard- 
ware in up-state New York and 
hardware only in metropolitan 
New York. 

A veteran salesman, Mr. Wak- 
erly has served successfully for 
a number of years as a manu- 
facturers’ representative, cover- 
ing the North Eastern States. 


was Tre- 


NAME WESTERN DIV. MGR. 
FOR FLORENCE STOVE 


Charles P. Connally, Jr. has 
been appointed western division 
sales manager for Florence Stove 
Co., Gardner, Mass, and will 
establish headquarters at San 
Francisco. His temporary loca- 
tion will be the Hotel Whitcomb, 
Market and 8th Streets, San 
Francisco; the permanent office 
and display room address will be 
announced at a later date. 

Celebrating its 75th anniver- 
sary in the range and _ heater 
business, Florence plans to offer 
the complete line of oil, gas, 
electric, and combination ranges, 
oil and gas heaters, kitchen and 
water heaters, and range burners 
to the trade in the western area. 
Mr. Connally is well qualified for 
the work of re-building this sales 
division since he has been Flor- 





| 


} 


ence merchandise supervisor at 
the Southern office in 
| Atlanta, and previously was as 
sociated with Congoleum-Nairn, 
Inc., and with Davison-Paxon, 4 
member store of the R. H. Macy 
| group. 


division 
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You'll score a 
profit with tHe 


Draper - Maynard 
“Dick 
locker” 


THREE-FINGER FIELDER’S GLOVE 


Draper-Maynard’s Three-Finger Pickpocket is designed to 
flch that ball right out of the blue! Made of extremely 
flexible glove leather with extended palm. New type narrow, 
compact heel provides a deep pocket. Snare web is extra 
wide. Three models for professional, semi- 
pro and amateur use. 


















WRITE YOUR JOBBER FOR PRICES 


— THE DRAPER-MAYNARD COMPANY, 400 YORK ST., CINCINNATI 14, OHIO 








A STRAIGHT LINE IS THE 
SHORTEST DISTANCE 
BETWEEN 
TWO POINTS 


MORE SATISFACTION for your customers 
LESS SERVICE TROUBLES for you 
WHEN YOU SELL... 









ROTARY-SCYTHE 


POWER MOWERS 


SMODELS for home lawns: self 
propelled and hand propelled. 





A HOOK LIKE 
H&R’s BIGGER 
| PROFIT MARGIN 
_ difference! The Whirlwind FOR DEALERS 


| gives lawns a perfect rug- 
| smooth grooming... cuts tall 


_ ' . Wd) grass, weeds and heavy end Yo r orders 
‘ a growth with ease. Perfect for 
farms, resorts, and estates. eee 
SPINNING BLADES (fully enclosed) ok Simple rotary blade trims 
frass, weeds of any height, chop clip- evenly, mulchifies clippings, 
pings to fine mulch. eliminates hand raking. No = ons 
-, reel and bed knife to adjust. 
ee simple, dependable, | MORE 
| 17 years a favorite! Write | d k 
for dealership information. | an ma e money 
WHIRL | Send for latest complete catalog and prices 
ARMS CO. 
401 Park Avenue, Worcester 2, Mass. 









Reg. U. R Pot. Off. 
Dept. HA-59-A, Milwaukee 12, Wisc. 


Easy To SHARPEN! Simply remove A subsidiary of Toro Manufacturing 
rotary blade and sharpen with hand file. Corporation, Minneapolis 6, Minn. 
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Westinghouse Appliance Div. Plans Extensive | ™* teen has been assigned | 


Service Training Program for 10,000 Men 


Plans for the training of more } 
than 10,000 service men affiliated 
with dealers and distributors of | 
Westinghouse Electric Appliance 
Division products were com- 
pleted recently at the division’s 
first postwar National Service 
Conference in Mansfield, Ohio. 


The meeting headed by L. K. 
Baxter, manager of the division’s 
Service department, was attended 
by 100 key service personnel of 
the distributor organizations, in- 
cluding Westinghouse Electric 
Supply Company branches and 
independent distributors. 


The distributor service super- 
visors planned to conduct more 
than 500 meetings in the follow- 
ing months, covering the entire 
United States. Mr Baxter esti- 
mated that the cost of the train- 
ing meetings would exceed $200,- 
000. 

“With more than 37 million 
Westinghouse appliances now in 
use, the need for dependable and 
quick-acting service is of para- 
mount importance. We know 
that good service records are an | 
invaluable help to our sales de- | 
partment.” 





At the dealer meeting presen- | 
tations, dealer service men will 
get complete coverage on the, 
servicing of not only the new. 
line of Westingtouse ranges and 


refrigerators but the entire com- 
pany line. Special meetings will 
be set up to train new personnel 
in the handling of service prob- 
lems. 

“One of the major points 
stressed in our entire program,” 
Mr. Baxter added, “is the busi- 
of being courteous and 
helpful to the customers. Frankly, 
we don’t want grease monkeys 
calling on our customers. We 
want our service men to be neat 
appearing, well-mannered, and 
considerate to the person with 
whom they are dealing. The 
finest mechanical service in the 
world means little to the con- 
sumer, if the service man leaves 
a mess behind him when he has 
finished. 

“In brief, the service depart- 
ment is no longer an ugly duck- 
ling in the sales picture of the 
appliance industry, but is recog- 
nized as a strong arm in the 
support of sales.’ 


ness 


’ 


B. S. GREEN TRAVELS 


SOUTHERN CALIFORNIA 
FOR TOASTMASTER 
The appointment of B. S. 


Green III, as a sales representa- 
tive for Toastmaster Products 
Division, McGraw Electric Co., 
Elgin, Tll., was announced re- 
cently. 








The Black & Decker Mfg. C 


o., Towson, Md., has recently 


added 18 salesmen to its national field organization for the 
specific purpose of promoting Home-Utility products and 
working with retail outlets. The 18 men have been promoted 
to the sales force from within the company’s nation-wide or- 
ganization, many of them from positions of service repre- | 
sentative at factory service branches. They were all given a 
complete pattern of Black & Decker’s operations in manufac- 
turing, selling, advertising, servicing and distribution policies. 


The men appointed are: Glen C 


G. Quick, Baltimore; J. T. Lambert, Boston; F. W. Stephan, 
Buffalo; G. R. Funk, Charlotte; Robert Gruetzmacher, Chi- 
cago; W. G. Gardner, Cleveland; T. C. Rogers, Dallas; J. L. 
Bowe, Detroit; E. F. Sitton, Kansas City; R. G. Burway, Los 
Angeles; A. G. Watson, Memphis; T. J. Fleming, Minneapolis; 


G. F. Hammond, New York; B 


. P. Smith, Philadelphia; K. E. 


Gurley, San Francisco; P. W. Lund, Seattle; and J. D. Kindred, 


Left to 


Burway, 


St. Louis. 


Bufggraf, Sitton, 


right are: 
Kindred, Gruetzmacher, 


Greaves, 


Lund, 


Messrs Gardner, 


Apsey, Jr., Gurley, and Fleming. 
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to the company’s southern Cali- 
fornia territory. He will oper- 
ate from the Los Angeles dis- 
trict office under K. E. Camp- 
bell, district manager. 

Prior to joining the Toast- 
master Products Division, Mr. 
Green was employed as a sales 
representative in the Southern 
California territory by the Wal- 
ter Weber Co., Los Angeles. 
During World War II, he was 
a pilot and flying instructor in 


the U. S. Army Air Force. 


DOAN, PRESIDENT DOW 
CHEMICAL, WILLIAMS 
HEADS SAI.ES 


Leland I. Doan, newly elected 
president of The Dow Chemical 
Co., Midland, Mich., has an- 
nounced the promotion of Donald 
Williams from general sales 
manager to director of sales, the 
latter position having been va- 
cated by Mr. Doan when he be- 
came president on April 5, follow- 
ing the death of Dr. Willard H. 
Dow in an airplane crash March 
31. 

Mr. Williams in turn has 
announced the appointment of 
Donald K. Ballman, former as- 
sistant general sales manager, to 
fill the position of general sales 
manager and of Dr. L. S. Roehm 
to the post of assistant general 
sales manager. Dr. Roehm has 
been in charge of Dow’s techni- 
cal service and development di- 
vision and will continue also in 
this capacity. 

Mr. Williams 


insecticide 


joined Dow’s 
staff in 1924. 
He subsequently transferred to 


sales 


| Dowflake sales and was in charge 
| of that department from 1929 to 


1933. In that year he was ad- 
vanced to assistant general sales 
manager and served in that ca- 
pacity until 1945 when he be- 


| came general sales manager. 


. Wilhide, Jr., Atlanta; Leonard | 


| 


Mr. Ballman became associated 
with Dow’s insecticide sales staff 
in 1935 and was largely responsi- 
ble for the market development 
of the firm’s line of fungicides, 
germicides and wood preserva- 
tives. In 1943 the _ technical 
service and development division 
was organized under his manager- 
ship and he remained there until 
he became assistant general sales 
manager in 1945. 

Dr. Roehm entered the 
organization as a biochemist in 
1937, later transferring to the 
insecticide sales division. In 1943 
he joined the technical service 
and development division, spe- 
cializing in pharmaceuticals and 
industrial chemicals. He became 
assistanf manager of this division 
in 1945 and manager in 1948. 


Dow 
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PERFECTION NAMES 
GAS, ELECTRIC 
SERVICE MGR. 

Donald W. Milestone has been 
appointed manager of 
Perfection Stove Co.’s newly-cre 


service 





DONALD W. MILESTONE 


ated gas and electric range ser- 
vice department, according to a 
recent announcement. 

After three years with the U. S. 
Navy, Mr. Milestone joined Per- 
fection in 1947. He started as a 
salesman in the company’s ozone 
generating equipment section, 
later was transferred to the pur- 
chasing department and then to 
engine heater sales. 


TRIMZ SPONSORS WEEKLi 
TELEVISION PROGRAM 


Trimz Company, Inc., a divi- 
sion of United Wallpaper, Inc., 
Chicago, is sponsoring a weekly 
transcribed television program 
for showing in Chicago, it was 
announced by William H. Yates, 
president of United. The pro- 
gram, United’s first venture into 
television, is a 15-minute musical 
variety show called “Paradise 
Island,” to be presented weekly 
for 13 weeks on Station WNBQ 


(Chicago) from 9:15 to 9:30 
p.m. CST. 

Trimz ready-pasted wallpaper 
will be featured in the commer- 
cials, in a product demonstra- 
tion that shows how one can dec- 


orate a room with Trimz ready- 
pasted wallpaper. 


BUTLER APPOINTS 
CAMPBELL AS BUYER 


Butler Brothers has announced 
that Harry E. Campbell has been 
promoted to buyer of 
plumbing, and farm and garden 
implements. 

Prior to his assignment, 
Mr. Campbell assistant 
buyer of builders’ hardware and 
tools. 
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As Herling is to Silver 


Goldblatt TOOLS 


¥ balanced better, + more comfortable, 

¥ forged stronger, ¥ shop tested, and guaranteed, 
¥ lighter in weight ¥ time savers, 

vy wear longer, V¥ work savers — 


YOU are assured of... 


FASTER TURNOVER SATISFIED CUSTOMERS 
GREATER PROFITS REPEAT SALES 





A complete line 
of mason tools and 
supplies 


Me 


The Goldblatt line in- 
cludes everything needed by 
the bricklayer, mason, plaster- 
er, cement finisher, and all 
other trowel trades. Goldblatt 
tools have been the outstand- 
ing choice of these tradesmen 
for 64 years—are an easy 
line for dealers to sell. 


Send Today for FREE Catalog 


Write for your copy of Goldblatt's illustrated cata- 
log describing the largest and most complete line 
of masonry tools and supplies. 


ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers —is therefore able 







to offer especially attractive 
dealer discounts. 





Goldblatt Tool Company 


1524 Walnut Street 





Kansas City 8, Missouri 
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DAN SWERLING NAMED 
PROTECTALL MFG. 
NEW ENGLAND SALESMAN 


Dan Swerling has been ap- 


pointed New England representa- | 
Mfg. Corp., | 


tive for Protectal] 





DAN SWERLING 


Syracuse, New York. Mr. Swer- 
ling formerly had been with the 
Perkins Sales Company, of Bos- 
ton, and with Shwayder Brothers, 
with offices in Detroit and Denver. 
The territory Mr. Swerling will 


cover for Protectall includes 
Maine, New Hampshire, Ver- 
mont, Massachusetts, Rhode Is- 


land and Connecticut. 


GENERAL MILLS WINS 
LEWIS & CONGER 1948 
SAFETY AWARD 

The Fourth Annual 
Award Dinner under the 
sorship of Lewis & Conger, New 
York City, was held on April 22, 


Safety 
spon- 


at the Waldorf-Astoria, New 
York City. Guest speaker of the 
evening, Bruce Barton, former 
Congressman and chairman of 
the board of Batten, Barton, 
Durstine & Osborn, said that 
there are more heartbreaking 
casualties under the sheltering 


roof of the American home than 
on the highways. He called for 
a “Triple Alliance” of home 
equipment manufacturers, house- 
wives and and radio to 
conduct an energetic, nation- 
wide campaign of education and 
preventative measures. 

General Mills, Minneapolis, 
Minn., won first prize with an 
attachment which converts the 
Tru-Heat iron into a steam iron. 


press 


Winners of honorable mention 
include: the Apex  Rotarex 
Corp., “Dish-A-Matic” dish | 
washer; United States Rubber 


Co., an underlay which anchors 
scatter rugs to floors; Cornel- 
Morgan Corp., 17 E. 42nd St.. 
New York City, “Safe-Store” hot 
iron wall rack; Academy Elec- 
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tric Products Corp., New 
City 34, electric plug; 


appliance timer; The Meyercord 
Co., 5223 W. Lake St., Chicago 
14, Ill., luminous decals; Repub- 
lic Stamping & Enameling Co., | 
Canton, Ohio, Christmas tree 
holder; and The Miller Electric 


| 
Co.. Pawtucket, R. L, “String | 
O’Lights” for the tree. 
The panel of judges which 
selected the winning products | 


consisted of: Ned H. 
president of the National Safety 


Dearborn, 


Council; Eloise Davison, direc- | 
tor of the New York Herald- 
Tribune Institute; Katharine | 


Fisher, director of Good House- 
keeping Institute: Richardson 
Wright, editor of House & Gar- 
den; Julien Elfenbein, editor rf 
House Furnishing Review: Col. 
John founder-president | 


Vassos, 


of the American Designers’ In- 
stitute. The judges were guided 


by three principal standards in | 
the selection of the winners: 
real effectiveness in preventing | 
a common cause of accidents in | 
the home, simplicity in its use | 
or application and _ reasonable 
price. Over 5,000 manufacturers | 
were invited to compete. | 











J. M. KOHLMEIER PLANS 
TO OCCUPY NEW HOME | 


J. M. Kohimeier, Inc., 27th St., | 


| Bridge Plaza North, Long Island | 


City 1, N. Y., hardware whole- | 
salers, has announced that it 
plans to move in the near future 
to a new warehouse situated at 


York | 


| Mr. 


| lished in 1884 by J. M. 


130 St., just south of Jamaica | 
Paragon] Ave., Richmond Hill, Long Is- 
Electric Co., Two Rivers, Wis.,| land, N. Y. J. M. 


| ° 
| president, 


Kohlmeier, 
has stated that the 
building will more than double 
the square footage of space the 
company has at present. He also 
stated that all facilities can be 
housed under one roof, and the 
location has a railroad siding. 
The eventual plans, according to 
Kohlmeier, are to have a 
modern hardware house with lift 
trucks and pallets to facilitate 
the handling and moving of ma- 
terial. The company was estab- 
Kohl- 


meier. 


AMERICAN KITCHENS HAS 
NEW DEPT. FOR FIELD 
SALES-SERVICE PROBLEMS 


To aid its distributors in field 
sales-service problems, American 
Kitchens has established a new 
department of field service rep- 
resentatives, C. Fred Hastings, 
general sales manager of the 
American Central Division, Avco 
Mfg. Corp., Connersville, Ind., an- 
nounced. 

Joseph C. Mountain, former 
executive with the Metal Plating 
Corp., Connersville, Ind., is the 
first member named to the new 
department by Mr. Hastings. 

Mr. Mountain will operate di- 
rectly from the American Kit- 
chens plant, in Connersville. He 
will coordinate sales-service prob- 
lems and matters involving ser- 
vice policies that arise in the 
field. 





SCHAIBLE PLANS MORE 
WEST COAST SALES, 
MERCHANDISE EXPANSION 


Further of West 
Coast sales, merchandising and 
service facilities of The Schaible 
Co., Cincinnati, is planned im. 
mediately, Clifford B. Mueller, 
general sales manager of the 
company, has announced. 


expansion 


Mr. Mueller planned a 10-day 
program of sales and merchan- 
dising conferences at the Pasa- 
dena, Cal., plant and warehouse 
to develop the expanded pro- 
grams for both the Schaible 
plumbing and heating products 
covering a wide range of appli- 
cations for residential and indus- 
trial uses and for the firm’s D. T. 
Williams Valve Co., division in 
Cincinnati. 

The Schaible Co. since the 
recent acquisition of the Wil- 
liams division has proceeded on 
a plan for integration of sales 
objectives wherever possible in 
the nationwide distribution pro- 
gram developed by the parent 
firm. 

Mr. Mueller reported that the 
further expansion of sales out- 
lets for both the Schaible parent 
operations in plumbing, heating 
and low pressure uses and for 
the Williams standard and high- 
pressure valves were contem- 
plated through facilities of 
Schaible’s West Coast plant and 
warehouse at Pasadena, together 
with other sales and merchandis- 
ing facilities on the Pacific 








» 





Ai 


%. 


F 
é 


Coast. 
te 


a 


ALABAMA ASSN. ELECTS: At the recent annual convention of the Retail Hard- 


ware Assn. of Alabama in Montgomery, April 25-26, officers elected are: front row, left 


to right: Jack Callaway, Jax Seed & 


Hdwe. Co., Ensely, second vice-president; E. L. 


Willcoxon, E. L. Willcoxon Hdwe. Co., Tuskegee, first vice-president; Paul Andrews, 


Andrews Hdwe. Co., Jackson, president, and Mrs. Euna G. Ramsey, 509 N. 


19th St., 


Birmingham, secretary-treasurer. Rear row, left to right are: Aubrey Mansfield, Jr., 
Bessemer Hdwe. Co., Bessemer, director; E. L. Crew, Crew Hdwe. Co., Anniston, chair- 
man executive committee; W. L. Kline, Watson Hdwe. Co., Flomaton, director; W. N. 
Boynton, Talladega Hdwe. Co., Talladega, director; O. E. Owens, Fort Payne Hdwe. Co., 
Fort Payne, executive committee; Silas Martin, Sr., Martin Hdwe. Co., Wetumpka, di- 
rector; R. B. Green, Long-Wall Co., York, director, and R. B. Watson, Watson Hdwe. Co., 
Atmore, director. Officers not in photo are: Fred Braswell, Braswell Bros. Paint & Hdwe., 
Demopolis, executive committee, and the following directors: A. C. Black, A. C. Black 
Hdwe. Co., Alexander City; J. D. Bell, Bell Hdwe. Co., Clanton; G. W. Costello, Universal 
Supply Co., Mobile; Bush Cox, Bush Cox Hdwe. Co., Hartford; B. F. O’Steen, Darby 
Hdwe. Co., Florence and Elbert Ponder, Ponder Hdwe. Co., Cullman. 
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_ OBITUARIES 





C. NEAL BARNEY 


C. Neal Barney, 
dent, secretary and 


chinery Corp., 2 





C. NEAL BARNEY 


New York, died at his home in 
Scarsdale, N. Y., Sunday, April 
24. 

After taking his law degree 
at Boston University, he was a 
lecturer at the law schools of 
both Northeastern and Boston 
Universities. He was a Republi- 
can Presidential elector in 1908, 
and a former mayor of Lynn, 


Mass. He was chairman of the 
legal advisory committee for the 
draft board in Lynn during 
World War I. He was also a 
trustee for Tufts from 1909 to 
1921. 

Mr. Barney joined Worthing- 


ton as chief counsel and secre- 
tary in 1918; was appointed 
secretary-treasurer in 1932; and 


| was 
73, vice-presi- 
general coun- 
sel of Worthington Pump & Ma- 
Park Avenue, 





elected vice-president and 
secretary in 1942. 

At the time of his death, Mr. 
Barney was president of the 
Maria Mitchell Association, Nan- 
tucket, and was a member of 
Theta Delta Chi, Phi Beta 
Kappa, the Society of Mayflower 
Descendants, the Newcomen So- 
ciety, the Pacific Club, the Uni- 
versity Club and the Massachu 
setts, New York State, and 


American Bar Associations. 


M. G. LA PIERRE 
M. G. 


LaPierre, 78, founder 


and president of LaPierre-Saw- | 
yer Handle Co., Jackson, Mo., | 
died recently after over two years | 


of declining health. He founded 


the company bearing his name 


over 47 years ago and pioneered 


and established the name of its | 
Seal Brand hickory handles. He | 


was active and a charter member 
of the Hickory Handle Associa- 
tion as well as the Rotary and 
Chamber of Commerce. His sur- 


vivors include his widow, two 

daughters and three sons. 
GUILD M. LAPIERRE 
Guild M. LaPierre, 49, vice- | 


president and general manager of 
LaPierre-Sawyer Handle ‘Co., 
Jackson, Mo., died 25 days be- 
fore his father, M. G. LaPierre. 
He was associated with his dad 
for 29 years in the manufacture 
of hickory tool handles and was 
to have been elected president of 
the company on April 7th. He 
was a member and director of 
the Hickory Handle Association, 


World War 1 veteran, and a mem- | 


ber of the 
survived by his widow and two 
daughters. 








HARDWARE BRIEFS 








KANSAS 

McNee Hardware, Cottonwood 
Falls, has been sold by J. C. Me- 
Nee to Wallace Evans. 

The building now occupied by 
the Leeper Hardware Co., Hol- 
ton, has been purchased by Bill 
Leeper who plans extensive re 
modeling including the exten- 
sion of the first floor of the store 
to the alley. 

MISSOURI 

Independence Hardware Co., 
Independence, was severely dam- 
aged by a recent fire which origi- 
nated in the basement of the 
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hardware store where paints and 
oils were stored. The fire de- 
stroyed three buildings, dam- 
aged two badly and two others 
to a lesser extent. 





Will Giger has purchased the 
interest of Milton Brush in the 
Brush & Giger Hardware store, 
Slater. 


VERMONT 


Whitcomb’s hardware _ store, 
Fair Haven, valued at an esti- 
mated $80.000 burned to the 
ground recently. Pliney Whit- 
comb had just recently had his 
store completely remodeled. 


1949 


school board. He is | 


| ner Irrigation 


NEVADA 
W. McGowan has opened a 
hardware department in_ the 
building immediately north of 


the Studio, Tonopah. 





31ST METAL CONGRESS 
TO MEET IN CLEVELAND 
OCT. 17-21 


Cleveland, Ohio, will be host 
to the Metal Congress and Expo- 
sition in 1949 when the National 
event has its 3lst annual meet- 
ing at the city’s Public Audito- 
rium on Octboer 17-21. 

W. H. Eisenman, National Sec- 
retary, American Society for 
Metals, and Managing Director 
of the Congress and Exposition, 


equipment and applic ation engi 
neering; to set up a manual on 
design of 
data, capacities, sizes, etc.; 
work on the allocation of mate- 
rial to the industry; in 
passing legislation pertaining 
irrigation 
further 


application 
to 


systems, 


to assist 
to 


portable systems: to 


promote recognition of 


| importance of portable irrigation 


announces that floor plans for | 


the Cleveland show will be in 
the hands of previous Exposition 
exhibitors February lst, and that 


space assignments will be made | 


March 12th. 

The Housing Bureau, always 
important to the comfort of the 
thousands who attend the event, 
has already been set up and is 


functioning under the direction | 


of Mrs. Louise D. Perkins. The 
Housing Bureau’s permanent ad- 
dress 511 Terminal Tower, 
Cleveland 13, Ohio. 


SPRINKLER IRRIGATION 
EQUIPMENT MAKERS 
FORM ASSOCIATION 

The Association of Sprinkler 
Irrigation Equipment Manufac- 
turers was formed recently as the 
of representatives from 
more than 4 industrial concerns 
meeting for two days at the Pal- 
mer House in Chicago. 

Evertt H. Davis, Irrigation 
Equipment Co., Ore., 
was elected president of the asso- 
ciation with A. R. Friedman, Skin- 
Co.. Troy, Ohio, 
and A. S. Mar- 


result 


Eugene, 


vice-president; 


| low, Jr., Marlow Pumps, Ridge- 


| son-Miller 


wood, N. J.. secretary. The head- 
quarters for the Association will 
be at Ridgewood, N. J. 

The board of directors consists 
of K. Cadigan, The Gorman-Rupp 
Co., Mansfield, Ohio; A. S. Mar- 
low, Jr., Marlow Pumps, Ridge- 
wood, N. J.; M. Miller, Ander- 
Mfg. Co., Spokane, 
Wash.: R. B. Whidden, Alumi- 
num Co. of America, Pittsburgh, 
Pa.;: L. Johnson, Champion 
Corp., Hammond, Ind.; A. R. 
Friedman, Skinner Irrigation Co., 
Troy, Ohio. 

The purposes of the new asso- 
ciation were set forth as follows: 
to promote portable sprinkler ir- 
rigation; to work with the Ameri- 
can Society of Agricultural En- 
standardization of 


gineers on 


systems in reclamation areas, etc. 


in Departments of Agriculture 
and Interior; and to cooperate 
with the Geological Survey on 


questions of water rights and sup- 
plies. 
NAT’L. HOUSEWARES 
DIRECTORY FOR 1949 
NGW AVAILABLE 


Less than 12 housewares manu- 
facturing companies went out of 
business last year according to 
W. Clark Wright of Meier & 
Frank, chairman of the 1949 Na- 
tional Housewares Directory 
which was published recently. 
Mr. Wright believes this nominal 
figure represents a considerable 
step forward in the postwar sta- 
bilization of the industry. 

This year’s 500-page edition 
lists 1500 product classifications, 
six thousand manufacturers with 
their regional representatives, 
and 15,000 trade names. 

National Housewares Directory 
has been published annually 
since 1931 by the Associated Pot 
and Kettle Clubs of America. 

The current book can be pur- 
chased at $10.00 a copy from the 
National Housewares Directory 
publication office, Western Mer- 
chandise Mart, 1355 Market 
Street, San Francisco, Calif. 





COPPER NAPHTHENATE 
WOOD-PRESERVATIVE 
RECOMMENDATION 
Naphthenate Wood 


(Spray, Brush, Dip 


Copper 
Preservative 
Applications). 
Standard CS152-48, is now avail- 
able in printed form according 
to an announcement of the Com- 


Commercial 


| modity Standards Division of the 


National Bureau of Standards. 
Copies may be obtained for five 
cents each from the Superinten 
dent of Documents, Washington 
zs, DB. C. 

The purpose of the 
mercial Standard is to provide a 


Com- 


nationally - recognized _ specifica- 
tion for copper naphthenate 
wood-preservative for the guid- 


ance of buyers, sellers, and test- 
ing laboratories: to promote fair 
competition and understanding 
between buyers and sellers; and 
to provide a basis for labeling — 
and guaranteeing the quality of 
the product. The standard covers 
physical and chemical charac- 
teristics, and methods of test of 
copper napthenate products 
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No wonder 


SUPER SANI-CAN 
outsells others 





Super Sani-Can just naturally sells rings around 
other step-on receivers simply because it has more 
talking points ... doesn’t leave the retailer groping 
for words or delving in such generalities as “better 
looking,” finer quality” or “greater value.” 

Sales clerks step up confidently, and without a 
moment's hesitation, say: 















“Just look at this all-aluminum insert . . . resists 
rust and acids ... won't scale or tarnish . . . and it’s 
aluminum all the way through—no coating to 
wear off. 

“Now try the pedal. Notice how quietly the 
cover closes? That's because of this patented, ex- 
truded rubber collar which has an air chamber to 
absorb the impact and muffle the sound. 

“Of course you're thrilled with the shiny chrome 
cover and foot pedal . . . and they'll look just as 
beautiful years from now w — outlasting any enamel 
finishes.” 

Stock the can with BUY-APPEAL! Order Super 
Sani-Can today in white, ivory, red, green and blue 
baked enamel. 


Sanitary Receiver Co., Inc., Dunkirk, N. Y. 


__—_— ie MARK 


iSAnI-CAzS 


paTENTEO ns 
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AUGUST C. REIN- 
HARDT, who observed his 
89th Birthday on April 19, 
may be the oldest, active pur- 
chasing agent in the United 
States, and he’s still going 
strong in that position with the 
Peterson Wholesale Hardware 
Co., Seattle, Wash. He started 
work on St. Patrick’s Day, 70 
years ago, with the old Sim- 
mons Hardware Co., St. Louis, 
as a stock clerk, later becom- 
ing an order clerk and then 
foreman of the order depart- 
ment. Later he became a sales- 
man for the company, covering 
Southern Missouri and IIlinois. 
In 1913 he went to Seattle and 
became associated with the Seattle Hardware Co. as price 
and catalog clerk. He joined the Peterson firm in 1935 
and in addition to purchasing has supervised catalog 
preparation. “Pop,” as he is known to his intimates, has 
12 great-grandchildren. He is a member of the Washing- 
ton State Purchasing Agents Association. He has served 
over 12 years as a Sunday school superintendent and is 
a deacon in the Congregationalist Church. He enjoys gar- 
dening in flowers and vegetables and his hobby is salmon 
fishing. 





AUGUST C. REINHARDT 
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W. S. McCUNE until his 
retirement, last December, had 
been Pacific Coast district 
manager of the Wagner Man- 
ufacturing Co., manufacturers 
of cooking utensils, for 36 
years, and for 14 years before 
that he had been a traveling 
salesman for the same com- 
pany. He had been president 
of the national Pot and Kettle 
Club for two terms. Mr. Mc- 
Cune, who is 75, is now spend- 
ing most of his time tending 
his farm in Imperial Valley, 
Cal. His favorite diversion is 
fishing. 





W. S. McCUNE 


WILLIAM DUTT, 77, 
who operates a retail hard- 
ware, plumbing and heating 
business at Bangor, Pa., cele- 
brated his 50 year in the hard- 
ware trade on Feb. 1. He has 
been self employed and has 
operated his own business 
since Feb. 1, 1899. He served 
on his local borough council 
for four years. He belongs to 
the Elks. Fishing is his favor- 
ite sport. 





WILLIAM DUTT 


MARK ROSENTHAL, 
secretary of the J. C. Roger- 
son Co., Inc., hardware store 
at Hudson, N. Y., completed 
50 years in the trade last Au- 
gust 1. For four years before 
he took full-time employment 
in 1898, he carried mail be- 
fore and after school and help- 
ed in other ways around the 
store. He is a Mason and an 
Elk. He helped organize vol- 
unteer fire companies in his 
home county and has held of- 
fices in county and state vol- 
unteer firemen’s associations 
for many years, and finds his 
greatest pleasure in attending 
their gatherings and parades. 
Mr. Rosenthal had his 66th birthday on Feb. 7. 





MARK ROSENTHAL 
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Be Sure Your 
GTS TASES 
This New 


BRISTOL 
TROLLING 
ROD, No. 73 





to MORE BRISTOL brings your customers a new 
and outstanding fishing tackle value. This time, it’s 
the superstrong and durable new BRISTOL solid steel 
Trolling Rod, No. 73. This burly rod is six feet, four 
inches long. Its wooden butt (21 inches long) with 
double-grip handle has a rubber butt cap. Its solid, 
square steel blade is highly rust and corrosion resistant. 
Thus it’s just the rod for deep trolling in lakes for lake 
trout and muskellunge. And it’s equally fine for trolling 
at any depth in salt water for striped bass, chinook 
salmon or albacore. None of your boat-owning custom- 
ers should be without it. Be sure to stock and display 
this BRISTOL sales winner right away. 


Display BRISTOL Tackle and See Sales Grow 


Help your sales grow bigger with these big BRISTOL values: 
—Hexagonal and round telescopic rods! One-piece seamless 
tubular and one-piece solid steel rods! Advanced-type reels! 
Fine, superstrong silk and nylon bait casting and fly lines! 
BRISTOL was first to introduce the steel fishing rod, the “‘all- 
purpose”’ telescopic rod, the all-silk fishing line. Today, as 
always, all BRISTOL pace-setting tackle is BRISTOL-made .. . 
made with high-precision perfection to give your customers 
fullest satisfaction. 


‘ 
~ 


A } $i ‘Ol ‘i : eB 


THE HORTON MARGFACTURING co 


Sz OURO REM LLC UF. 


: 


c ; 
ec 4 


FISHING RODS 
Reeslaty REELS - LINES 


Advertised In LIFE BRISTOL 
and Leading Fishing Magazines Golf Clubs 


Also makers o f 
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DECLINES 


Some V-belt sheaves. Some pulleys. Cast iron pipe. Hardware cloth. Some 
brass, copper products. Some wire and cable products. Lead. Some lead 
products. Plywood. Some elec., gas ranges. Some home freezers. One line 
pneumatic rifles. One line folding rules. Zinc. Galv. pipe. White lead. Fuel 
oil. Some auto lamps. Wall-tile cement. Hardware cloth. Cast iron pipe. 





Hardware cloth — Effective 
May 4, Northwestern Steel & Wire Co., 
Sterling, Ill., reduced prices on hard- 
ware cloth approximately 54% per cent 
or $19.00 per ton, because of lowered 
prices of zinc. 

* a * 

Barrel fillers—-The Pennsy]l- 
vania Flexible Metallic Tubing Co., 
Philadelphia, Pa., recently announced 
reductions of 25 per cent in its auto- 
matic barrel fillers. 

* a * 

Pulleys—Rockwood Mfg. Co., 
Inc., Indianapolis, Ind., producers of 


V-belt sheaves and crown face paper 
pulleys, has announced reductions in 
prices, effective May 1, 1949, in all 
stock sizes. Reductions in prices range 
from 12 to 25 per cent. 


x * ~ 


Commodity prices off — 
Wholesale commodity prices dropped 
in the week ended May 3 for the ninth 
week in a row. The Labor Department 
said its wholesale price index showed 
a decline of 0.6 per cent in the latest 
week, falling to 155.2 per cent (of the 
1926 average) at the week’s end. The 


May 3 level was 4.2 per cent lower 


week in 1948. 
Prices of all items covered by the index 
showed declines. 


than the comparable 


ae ae * 


The United 
States Pipe & Foundry Co., announced 


Cast iron pipe 


a second reduction of $4 per net ton 
in its general selling prices on cast 
iron pipe and fittings, effective May 1. 
This reduction, the company said, is 
the result of lowered iron prices. It 
followed a reduction of $7 per net ton 
announced by the company on April 
15, prior to the latest decline in the 
price of pig iron. 


* * * 


Zine drops still further—On 
April 28, the price of zinc was reduced 
another half cent, to 12% cents a 
pound, E. St. Louis. This was the fifth 
drop in the price of zinc, and a net 
decline so far of 5 cents a pound, from 
the post-war high of 17% cents, which 
prevailed from November up to March 
23. Consumer demand for zinc from 


the galvanizers, die casters and the 











Wholesale Hardware Inventories ° 
By Geographic Divisions, for March, 1949 


GEOGRAPHIC 
DIVISION 
Number 
of 
Firms 

UNITED STATES TOTAL 180 
New England... eackea 13 
Middle Atlantic ve 36 
East North Central 33 
West North Central. . 28 
South Atlantic. . ; 24 
East South Central... ... 7 
West South Central 14 
Miountain. ... 6 
Pacific ; ; 19 


Bureau of the Census. 


| 
| 
| 


End of Month Inventories (Cost) 


Percent Change 


March 1949 Amount (Add 000) 
vs. 

March Feb. March March Feb. 
1948 1949 1949 1948 1949 
til | 0 $114,452 , $102,784 | $114,291 
— 8 —11 3,376 3,663 , 788 
+3 | 0 | 11,155 10,780 11,159 
+13 + 8 8,185 16,065 16,772 
+8 | —2 29,395 27,282 30, 103 
+17 | -—3 10,811 9,218 11,093 
+16 +6 4,592 3,956 | 4,340 
+12 | +2 15,149 | 13,486 14,800 
+11 | +3 1,592 | 1,428 | 1,552 
+19 —2 20,197 16,906 20,684 


a Includes 10 reports received too late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks supply is lower than if based on cost of sales from owned stocks. 


Stock-Sales-Ratios b 


| { Weeks’ Supply 
| of Inventory 
| on Hand* 

March March Feb. March March 
1949 1948 1949 | 1949 1948 
242 201 292 14.3 11.9 
324 279 431 19.1 16.5 
185 | 170 214 | 10.9 10.0 
249 194 278 14.7 11.5 
233 202 313 13.8 11.9 
233 190 269 13.8 11.2 
210 161 251 12.4 9.5 
266 229 273 15.7 13.5 
238 218 312 14.1 12.9 
286 212 369 16.9 12.5 


Current Wholesale Trade. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Assure satisfaction and dependability 
by selling RB&W Machine Screws, Stove Bolts 
and Tapping Screws... the product of 


more than a century of ‘continuous research 
and progressive development in fastener 


manufacturing . . . backed by the skill of 


four generations of RB&W men and women. A) 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lll., Los Angeles, Calif. 
Additional sales offices ot: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 
Portland, Secttie. 
















RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 





@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 


TWO 
STEPS TO 
SMOOTHER 
PROFITS! 


















Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 


DEPTH: %4”. %”. %2", 3%", %", %", 1” 
CORRUGATIONS: 2, 3, 4, Ss, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 








Most Popular Wood Joiner— 





— For Everyone! 
OW NATIONALLY ADVERTISED! 


KING OF COrr ucat eo 














Wholesale Hardware Sales° 
By Geographic Divisions, for March, 1949 
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SALES REPORTED SALES YEAR-TO-DATE b 





{ 
































Percent Change 
GEOGRAPHIC March 1949 Amount (Add 000) 
DIVISION vs. Percent 

Number Change | Three Three 

of from | Months | Months 

Firms | March Feb. March | March Feb. 3 mos. 1949 1948 
c 1948 1949 1949 1948 1949 1949 |(Add 000) |(Add 000) 
U. S. TOTAL....... 274 - 8 +21 | $65,403 | $70,992 | $54,206; — 9 | $174,909 | $193,032 
New England...... 20 —21 +12 1,361 1,723 1,210}; —14 3,722 4,305 
Middle Atlantic... . 64 -7 +18 9,961 | 10,686 8,421; —7 27,927 | 30,114 
East North Central 42 —10 +22 8,957; 9,976 7,316 | —14 27,057 31,453 
West North Central... 36 -7 +30 13,074 | 14,077} 10,027; —12 31,722 36,144 
South Atlantic... .. 33 — § +12 5,878 | 6,167/ 5,234, —4 16,675 17,458 
East South Central. . 16 — 5 +32 4,529 | 4,784 3,432} —9 | 11,416 12,533 
West South Central... 24 — 3 +11 9,188 9,453 | 8,250 0 23,513 23,578 
Mountain.......... 11 +2 +24 2,469 | 2,428; 1,999 0 | 5,158 5,152 
PRES cc cecensieses 28 —15 +20 9,986 | 11,698; 8,317) —14 27,719 32,295 

















«vt *REG. U. S: PAT. OFF. 





Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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Bureau of the Census. 


Current Wholesale Trade. 


a Includes 15 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for Inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 





New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(lil., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala, Ky, Miss, Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 








brass mills has greatly declined. Mean- 
while, the sharp turnabout in zinc 
prices has had a depressing effect on 
production in the zinc-producing dis- 
trict of Missouri-Kansas-Oklahoma. 
Earlier drops in the price already had 
forced the shutdown of about 15 min- 
ing companies which account for 
roughtly 35 per cent of that area’s pro- 
duction. The 12% cent price is ex- 
pected to result in further production 
cuts and shutdowns there. 
e tal * 

Wall-tile cement lowered— 
On April 26, Armstrong Cork Co., an- 
nounced a 5 per cent cut in the cost 
of F-14-2 cement. This cement, used 
in the installation of metal and plastic 
wall tile, has been reduced approxi- 
mately 23 per cent over the past year, 
the company added. The cement is 
sold only to non-ceramic wall tile man- 
ufacturers for distribution with their 


tile. 
* * * 


Galvanized pipe — On April 
29, two large producers of galvanized 
pipe reduced prices by $1 a ton as a 
result of the latest % cent a pound 
drop in the price of zinc. Prices on 
pipe (% inch and larger) were re- 
duced in line with a formula whereby 


galvanized products are reduced or in- 
creased according to the current price 
of zinc. Steel companies making galva- 
nized sheets and other pipe makers are 
expected to take the usual action, in 
reducing these products reflecting the 
latest cut in the price of zinc. 


* * * 


White lead — Wholesalers in 
the Chicago area report another de- 
cline, on April 6, dropping white lead 
75 cents per cwt, and bringing the re- 
tail dealers’ price to $25.25. 

a * * 

Brass and copper products 
—On May 4, some of the nation’s 
largest makers of copper products and 
brass goods reduced prices for the 
third time in two weeks, because of 
lower prices for copper and zinc. Prices 
for manufactured brass and copper 
products were reduced on the basis of 
the newest 1814-cent a pound copper 
price and 12%4-cent a pound zinc price. 

* + * 

Wire and cable reduced — 
General Cable Corp. announced lowe: 
prices for its wire and cable products, 
to reflect the 1814 cents-a-pound price 
for copper. It adjusted all products 
except building wire, Romex, and ser- 
vice cable. General Cable Corp.’s new 
base prices for less than car lots are 
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Bare copper wire, 24.925 cents a pound; 
weatherproof wire, 26.60 cents, and | 
magnet wire, 29.25 cents a pound. | 


* ” . 


Lead—On May 6, the price of 
lead was further reduced one cent a | 
pound by a leading custom smelter. | 
[he new price is 14 cents a pound at 
New York. This newest lead price re- | 
luction came as large tonnages of | 
German lead were offered to the U. S. | 
(rmy at 13% cents a pound, for ship- 
ment abroad. | 


°* ¢ & | 


Lead cut lowers batteries— 
On May 1, Electric Auto-Lite Co. an- 
nounced reductions averaging 16 per | 
cent in retail prices of its automobile 
storage batteries. The cuts reflect the | 
break in the price of lead to 15 cents 
a pound, a drop of 6% cents since early 
March. President R. G. 
pre-war battery prices should not be 
expected “at any time in the near 
future.” Lead prices are substantially 
above pre-war, he noted, and other bat- | 
tery-making costs are up sharply. The 
Electric Auto-Lite prices prevailing up | 
to May 1 were set last November, when 
the auto battery prices were advanced | 
about 10 per cent. 


Martin said 


* * * 


Storage batteries reduced— 
The Delco-Remy Division of Generel 
Motors has announced price reductions 
averaging 15 per cent on storage bat- 
teries for automobiles, busses and trac- 
tors. 


Oil—Fuel oil price declines of 
recent months have caused crude oil 
prices to weaken in East Texas. On 
April 25, one of the nation’s largest 
producers and buyers of crude oil, re- 
duced its prices by 25 cents a barrel 
in three fields there. These fields pro- 
duce a low gravity crude from which | 
a large amount of heavy and home 
fuel oils are obtained. Prices of heavy 
fuel oil, used in industry and for 
powering ships, have dropped 38 per 
cent along the east coast since last 
November; home heating oils in that 
area have declined 20 per cent. Other 
companies which buy crude in the 
three East Texas fields are expected 
to join the reductions, which might 
spread to other Texas and mid-conti- 
nent areas, particularly in view of the 
oversupply of crude in West Texas. 


Radio sets—Magnavox Co. re- 
duced its prices of radio-phonographs 
$15 to $161, effective May 2. The re- 
ductions, amounting to as much as 40 
per cent, will apply to 12 models of 
radio-phonographs, but will not apply 
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Model 4244 
Skid Type 


Mode! 4260R, 
50 gal. tank 


Model 4240R, 


25 gal. tank 


















Investigate NOW Dobbins complete line 
of new models for all purposes. Engi- 
neered by sprayer specialists . . . built 
by expert workmen, using quality 
materials . . . made to do the best job at 
the lowest cost. More value means more 
satisfied customers . . . more profits for 
you. There is a growing demand for 
Dobbins products—the very finest in 
modern spraying equipment . . . built to 
serve and to last—dependable. 


NEW ALL-PURPOSE SPRAYERS 
Check with your Dobbins distributor 
the unusual profit opportunities this well 
known line offers you. Shown opposite 
are just three of many power and hand 
models available, for trees, gardens, 
lawns and all spraying jobs. Easy to use 

. many uses . . . handle all spray 
solutions perfectly. 








Write Now. Dobbins 


olen on 
for free literature and name of 





nearest distributor. Cash-in on —= 











Dobbins advertising. 


DOBBINS MANUFACTURING CO. 


DEPARTMENT 501, ELKHART, INDIANA 








THE COMPLETE LINE OF HAND A AND powsa SPRAYERS © HAND DUSTERS 
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THERES A SUPER 


MASONRY DRILL 
FOR EVERY JOB! 


Extra length 
Aer 
Super fuse 
Geot tellaat 


21650 HOOVER ROAD . DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


National Distributors 
NEW YORK . CHICAGO 
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to television receivers or other products 
manufactured by the company. 


* * * 


Auto lamps—Price reductions 
ranging up to 1l per cent on automo- 
tive light bulbs were announced by the 
Westinghouse Lamp Division, effective 
May 1. The retail price of sealed-beam 
headlamps was cut from $1.35 to $1.25, 
a reduction of 7.5 per cent. The 11 
per cent cut applies to instrument panel 
and parking bulbs, which were reduced 
to 8 cents from 9 cents. Spotlight and 
foglight lamps were included in the 
cut, which Westinghouse said averaged 
8 per cent. The average car uses 25 
light bulbs. R. E. Ebersole, manager 
of lamp sales, said the reductions were 
made possible by improvements in 
manufacturing efficiencies due to re- 
cent plant expansion and _ rearrange- 


ment. 
. & @ 


Water heaters—White Prod- 
ucts Corp., Middleville, Mich., manu- 
facturers of electric water heaters, has 
announced through A. D. Vining, sales 
manager, that April, 1949, sales were 
63 per cent ahead of March and 133 
per cent over April, 1948. First quarter 
sales showed a 35 per cent increase 
over the same quarter in 1948. 


Home freezers—F. F. Dug- 
gan, general sales manager, Deepfreeze 
Division, Motor Products Corp., North 
Chicago, IIl., has announced price re- 
ductions on Deepfreeze home freezers. 
The Deepfreeze home freezer Standard 
Model B6, a 6-cu. ft. freezer, which 
has sold for $239.95, will now sell for 
$229.95, a reduction of $10. Deluxe 
Model C6, a 6-cu. ft. freezer, which 
has sold for $269.95, will now sell for 
$249.95, a reduction of $20. Standard 
Model B10, which has sold for $389.50, 
will now sell for $369.50, a reduction 
of $20. Deluxe Model C10, which has 
sold for $449.50, will now sell for 
$424.50, a reduction of $25. Mr. Dug- 
gan stated that these reductions were 
made possible by higher production 
rates, increased manufacturing  effi- 
ciency, and increased distribution efh 
ciency. 


Electric cable—A substantial 
slash in the price of aluminum cable 
for rural electrification has been an- 
nounced by Reynolds Metals Co., Louis- 
ville, Ky. The reduced prices will be 
effective on all orders accepted for de- 
livery after Jan. 1, 1950, according to 
David P. Reynolds, vice-president and 
sales manager of the Aluminum Divi 








INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 22 CITIES IN THE UNITED STATES 


March, 1949 


March, 1949 


Per Cent Change 


3 mos., 1949 March, 1949 


Cities compared with compared with compared with 
March 1948 3 mos., 1948 Feb., 1949 

California—Los Angeles —26 —20 = 6 
Oakland —1 ef +10 
San Francisco ; 22 —18 + s 
District of Columbia—Washington 0 r2 + 4 
Ilinois—Chicago aes 10 10 + 9 
Maryland—Baltimore 1] —]] +16 
Massachusetts—Boston -16 — 3 Tis 
Michigan—Detroit 2 a oe | 
Minnesota—Minneapolis 1 — 3 “25 
Missouri—St. Louis 12 —9 3 
Nebraska—Omaha 6 -10 21 
New York—Buffalo - 3 3 = ik. 
New York 15 -16 + 8 
Ohio—Akron - 3 0 +34 
Cleveland 1] +19 +10 
Columbus rz 2 +-33 
Toledo l - 2 +43 
Youngstown Se ae i 2 +24 
Pennsylvania—Philadelphia 5 ] 7 
Pittsburgh 0 0 +25 

| Washington—Seattle 2 i> +37 
Wisconsin—Milwaukee - 3 + 4 +32 


Compiled by Bureau of the Census, U. 


S. Department of Commerce. 


Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for 
the new year are not sufficient to develop and maintain valid data on a state- 


by-state basis. 
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sion. The cut in cable prices range 
from $1.63 up to $4.06 per cwt. The 
new prices also include the one-half 
cent a pound commission which is paid 
Wisconsin Electric for its services in 
serving as the distributor. 

* * ” 


Pneumatic rifles — Sheridan 
Products, Inc., Racine, Wis., has an- 
nounced reductions in the prices of 
Sheridan pneumatic rifles of from five 
to 15 per cent. The reductions, effec- 
tive last month, were made because of 
increased sales volume, Walter L. 
Adams, sales manager, announced. 


* * * 


Folding rules—Evans & Co., 
Newark, N. J., has announced a reduc- 
tion in the suggested retail price of its 
6-ft. plastic folding rules from 98 cents 
to 85 cents, effective May 15. 


* * * 


Plywood — The drastic price 
cut “has come about despite the fact 
that production costs are at all-time 
highs.” Said E. W. Daniels, of Harbor 
Plywood Corp.; “Labor and logs, which 
together account for more than 85 per 
cent of our plywood manufacturing 
costs, are just as high today as they 
were six months ago. Mill level prices 
cannot conceivably decline further so 
long as fixed costs remain at today’s 
level.” Spot checks of plywood over 
the country revealed, Mr. Daniels said, 
that panels had dropped 3% cents to 4 
cents a foot in Chicago, 3 cents in 
Savannah and 5 cents in Washington, 
dD, G 

* * * 

Building materials output— 
Building materials production continued 
through February the decline which 
started in the last half of 1948, the 
Commerce Department said. Its index 
of production for 20 selected construc- 
tion materials fell, after adjustment for 
seasonal variation, to 132.6 in February 
against 137.5 in the previous month, 
and 147.2 in February, 1948. How- 
ever, these important materials were 
turned out in greater volume in Feb- 
ruary this year, than in the like month 
in 1948: Cement, nails, concrete rein- 
forcing bars, cast iron soil pipe and 
fittings, and warm air furnaces. 


* * * 


“Less-bulk” refrigerator in- 
sulation—Recently, Monsanto Chemi- 
cal Co. announced a 22 per cent reduc- 
tion in the price of Santogel, to 50 
cents a pound from 64 cents. Santogel 
is a silica aerogel used as a compact 
refrigeration and industrial insulation. 


ea * ‘* 


Ranges - Estate Stove Co. 
(subsidiary of Noma Electric Co.) has 
cut prices of its gas and electric ranges 
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o.SOGLOW 


"Sure... sure, they’re swell gloves 
but personally I think Casey’s overdoing it!” 


Men do get attached to their Boss Glove= 
...and come hack to you for their 

Boss favorites year after year. Maybe it’s 
because Boss has specialized on work 


gloves for 60 years. Everybody knows Boss. 


THE BEST KNOWN NAME IN 


‘WORK GLOVES 


No. 602 ENGINEERS SPECIAL 
Nap in; 5” Gauntlet 











No. 643 WALLOPER 
Nap in; Blue Knit Wrist 


Nene PI ok LEE 8 —— 


No. 0629 MINERS SPECIAL 
Nap out; 13%” Band Top 


60th YEAR—THE BOSS MANUFACTURING COMPANY, KEWANEE, ILLINOIS 
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or Dolars Sales of Hardware Wholesalers Mulons 
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| 
225 Sub Total For First Three Months - 
of 1949 $493 Million 





~~ Total for 1948 **° 
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oe Poe Nee, 175 
——a Fi 4 Total for 94% 
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19464" Total for 1946 
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5|——J a 1041 Total for 19417 79 
 * $ 899 million 
> oamease™” i Vaio [ot eeeed 
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rs 1939 ‘6 Total for 19397” 
Lvessesaseele $592 million 
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Jan Feb. Mar. Apr. May June 


July Aug. Sept. Oct. Nov Dec. 


Source: Office of Business Economics, U. S. Department of Commerce. 





$10 to $30. Under the new schedule, 
Estate’s promotional gas range has 
been cut to $149.95 from $169.95, while 
one electric range model was reduced 
to $189.95 from $219.95. Other models 
were dropped proportionately. 


. * * 


Price “protection” more fre- 
quent—“Price protection” on mark- 
downs is offered by more manufactur- 
ers nowadays. They hope to overcome 
buying hesitancy of clients who “feel” 
new price cuts in the air. Price pro- 
tection isn’t new in many industries, 
but it is extending to new fields. Tex- 
tile manufacturers, for example, say 
recent markdowns emphasize its im- 
portance now. A big hosiery maker 
guarantees stores that any markdowns 
will cover purchases over the previous 
two months. Similar “floor stock pro- 
tection” is extended by some paper 
mills—and by big fruit and vegetable 
canners. Some hardware wholesalers 
are putting similar pressure on their 
factory suppliers—but with varying 
success. A large New York City apart- 
ment house builder has told of some of 
his suppliers who grant “down only” 
escalator clauses. He is to benefit from 
any price cuts made during the life of 
the contracts, but higher prices cannot 
be passed on to him. 

” + * 

Bankers “optimistic”—From 

the annual spring meeting of the ex- 


ecutive council of the American Bank- 
ers’ Association, at French Lick, In- 


200 


diana (attended by some 300 leading 
bankers) came an encouraging ap- 
praisal of the outlook for American 
business activity during the rest of the 
year. Evans Woollen, Jr., president of 
the association, said the American 
banking industry does not see any de- 
Rather, he 
added, by and large, there is a strong 
tone of confidence among bankers as 
to the business outlook for the rest of 
this year. As strong spots in the busi- 
ness picture Mr. Woollen enumerated: 


pression in the offing. 


An important pentup demand for 
goods; the large amount of money in 
the hands of the public; the European 
aid program, which while it involves 
serious problems over the long-term, is 
certainly a stimulant to business cur- 
rently, and the expected military aid 
to this country’s associates in the At- 
lantic Pact. Things that would arouse 
the concern of the banking community 
as to the business outlook, he said, 
would be any important rise in unem- 
ployment, an increase in _ business 
failures, and any stagnation of trade. 
* @¢ « 

Living costs up in March— 
On April 22, the Labor Department 
reported that living costs edged up a 
bit in March, reversing a five-month 
dip. The Department’s consumer’s 
price index for mid-March rose half a 
point over mid-February, to 169.5 per 
cent of the “base” for the 1935-39 
period. The rise was attributed mainly 
to an advance in food prices, including 
meats, fruits and vegetables. Rents 
also contributed to the rise in the in- 
dex, which is based on a survey of 
prices in 56 cities. In March, retail 
prices for moderate income families 
were 0.3 per cent above February, 1.6 
per cent above March, 1948, and 72 
per cent above the pre-war level of 
August, 1939. However, they were about 
3 per cent below the post-war peak of 
August and September, 1948, 

* - * 


Industrial commodities — 
Prices of most industrial commodities 
are down and there are “strong indi- 
cations” of further declines, the Na- 
tional Association of Purchasing Agents 
stated in its latest Business Survey. It 





Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, 1947, 1948 and 1949 


(Expressed in millions of dollars) 























Month 1949 1948 1947 1946 1941 1939 
January 154 170 159 113 56 39 
February 150 173 165 118 55 37 
March 189 205 189 131 63 48 
Total First 3 Months 493 548 513 362 174 124 
April 214 196 144 74 47 
May 195 185 148 79 52 
June 198 172 145 78 51 
July 190 170 150 80 45 
August 209 173 160 83 50 
September 212 189 161 87 60 
October 220 215 196 90 60 
November 202 189 176 76 54 
December 177 177 167 78 49 
Grand Total for Year 2365 2179 1809 899 592 





*Estimated by the Office of Business Economics, U. S. Dept. of Commerce. 





HARDWARE AGE, MAY 19, 1949 














GLASS 
CUTTERS 








Aluminu 
screws. | 
to use ¢ 
1y,” to 
priced. | 


= 
STE 


sell 





HARDWAI 





1 for 
ey in 
opean 
volves 
rm, is 
; cur- 
y aid 
ie At- 
irouse 
unity 
said, 
unem- 
siness 
trade. 


rch— 
tment 
up 4 
nonth 
mer’s 
alf a 
> per 
35-39 
ainly 
uding 
Rents 
e in- 
y of 
retail 
nilies 
, 16 
d 72 
1 of 
about 


ik of 


lities 
indi- 
Na- 

















“THAT'S A DAILY OCCURRENCE—EVER SINCE HE BOUGHT THAT OCEAN CITY REEL AND MONTAGUE ROD.” 


OCEAN CITY REELS * 
Ocean City Mfg. Co., A & Somerset Sts., Phila. 34, Pa. 


MONTAGUE RODS 


Montague Rod & Reel Co., Montague City, Mass. 











winoow Brush WAG SCR) td et 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP CO. 







i3 E.23 rd. St. 
CHICAGO 16 ILL. 











Plant Food Division 


= @ BEST KNOWN! 
ea « BEST SELLERS! 
= BEST BETS! 





PRODUCTS BY SWIFT a COMPANY 
Chicago 9, Illinois 








GLASS 
CUTTERS 
No 024 





e y 
Y wooo 
‘ SCRAPER 


THE LEADER SINCE 1872 , comme. 
Red Devil Glass Cutters ond other glaziers’, ? 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 

Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 














LIGHT DUTY 
*C” CLAMPS 


| 





Your customers will appreciate 
and demand these clamps with 
Aluminum Alloy bodies and copper plated, steel, precision cut 
screws. Exceptionally strong, yet light in weight, they are handy 
to use on all kinds of clamping operations. Sizes range from 
1¥” to 6” openings with 1%” to 23%,” depth. Attractively 
priced. Write for data sheets today. Department H.A. | 





The WESTERN Tool & Mfg. Co., Springfield, Ohio &f 


SHOWERS 
‘WEDDINGS 
ANNIVERSARIES 





provide a year-round market for Rio Grande 


SCALLOPED EDGE BOWLS 


Rio Grande's hand-decorated scalloped edge bowls are 
a constantly moving gift item. Also, matching fork and 
spoon, trays, lazy Susans, and individual bowls, all hand- 
painted and finished with Duroseal. Sell them in sets or 
as individual gifts. 


2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 























STEVENS LEVELS 


sell themselves! (ter er ar ——— 


Aluminur 


gt EW, No} (oil 0} 7 


lever? leading jobbers 
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Wood Levels 


Torpedo Levels 


, STEVENS LEVEL conrsor-sceron satis. 6m 
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FINGER GRIP 
ADJUSTABLE CLIPS 








PARK ALL 
° TOOLS 
° BROOMS 
* BRUSHES 
¢ PIPES 
¢ TUBES 
* UTENSILS 
° MAPS 
¢ STAMPS 
ETC. 

Here is the NEW ADJUSTABLE FIN- 
GER GRIP COUNTER “SALESMAN” 

. conveniently holds 8 dozen 
ADJUSTABLE CLIPS of 3 sizes. An 
attractive orange and black illustrated 


box that will gain customers’ atten- 
tion, sales and add to your profits. 


Clips are Spring Tempered. . . they 
keep their shape permanently. 


FAVORITE WITH WORKSHOP “FANS" 


Retails: smati 6 tor 10¢ 
Medium 4 for 10¢ 
Large 3 for 10¢ 


SEE YOUR JOBBER OR WRITE DIRECT 








ARTHUR I. PLATT CO. 


Fairfield, Conn. 








ARMSTRONG - BRAY 


WIREGRIP precision made 
Belt Hooks come with 
extra (patented) blue 
aligning cards—are held 
more rigid, assur- 4 
ing perfect align- Pres, - 
ment of hooks— a 3 











less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes 


PLATEGRIP Fasteners 





for . . Conveyor 
Belts. Make strong 
dust-tight joints in 
belts, of any width. 
Spread tension uniform- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly bahl?) 

over flat, crowned or BL et Whi) 
take-up pulleys. Sizes Sr “se e. 
for belts from '/," a} " 5 
to I'/2"" thick. Easily ap 
plied anywhere 









STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


The Belt Lacing People 


5348 Northwest Hwy. Chicago, lil. 
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said the long expected buyers’ market, 
evident since November, “arrived in 
force” during April. In addition to the 
sharp drops in non-ferrous metals, the 
association members reported recent 
price declines also in these items: Al- 
cohol, aluminum, asbestos, autos and 
trucks, burlap, brass, cable, castings, 
conduit, paper containers, electrical 
equipment, food, forgings, coal, coke 
and oil, glycerin, iron, lumber, mercury, 
nails, oils, paint, paper, pipe and fit- 
tings, platinum, synthetic resins, rub- 
ber, soap, some steel, tallow, textiles, 
tires and wire. Ammonia, cobalt, gaso- 
line, shellac and turpentine prices in- 
creased. The survey shows plainly that 
supply generally has caught up with 
demand, and in many cases has passed 
it, at least temporarily. Backlogs of 
orders showed some improvement with 
23 per cent of the members reporting 
increases and 40 per cent holding at 
the March level. “bright” spot in 
April was the apparent increase in pro- 
About 76 


per cent of the members reported in- 


ductivity, the survey stated. 


creased man-hour production. Inven- 
tories took a sharp drop in April, with 
60 per cent of the companies reporting 
declines. With practically all commodi- 
ties in ample supply and declining 
prices, purchasing agents are working 
off higher-priced materials and adjust- 
ing stocks to new operating levels. In- 
ventory policy is reported very conserva- 


tive. 
* nd *” 
Farm prices off—-Sharp de- 
clines in prices received by farmers for 


dairy products and truck crops more 
than offset substantial increases in fruit 
and cotton, lowering the index of farm 
product prices one point during the 
month ended April 15, the Bureau 
of Agricultural Economics reported. 
B.A.E. said that the national index of 
prices received ,stood at 260 on April 
15. This was 3] points or 11 per cent 
below a year earlier and one index 
point below a month earlier. 
* + * 

Steel output — In the week 
ended May 7, steel operations were 
scheduled at 97.3 per cent of capacity, 
a decline of 0.2 per cent from the pre- 
vious week, according to the American 
Iron & Steel Institute. The new 97.3 
per cent rate is calculated to produce 
1,793,700 tons of ingots compared with 
a rate of 91 per cent a year ago, when 
1,640,300 tons were produced. 

+ . . 
Sheets and strip catching up 
-During the period of “rush” demand, 
sheet steel and strip remained always 
the scarcest and farthest behind all 
leading steel products used by indus- 
trial consumers, especially the automo- 


tive group. Even now, distribution of 
most sheet and strip products con- 
tinues on a mill allotment basis, with 
the exception of stainless sheets and 
strip, and some silicon items and 
enameling stock. But a free distribu- 
tion market is coming nearer. Some 
sellers are freely predicting distribu- 
tion will not be under any allotment 
system by early third quarter, al- 
though much depends on the trend in 
automobile production schedules in 
months ahead. 


Window glass—Although de- 
mand for sheet glass “has dropped off 
very materially” since January, signs 
now “indicate an upturn in this busi- 
ness,” A. S. Crandon, president of 
American Window Glass Co.,_ re- 
marked, at the firm’s annual meeting. 
Sheet glass includes window glass and 
heavy plate glass used in store fronts. 
Mr. Crandon said demand for safety 
glass has been “relatively good.” 


* * * 


Washing machines—Continv- 
ing their recovery from a sharp down- 
turn registered late in 1948, factory 
sales of standard-size household wash- 
ers in March totaled 254,300 units, 
compared to 177,900 in January and 
an advance of 21.9 per cent over 208,500 
in February, according to industry-wide 
figures announced by the American 
Washer & Ironer Manufacturers’ Asso 
ciation. The March total compares to 
213,862 in July, 1941, the industry’s 
highest prewar month, but is 37.7 per 
cent below sales of 408,512 units in 
March, 1948. Factory sales of ironers 
in March totaled 23,500, down 16.8 per 
cent from 28,250 in February and a 
decrease of 56 per cent from 53,686 in 
March, 1948. 


* * * 


Water heater sales —Com- 
menting on results of a continuing 
survey made by Hotpoint, Inc., Chicago, 
Stanley E. Wolkenheim, 
water heater department, reports that 


manager, 


more than 50 per cent of the con 
sumers bought water heaters in 40 
and 52 gal. sizes. He interpreted this 
to indicate greater hot water require- 
ments than were common before the 
war, resulting from wider use of auto- 
matic clothes washers and dishwashers. 
He noted a definite trend toward in- 
stalling water heaters in the kitchen, 
with more than 50 per cent of the 
consumers preferring this location to 
the basement. The survey indicated 
that purchasers were spread almost 
evenly from farms to cities over 50,000 
in population. More than 70 per cent 
of the consumers lived in homes valued 
under $10,000. 
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Television outlook bright— 
The outlook for television in the 
months ahead was described as “bright” 
by David Sarnoff, chairman of Radio 
Corp. of America, at the firm’s annual 
meeting. he said, “need 
hesitate to buy a present-day type of 
television receiver, for there is no indi- 
cation that receivers of 1949 design 
will be obsolete in the near future. 
Television is too powerful a force for 
the public good to be stopped by mis- 
leading propaganda.” Discussing the 
prospects for color television, Mr. Sar- 


“No one,” 


noff said it probably is more than three 
years away. “Some day it will be here 
and we’re all for it,” he added. 

= * - 

Increases output — Nineteen 
Hundred Corp., St. Joseph, Mich., man- 
ufacturers of Whirlpool home laundry 
has announced a_ second 
three weeks. 


equipment, 
production increase in 
Effective May 9 the company increased 
its daily output of wringer washers 
On April 21 manufac- 


ture of conventional washers and port- 


13.7 per cent. 


able washing machines was boosted 15 
per cent by the same concern. 
* - * 
Ruberoid sales — 
Ruberoid Co. has 
“pre-war seasonal pattern,” and, ac- 
cording to first quarter results, should 
reach $51,500,000 this year, said Her- 
bert Abraham, president at the annual 
Sales in 1948 were $57,477,- 


Business began to pick up in 


Sales of 
returned to the 


meeting. 
023. 
March and April, following a year-end 
Our distributors stampeded to 
cut their inventories near the end of 
“They 


finally got rid of their excess inventory, 


slump. 
last year,” Mr. Abraham stated. 
and now they are starting to buy 
again.” However, sales in the first 20 
days of April were off to 83 per cent of 
the like period of last year. 
* * ~ 

Thor washers—-On April 22, 
Thor Corp. announced a 13 per cent 
cut in the retail price of its automatic 
clothes and dishwashers, effective April 
25. The cut reduces the clothes 
washer price to $199.50 from $229.50. 
The combination clothes and dish- 
washer is lowered to $279.45 from 
$309.45. “We have cut manufacturing 
costs by improving production tech- 
niques and by receiving greater worker 
productivity and a better flow of raw 
materials,” J. R. Hurley, 
commented. 


president, 


* * ” 


Car-loadings under 1948 — 
Car-loadings of freight by the railroads 
rose slightly in the April 30 week, but 
substantially below the 
volume for the like period last year. 


remained 


The Association of American Railroads 
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And little wonder! 
On any basis of comparison — design — 
performance — quality features — Universals 
offer the buyer greater value, dollar for 
dollar, than any other hand or compressed 
air sprayer on the market today. They've got 
what it takes to make the cash register sing. 
But that's not all—they're real profit makers! 


G-24 PILOT 


fey 2} 
2 "| \Z/ Xe, 
f “Rn 


26 cents 


PLUS FREIGHT 










SUGGESTED 


RETAIL PRICES INCLUDE 


BOM% DEALER MARK-UP 


BY 


LON G odds 


THE BEST LINE TO HANDLE 




































METAL PRODUCTS CO. 
MICHIGAN 


UNIVERSAL 
SARANAC 
























important in today’s fishing goods market. 
The Old Pal line has been the fishermen’s 
favorite for years . . . its consumer accep- 
tance makes selling easy. 


APPROVED BY 






(NON-PROFIT) 


Thue Old Pal line is the full line 





* SCALERS 
% MINNOW BUCKETS 
_ & MINNOW CANS _s~ 
"ke MINNOW TRAPS ~ ae 
* BAIT BOXES ~ & FLY RACKS 





* FLY & LEADER BOXES *® VEST POCKET FLY BOXES 









PENN METAL WARE COMPANY 


1192 SCOTT STREET @ WILKES-BARRE, PENNA. 








——— KENNADRILLS 


a 


Oa an 
BOOST SALES 


to: PLUMBERS « MASONS « HOME 
BUILDERS « ELECTRICIANS ¢ ETC. 
They can reduce hole drilling time 
from minutes to seconds. Sapphire 
hard Kennametal drills up to 5 
times faster. It lasts up to 100 
times longer. Drills anything in 
masonry. Slate, stone, marble 
cement, tile, asbestos, sheet rock, 
etc., can be penetrated quickly, easily. 
Turbine action ejects the cuttings. 
Binding, sticking, stalling is pre- 
vented. Holes are smooth and clean 
—true to size. Bit sizes are 4” to 
1,” in diameter, shanks are 6”, 8”, 
and 10” long, depending on size. 
Start handling Kennadrills. Boost 
Sales. 
Write for Bulletin KH — today. 





To help you sell we advertise in trade papers, 
Popular Mechanics; and supply dealer helps. 


Dealers Wanted! 


KENNAMETAL Src. catrose. pA 





Night or Day... 


RED MEANS DANGER! 


They Guard 
and Guide 
Where 
Dangers Hide 


* 


Order through distributors 
EMBURY MFG. CO., WARSAW, N. Y. 

















said that loadings in the latest week 
totaled 75,444 cars, an increase of 2.1 
per cent from the week ended April 23, 
but a drop of 11.9 per cent from the 
like week last year. 

* s * 

Department store _ sales 
lower—Department store sales through- 
out the nation in the week ended April 
30 were 4 per cent below a year ago, 
the Federal Reserve Board reported. 
In the previous week, volume had 
shown a 10 per cent drop from the like 
1948 period. In the April 30 week, 
however, sales were better in some 
areas, in Boston they were up 4 per 
cent, while gains of 2 per cent took 
place in Philadelphia and of 8 per cent 


in Atlanta. 
a a e 


Mail order companies re- 
port — Sears Roebuck and Co. April 
sales were $194,643,917, a decrease of 
4.6 per cent from a year earlier. For 
the three months ending April 30, sales 
totaled $492,496,621, a decrease of 8.5 
per cent from 1948. Sales of Mont- 
gomery Ward and Co. for last month 
totaled $101,110,261, a decrease of 12.4 
per cent from the same month in 1948. 
For the three months ended April 30, 
sales totaled $258,605,608, a decline 
from the 1948 period of 13.3 per cent. 
In the variety field, one early showing 
was better. F. W. Woolworth Co. re- 
ported April sales of $53,215,266, a 
gain over a year ago of 20.1 per cent. 
Sales for the first four months of 1949 
were almost even with the 1948 period. 

+ + * 


Retailers cut inventories— 
Department of Commerce figure for the 
end of February (the latest) placed 
total retail inventories about 2 per 
cent above a year earlier in dollar 
value, while manufacturers’ inventories 
then were some 11 per cent above a 
year ago. Retailers, big and little, have 
been cutting order placements dras- 
tically since merchandise of almost all 
types has become readily available. 
Sears, Roebuck & Co., largest retail 
merchandiser, reported merchandise on 
order at the end of January down al- 
most 25 per cent from a year earlier. 
Mentgomery Ward’s outstanding com- 
mitments for the purchase of merchan- 
dise on Jan. 31 were reported 50 per 
cent below a year earlier. Manufac- 
turers’ inventories, too, declined in 
March for the first time since the war. 
The drop was ascribed by the Com- 
merce Department chiefly to falling 
prices, and the physical quantity of 
inventories, it said, changed “very 
little.” Total business inventories at 
the end of February were placed by 
the Commerce Department at slightly 
above $54 billion, more than two and 





TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 


Made of selected kiln- 
dried stock only. 


Now Available 
TERRACE WOOD PROBUCTS (0. 


113 Elizabeth Avenue 
Elizabeth 1, W. J. 




















KASS TANK 
BALL GUIDE 


Easily installed without tools, 
Adjustable Clamp—fits all 
sizes of overflow pipes. Flex- 
ible bolt teeth assure non-slip 
grip — permanent tightness, 
Perfect alignment assures 
noiseless, leak-proof service. 
Built to last of rustproof brass. 
Profitable seller. Write: 


KASS HARDWARE COMPANY 


1836 MARKET ST., PHILADELPHIA, PA. 




















COMPLETE POLISHING SET 





FITS ANY %” ELECTRIC DRILL 


5” MUSLIN BUFF =| RETAILS 
} 6” LAMBS-WOOL BONNET) gop 
i 5° SANDING DISC and | gy gg 
HEAVY DUTY ARBoR | $¥- 


GANHAR MANUFACTURING CO. 
(Mfrs. of Buffs and Bonnets) 


366WEST11thST. NEW YORK14,N.Y. 




















‘Changes 


New products and new 
trade names are constantly 
added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


being 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


ad 


HARDWARE AGE 


100 E. 42nd St., New York 17, N.Y 
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a half times the $20 billion figure re- 
corded at the end of pre-war 1939, 
Much of the gain then reflected higher 
prices, and, of course, sales volume had 
been much higher than pre-war. 

. * ” 

Industrial output—Industrial 
production declined more in March 
than in any month since it started its 
drop from last autumn’s post-war high, 
says the Federal Reserve Board. The 
downtrend was continued in April, it 
added. The Board estimated indus- 
trial production in March at 184 per 
cent of the 1935-39 average, compared 
with 189 per cent in February and the 
post-war peak of 195 per cent last 
October and November. Production hit 
a post-war low of 152 per cent of the 
“base” average, in Feb., 1946. 

” + + 

Furniture orders — While 
March furniture sales continued down- 
ward, there are indications that the 
decline which started last November 
has slackened somewhat, Seidman & 
Seidman, industry accountants, said in 
their monthly report. New orders 
booked in March were off 10 per cent 
from a year ago and 4 per cent from 
the previous month. January orders 
were down 39 per cent from Jan., 1948, 
and February orders declined 24 per 
cent from a year ago. New bookings 
for the first quarter of 1949 were down 
28 per cent from the first 1948 quarter. 
Unfilled orders during March dropped 
15 per cent from February, due in part 
to heavier than normal cancellations 
and the lack of new bookings. Com- 
pared with March a year ago, the back- 
log of orders was down 59 per cent. 
The average plant had approximately 
one month’s production unshipped. 
Many were down to one week’s produc- 
tion and some were even below that. 
In some branches of the industry, pro- 
duction has been running at an evi- 
dently greater rate than shipments, so 
finished goods inventories are growing. 


* * * 


Wheat surplus — The ap- 
proach of another “whopping” wheat 
crop is breeding grain surplus worries 
from Texas to Nebraska. The harvest- 
ing of winter wheat (major part of all 
U. S. wheat) starts in Texas about 
mid-May and moves northward. Com- 
bines will hum in Kansas within three 
weeks thereafter. The crop is ex- 
pected to hit the billion-bushel level, 
some 66 per cent above pre-war har- 
vests, while wheat-country bins and 
elevators still bulge with last year’s 
bumper production. It is estimated 
that, after all U. S. domestic needs for 
wheat are met this year, something like 
a billion bushels will be left over. Indi- 
cations are that sagging exports will 
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New home construction plus 
house cleaning and redecorat- 
ing makes spring a Big Fire- 
place Furnishings selling season 
for those advertising and at- 
tractively displaying Royal. 

Show Royal ... Sell Royal and 
you can boost your sales and 
profits! This fast selling line is 
a good profit maker for you. 





SPRING 
IS A BIG 


FIREPLACE 
FIXTURE 
SEASON 








Order from your jobber today 
or write today for complete in- 
formation. Ad mats and in- 
serts available. 





CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 


CHATTANOOGA, TENNESSEE 








Handsome modern 


style door knocker 
Ideal for private 


homes Colors: Brass 
or chrome finish 
Actual size: 3° 8x7 
r styles from 
Slightly 


Retail Price 


°4.95 


@ Pry proof safety back _ 


@ Individually gift boxed 
@ Built-in 2 way speaking slots 





= 


MAGIC MIRROR 
DOOR DETECTIVE® 


EASILY INSTALLED IN ANY WOOD OR 
METAL DOOR OF ANY THICKNESS... 














20 million people have read about it 


The two way MAGIC MIRROR permits home occu- 
@ Factory guaranteed pants to see all callers without being seen, while the 
caller sees only his own reflection in a shiny mirror. 
Available in apartment or private home models. 


write for literature and dealer and jobber prices 


_ ——— 
HOME SAFETY a 
ENGINEERS 1h 
— —— 
Tel. MU 7-1034 687 THIRD 


*Patent Pending 


we soles y * 


AVENUE, NEW YORK 17, NEW YORK 
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NEW— 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dr2matically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
tepeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 


Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 


DEALER AIDS—Free mats, electrotypes, 
scripts, circulars and display material. 


Write for discounts and Special Offer on free 
Accessory Case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 


Send details of Free Accessory Case plan. 


radle 


Name 


Address 


COC CC CO eer eeerercereseces seers eeeeeee® 











| 


drain off much less than half this total 
leaving a surplus equal to nearly a 
full year’s U. S. requirements. 
* *” eg 
Television gains — Television 
set production reached record levels in 
March and for the first quarter. Mem- 
bers of the Radio Manufacturers Asso- 
ciation reported shipment of 422,537 
sets in the first quarter, including 182,- 
361 sets in March, 121,238 in January, 
and 118,938 in February. Contrariwise 
—output of FM and AM radio sets 
was sharply off in March. R.M.A. mem- 
bers 71,216 in that 
month, compared with 98,969 in Feb- 
ruary and 147,733 in Jaruary. 


turned out 


sets 


* * 2 


Small employment gain — 
Census 


The 


ployment 


reported unem- 
151,000 
March and April, but the drop in un- 
employment did not meet expectations. 
Total employment in April rose 172,- 
000, with the gain due entirely to the 
customary seasonal expansion in farm 
work. Non-farm employment 
down 255,000, while farm employment 
increased 427,000. 


Bureau 


decreased between 


went 





Business Life Insurance 
Cushions Effects of 
Death of a Partner 


(Continued from page 117) 


nical problems that call for ad- 
vice, the Department of Com- 
merce warns. “The usual procedure 
is to consult with three experts— 
the firm’s attorney, its accountant, 
and its life insurance agent—who 
can make certain that every angle 
of the firm’s interests is being safe- 
guarded.” 

The owner of a business, en- 
gaged in execution of his duties 
which make the business a success, 
is not usually in a position to 
analyze his insurance needs or pre- 
scribe the correct policies or policy 
arrangements to meet those needs, 
the Department states. The counsel 
and advice of the firm’s specialists 
is essential in drawing up plans for 
any business life insurance policy. 

In discussing the three basic 
types of business firms and the 
need each has for some form of 
business life insurance, the De- 
partment has this to say: 

* Sole Proprietorship Life Insur- 
ance: The sole proprietorship is 
the most widely used form of busi- 
ness organization. There are near- 
ly 4,000,000 retail, manufacturing, 








Tightens loose furniture 
WITHOUT taking it apart 






CHAIR-LOC 


IT <q WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 












"COMPLETE" 
VENETIAN BLIND 
TAPE & CORD 
REPAIR KITS 


All Colors & Sizes 


Cellophane Wrapped With Instructions. 
Literature and Prices Upon Request. 


PAUL MILLER CO. 














550 20th St., Brooklyn 18, New York 





The New Columbiana 
CAM-LOCK HYDRANT 


@ Here’s anew Cam-Lock Hydrant that’s 
bound to be a fast-selling item. The 


pressure line... a sturdily-constructed 
hydrant. Its many new features include 
a non-corrosive valve assembly, a cam- 
lock handle to prevent dripping and 
water wasting, a one-piece bronze valve 
body, anti-freeze action, no springs to 
y) rust out, and few moving parts to wear 
{ out. Send today for prices and complete 
information on the Fig. -120 

lowest-priced hydrant on the market. 





Fig. H-1200 


COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO 


Another Addition to a Famous Line 


Columbiana Fig. H-1200 hooks onto a 














BRUSHHOLDERS 


"SNAP-ON" 


Protect all Paint Brushes by 
suspending them by the han- 
dles. Keeps bristles straight 
and handles clean. 4g 


HOLDS ANY BRUSH TO ANY CAN 


Retail for 10¢ each 
1 CARTON (36) $2.25—1 GROSS $8.00 


E. & J. ENTERPRISES, INC., VERONA, N. J. 














WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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wholesale, and service businesses 
in the United States. Of these, ap- 
proximately 70 per cent are oper- 
ated by sole proprietors. Most state 
laws provide that at death the busi- 
ness of a sole proprietor becomes 
a part of his personal estate. to be 
administered by his executor or 
administrator and passed along to 
the legal heirs as quickly as pos- 
sible, unless otherwise provided. 
The risk of financial loss is clear 
and direct under such circum- 
stances, with a good chance for a 
forced liquidation at severe sacri- 
fice. 


Partnership Lije Insurance: 
Death of a partner dissolves a 
partnership—either at once or, 
through special provisions, within 
a few months. Such a death in- 
volves a great hazard to the con- 
tinuity of the firm and to the in- 
terests of both the remaining part- 
ner or partners and the heirs of 
the deceased partner. The heirs 
cannot legally enter the business 


and take over, but they can de- | 
mand an accounting and call for a 


cash settlement of their share of 
the firm’s net worth, as repre- 


sented by the deceased partner’s | 


interest. Controversy over the 
valuation of this interest alone 
could well tie up a business in 
prolonged argument and legal dif- 
ficulties sufficient to cause its dis- 
solution. Business life insurance, 
throughout the country, helps ward 
off these hazards and enables the 
business to continue in operation 
despite the death of a partner. 


Corporation Life Insurance: 
The death of anyone who has eco- 


| SHELBY 'S MONTHLY FEATURE 


nomic value to a corporation con- | 


stitutes a hazard pointing to pos- 
sible financial loss. This ‘s clearly 


true of stockholders. in a close cor- | 


poration and key men, such as 
management leaders, buyers, credit 
men, sales managers, production 
managers, engineers, and tech- 
nicians. In such cases, life insur- 
ance is valuable to provide the 
business with funds to meet the 
possible losses which might ensue. 

Copies of the Department of 
Commerce study on business life 


insurance may be obtained by re- | 


questing Small Business Aids 480, 
481, 482, and 483 from the De- 
partment of Commerce, Washing- 


ton 25, D. C. 
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PEERLESS Has Everything 









FEATURES 
EYE APPEAL 
VALUE 





aS eh eae ee a ee 


Popular features, modern de- 
signing and outstanding value 
make the Peerless Freezer a 
sales builder and No. | profit 
maker. Investigate the Peerless 
Line. 





2 to 10 Ots. 
12 to 20 Ots. 


Household Sizes: 
Hotel Sizes: 








ASK YOUR JOBBE 
THE PEERLESS FREEZER co. 





TAT 











WINCHENDON, MASS. 
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EXTRA HEAVY BARREL BOLT 
Series 20-00-0 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 


builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


Since 1898 
THE i} [oy SPRING HINGE CO. 
AY é SHELBY, OHIO 













a 
it TURNS 


iT SWINGS 
1T SPINS . 


iT BENDS 


95%, OF 

ALL CORD 

SET TROUBLES 

A BIG VOLUME, FAST MOVING 
LONG PROFIT SPECIALTY! 


Eliminates 95% of all cord set troubles. 
Wireless swivel plug keeps cord from 
heat of electric iron, eliminates cord 
chaffing, twisting — no broken wires, 
no shocks, no inconvenience. Finest 
quality cord. Two smartly styled 
models, two price ranges. A proven 
seller. Women who see it will try 
it; women who try it will love it. 


FREE DISPLAY CARD 


Holds one WRIST ACTION 
set, and illustrates unique 
swivel action. See your job- 
ber or write direct for com- 
plete details and prices. 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
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LOCKS 


Can Be Keyed Alike 

or MASTER-KEYED 

q There’s more sales appeal than ever 
in the LaBelle Doorknob Lock, newest 
staple to hit the hardware market. Sell not 
only home owners but housing projects, 
hotels, motels, institutions and resorts. Help 
your customers beautify doors by eliminat- 
ing large lockplates and old-fashioned key- 
holes. A small key works the tumbler 
cylinder lock built into the outer knob. 
When locked, this knob spins freely .. . 
and can’t be forced. The inner knob opens 
the door any time, prevents accidentally 
locking people in. Sell LaBelle and you 
sell sheer beauty, security, convenience, 
ease of installation. See your jobber or write. 


LaBelle 


INDUSTRIES, Inc. 
OCONOMOWOC, WISCONSIN 










Inventory high? Money tight? 
Stock all jumbled? Shelves a sight? 
Sizes missing? Things aren't right? 


You need SHARON REFILLS! 
Missing sales? Customers sore? 


Too many boxes? But always need more? 
Prices too high? Costs make you roar? 


You need SHARON REFILLABLE 
ASSORTMENTS ... 
the smart way to sell screws, nuts, bolts, etc. 


Get the complete story about Sharon As- 
sortments and Refills from your jobber or 
write direct. 


x. By 
Shavot Ett aude. Sere Lo. 
Le 


BOSTON 10, MASS. 
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DOORKNOB 
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Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 
Santa Barbara, Calif. Convention chair- 
man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 


Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hotel, Charleston, S. C. Sally 
Couch Masten, acting secretary, 118% 
E. Fourth St., Charlotte 2, N. C. 


Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, Ill., sponsored by the Central 
States Hardware Club, Ben Leve, 530 
W. Cornelia Ave., Chicago 13, is secre- 
tary. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn., joint 
convention, May 22-24, at the Seminole 
Hotel, Jacksonville, Fla. W. W. Howell, 


executive manager, Waycross, Ga. 


Gift Show, July 24-29 at Los An- 
geles, Calif., under management of 
W. C. Klingborg, L. A. Trade Fair, 
Inc., 1151 S. Broadway, Los Angeles 
15. 


Gift Shows: July 31l-Aug. 4 in the 
Civic Auditorium, Western Merchan- 
dise Mart, St. Francis and Sir Francis 
Drake Hotels, San Francisco, Calif.; 
Aug. 14-18, Olympic Hotel and Termi- 
nal Sales Building, Seattle, Wash.; 
Aug. 2l-Aug. 24, at the Portland and 
Benson Hotels, Portland, Ore. Show 
manager, Kay Leber, Western Mer- 
chandise Exhibitors Assn., Space 957, 
1355 Market St., San Francisco 3, 
Cal. 


Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware 
Assn. joint convention and_ exhibit, 
June 6-8, at the Hotel Jung, New 
Orleans, La. Secretary for both associa- 
tions is David O. Mansfield, 226 S. 
State St., Jackson, Miss. 


National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 





CONVENTIONS 


\ EVENTS =| 


Corrected Each Issue According to Latest Dota 








‘COMING 


AND 





City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago, 54, IIl., is executive secretary. 


National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14, 
Rivers Peterson, 333 No. Pennsylvania 
St., Indianapolis, Ind., managing di- 
rector. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


Store Modernization Show, June 
19-24 at Grand Central Palace, New 
York City, sponsored by the Store 
Modernization Institute, 40 E. 49th St., 
New York City 17. 


Stove Convention, Mid-year con 
vention of the Institute of Cooking and 
Heating Appliance Manufacturers, 
June 6-8, the Netherland Plaza Hotel, 
Cincinnati, Ohio. Samuel Dunckel is 
managing director of the Institute with 


headquarters at the Shoreham Hotel, 
Washington, D. C. 
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It's been a long time—since the days of the HARDWARE DRUMMER, when the 
merits of each piece of hardware was presented to each individual, personally. 


Today, the NATIONAL HARDWARE SHOW, America’s greatest HARDWARE 
DRUMMER, is visited by buyers from all over the world, who personally see, 
examine and compare all that’s good... all that’s new in hardware. 
Manufacturers are invited to write for floor plans and data on the industry's 
greatest trade show. 

Make a date now to visit America’s new HARDWARE DRUMMER, the 
NATIONAL HARDWARE SHOW, Grand Central Palace, New York City, 


OCTOBER, 12th, 13th, 14th and 15th, 1949 


NATIONAL HARDWARE SHOW 


331 MADISON AVE., NEW YORK 17, MURRAY HILL 2-4802 
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JUST OFF THE PRESS! 





THE EAGERLY AWAITED — 
NINETEENTH EDITION OF THE 


HARDWARE AGE VERIFIED LIST 


THE MOST COMPLETE, COMPREHENSIVE AND AUTHORITATIVE LIST OF 


WHOLESALE HARDWARE HOUSES 


WE HAVE YET PUBLISHED 


Indispensable for contacting the wholesale hardware houses in the 
United States and Canada: 


GIVES THEIR NAMES AND ADDRESSES 
CAPITALIZATIONS 
LINES HANDLED 
TERRITORIES COVERED 
NUMBER OF MEN TRAVELED 
THE YEAR WHEN BUSINESSES 
WERE ESTABLISHED 
THE NAMES OF THE BUYERS 
AND OFFICIALS WITH TITLES 


Obviously, highly useful information for calling on hardware 
wholesalers—in making credit arrangements—and in direct 
mail sales promotion advertising. 
* e a 

This publication also contains separate lists of: 

MILL SUPPLY DISTRIBUTORS 

PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 

MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


THESE LISTS ARE NEEDED BY ALL WHO SELL THROUGH HARDWARE CHANNELS 


PRICE $1599 q@ COPY remittance with orver 


HARDWARE AGE VERIFIED LIST 


100 EAST 42nd STREET NEW YORK 17, N. Y. 
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AMSCO 80th Anniversary value: 
the MERMAID N-15 ASSORTMENT 


A size, a quality, a price for every purpose. 
80 years of AMSCO sponge “know-how” 
and ‘‘’know-when” is behind this value- 
poone Soft-wool assortment. Each sponge 
aundered, cellophane packaged and price 


‘> ‘ tagged. 
F “4 The Mermaid N-15 Assortment 


MWC 49 NC— 4 pieces—retail value 49 $1.% 
MWC 79 NC— 4 pieces—retoil value 79 $3.16 
MWC 98 NC— 3 pieces—retail value 98 $2.94 
MWC 149 NC— 2 pieces—retoil value $1.49 $2.98 
MWC 198 NC— 2 pieces—retail value $1.98 $3.96 


Dy praia | 
—MOORE pusn-pins | 


Designed to an- | 
swer EVERY pin- | ¥ 


dh - 
med sal tiem te |I| FOCHANGING UP things / 
your customers PUSHLESS 

ith COMPLETE 
CONFIDENCE. se MOORE picture HANGERS 
Nationally adver- 
tised, 


MOORE PUSH-PIN CO. Since /900 


















15 Total retail value $15.00 
Order refills by number 
Shipping weight 2'4 Ibs. for each N-15 assortment 
Packed in modern combination shipping 
and display carton. Ask for free copies of 
exciting ‘Sponge & Chamois Story’’. Send 
for sample assortment of PLEX complexion 
sponge to retail at 10, 15 and 25¢ and TOT, 
baby’s own sponge, to retail at 35c. 
Specialists in fine sponges and chamois since 1869. 
AMERICAN SPONGE & CHAMOIS Co., Inc. 
51 Ann St., Dept. H, N. Y. 7 + 245 Mission St., San Fran. 5 
































113-25 BERKLEY ST. PHILADELPHIA 44, PA. 





won! Garb WITH | a . 


WS) GENERAL 


y Your best bet for profits in ‘49 /°* 


+ 0 3 ils for 
. GENERAL Home Kitchen J eer mnee $12. 95 











x \ chandise the full line of General Home Slicers. yng gay he gh no 


Write for full details—TODAY! knife. 

See the full line of GENERAL Slicing Equipment displayed at the 
National Housewares Show—Atlantic City, July 11th to July 15th. 
GENERAL SLICING MACHINE CO., Inc. 
WALDEN, NEW YORK 


Slicers. Backed by sales pulling national advertising \") COMPL 
. time-tested and sales-proven to be sensationally Lone of the General BIG } 
fast sellers, the General line is reaping a rich harvest of PROFIT MAKERS . . . The | 
ast sellers, the Ven wd ping secede “Little Giant’ of the line. 
extra sales and extra profits for its dealers everywhere. Chip-resi pore 
Why gamble when you can stock feature and mer- _— fully equipped with food 







FE, 1g st POPULAR PRICE Fee 


MARKET 


KINGSTON PRODUCTS CORP., Hwd. Div. A-5, Kokomo, Ind. 





FOR COMPLETE 
INFORMATION 









) OF ST! op 









ASK 
YOUR 
JOBBER 


TODAY! 
STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 






GEPHART MFG CO. 


1026 W. ADAMS ST., CHICAGO 7, ILL. 


Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING « SALT WATER FISHING « SPINNING 




















ms A MIT! 


New DEAROSA Forged Brick Trowel 
Wide London Pattern 







eee 
Just what your customers want. 


* 2¢s8 
Don't wait. Order now for 
prompt delivery. 
> . . 
Ask your jobber too for 
DEAROSA 





Howks, Plasterers, Cement 
and Pointing Trowels 


INU 
fla | — A -_ made to give snes oe ane 


extra strength. Available in use with pleasure” 
adjustable and standard types ...@ | DEAROSA MFG. CO. INC., Brooklyn 32, N. Y. 
level for every use. — NATIONAL & EXPORT REPRESENTATIVES 


SURPLESS DUNN & CO., INC. 
HALL LEVEL & MFG. WORKS | 34 N. Clinton Street 74-76 Murray Street 
AUSTIN, TEXAS ~- | Chicago 6, Illinois 


New York 7, New York 
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THE OPTICAI 


OR A 
THE IRON AGE © HARDWARE AGE « DEPARTMENT STORE ECONOMIST *« BOOT AND SHOE RECORDER + MOT THE SPECTA’ 


COMMERCIAL CAR JOURNAL + THE SPECTATOR LIFE INSURANCE IN ACTIO 
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- man 
f Economic Hokum! 


In the field of economics, little white lies often turn out to be BIG 
ones—tinged with red! One of the favorite themes of the critics of 
the American system of enterprise is that the rich get richer and 
the poor get poorer. On what do they base their claims? Myths 
and misinformation! 


Here are a few facts. Income-wise, the railroad executive is 22 percent 
worse off today than he was in 1930; the Congressman 26 percent; 
the pensioner 35 percent; the bondholder 38 percent; and the wealthy 
















stockholder, on whom we depend for so much of our risk capital, 
69 percent. Hardly an indication that the rich are getting richer! 


What of the man to whom our critics apply the label poor working 
man? The records show—in spite of higher taxes and changes in 
the value of the dollar—that the coal miner has improved his income 
by 91 percent since 1930. In other fields, too, the worker has made 
great gains: the textile worker is better off by 39 percent; the auto- 
mobile worker by 32 percent; and the railway worker by 22 percent. 


We, at Chilton, see a real, immediate need for putting these facts of 
economic life before the American public. Our critics are vocal, 
and not adverse to misinforming and misleading the public. The 
facts are clear enough—if we take the time to present them. 


CHI 
O 


Chestnut and 56th Sts. ‘ 100 East 42nd Street 
Philadelphia 39, Pa. New York 17, N. Y. 





NC. 
LTON CHILTON COMPANY (INC.) 


THE OPTICAL JOURNAL AND REVIEW OF OPTOMETRY + THE JEWELERS’ CIRCULAR-KEYSTONE * AUTOMOTIVE INDUSTRIES 


MOTOR A 
THE SPECTATOR PROPERTY INSURANCE REVIEW * DISTRIBUTION AGE 


E IN ACTIO 
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Classified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 








Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 
Positions Wanted 
(Special Rate) set solid, maximum, 
eer eee $2.00 
Each additional word......... -05 





Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
hursday. Classified forms close 15 days 
previous to date of publication, 


*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















SALESMEN CALLING ON HARDWARE 
APPLIANCE, AND FURNITURE DEALERS 
as well as other outlets, to sell Electric and Floor 
Circulating Fans for Summer Season. Radiant 
gas and magazine type coal heaters for Fall and 
Winter Season. State territory. Commission. Ad- 


| Competitively Priced, One Piece Steel Bathroom 


dress Box N-19, care of Harpware Ace, 100 East | 


42nd St., New York 17, N. Y. 





SALESMEN CALLING ON HARDWAR 
DEPARTMENT STORE, FACTORIES. 
FARMS, PAINT STORE, AND CONTRAC 
TORS to handle full line of Paints, Enamels and 
Varnishes, 10% Commission, Excellent cppertuni- 
ties and territories protected. Write details, 
present connections, territory covered. Bissell 
Varnish Company, 277 Mountain Grove Street, 
Bridgeport, Conn. 





SALESMEN: ARE YOU SELLING GARDEN HOSE 

TO HARDWARE & PLUMBING SUPPLY JOBBERS 

As Sideline—carry our Competiiive, Fust-Moving Line of 
GARDEN HOSE FITTINGS & ACCESSORIES 
Open 

New York, N. Y. 


Choice Territories 
Box HA 395, 221 W. 4ist St., 














SALESMEN, ALL TERRITORIES OPEN 


Imported Sheffield Carving Sets. Excellent side- 
line for established men. References investi- 
gated. Substantial commission. 


SHEFFIELD FINE CUTLERY CO., INC. 


92 Ellsworth Street, Worcester 3, Mass. 








Second and Madison, Covington, Ky. 


SALESMEN WANTED BY LARGE MAN. 
UFACTURERS OF WHEELBARROWS lo 
cated in Middle West. Commission basis. Many 
choice territories open. Write P. O. Box 138, 
Byron Center, Michigan, 


SALESMEN TO CALL ON BUILDING 
MATERIAL SUPPLY, Building Hardware, Mill 
and Lumber Accounts, also Tile and Plumbing 
Supply Contractors, to sell a full line of Modern, 





Cabinets. Ten percent commission basis and ex- 
clusive territory. Address Fries & Son Co., 


CUTLERY MANUFACTURER HAS NEW 

| ENGLAND TERRITORY OPEN FOR SALES. 

WANTED SALESMEN—NOW CONTACT-| MAN to sell to Hardware and Sporting Goods 
ING RETAIL AND WHOLESALE BUILD.-| Retailers. Over two-hundred accounts already 
ER’S HARDWARE STORES can make $200-| established. Straight commission. Must have own 
$400 extra per month handling new and estab-| car. Reply Box N-243, care of Hearpware Acz, 


lished builder’s hardware line. Write: Parlyn, | 100 East 42nd St., New York 17, N. Y. 
Ltd., 707 So. Broadway, Los Angeles 14, Cali- | 
fornia, 


| ee bf BE On. 

FLATWARE AND TABLE CUTLERY | WHOLESALE HARDWARE, - 

MANUFACTURER—old, established, nationally | NISHING AND ELECTRICAL. Only those 

knowr concern—one of the leaders in its field, | pe Ray yen og Epely. ng Bong be 
i 2 i i 2 ale 1 repute: ew York distributor, 

is re-arranging several important sales areas, on beand saeschandice, ples well vounied out ame 


| a 100% protected territory basis. Will consider | d m 
only sales organizations who, through their other | Territories, New Jere, —. er ener 
supplementary factory lines, have the background, | Yamla, Long Island, estchester, onnecticut, 


| Massachusetts, Rhode Island. Give — last 
i ‘ , ire: i i loyment, also if presently em- 
intensive coverage we require; and also the time | "V€ years emplo , sO | e 

to give it continuous effort. A profitable, worth- | ployed. nn, —— _ a 
while major line. Liberal commission arrange- | Box N-156, care o' NY. GE, 

ment. Address Box N-234, care of HARDWARE 42nd St., New York 17, N. Y. 

Ace, 100 East 42nd St., New York 17, N. Y. 


connections, and entree, to give our line the 








SALESMEN WANTED 


By an established hardware jobber and leather 
goods manufacturer. To call on hardware and 
implement dealers in Western Ohio. Other ter- 
ritories available. Write for particulars. 


THE ELLSWORTH-HAFFNER COMPANY 
ORRVILLE, OHIO 


WANTED 
LIVE WIRE SALESMAN 


calling on Hdwe., Dept., Auto, Sport, Toy, and 

Variety Stores, to carrr Sporting Goods as Side Line 

for Jobber. Territory open, Va., N. & 8. 

& D. C. Give all particulars and references in first 
Comm. 6%%. Apply 


SIMON HARRIS CO., INC. 
2t1 N. GAY ST. BALTIMORE 2, MD. 


letter. 























SALESMAN FAMILIAR WITH HARD- 
WARE DEALERS in New Jersey. Long estab- 
lished manufactyrer has an attractive offering 
for one thoroughly familiar with the dealer trade 
in New Jersey. Address Box N-2i4, care of 
se Ace, 100 East 42nd St., New York 





SALESMEN WANTED 


Leading Manufacturer, Complete Line of Leather 
Dog Furnishings, has a few choice protected terri- 
tories open for experienced men with following among 
retail hardware and housefurnishing stores. Liberal 
commission 


Address Box N-250, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED—WITH FOLLOW: 
ING HARDWARE TRADE AND JOBBERS 





SUCCESSFUL SALESMEN to sell Line of Imported Solingen Cutlery State 
experience. Write Box N-245, care of Hanp- 

One of America's oldest manufacturers of || WA" Act 100 Fast 4 a 

heating equipment is expanding its Stove 

and Range Division. They are seeking suc- 

cessful sales representatives who are in- 

terested in top quality. merchandise. Sev- 





eral choice protected territories are still 
available. Excellent opportunity. No ob- 
jections to non-conflicting lines. Liberal 
commissions; give complete information, 
including lines now carried, in first letter. 
Enclose snapshot if available. All replies 
held in strictest confidence. 


Address Box N-209, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN WANTED 


Full time or side line to sell well-known mop 
and broom line to the hardware, housefurnish- 
ing and variety stores in Southern New Jersey. 
Furnish references and state experience. 
Address Box N-235, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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[Sales Representatives Wanted] [Soles Representokines Wanted] |[ Accounts Wanted 


WANTED SIDELINE SALESMEN ealling 
on electrical contractors, retail hardware stores, 
department stores, to sell Electrical Supplies and 
Lighting Fixtures, to cover New Jersey and New 
York State exclusive of Metropolitan Area. Write 
for full details. Commission basis. 
N-233, care of Harpware Acr, 100 
St., New York 17, N. Y. 


WANTED: MANUFACTURERS _ REPRE- 


Address Box | 
East 42nd | 


SENTATIVES WITH WATER SOFTENER | 


SALES EXPERIENCE to sell 
retailer. Address Box N-241, 
Acz, 100 East 42nd St., New York 17, N. Y. 


the jobber or 





AGENT WANTED FOR COMPLETE LINE 
COLONIAL HARDWARE for cabinets, Dutch 
doors, interiors and pine rooms. Authentic de- 
signs, excellent quality, priced to sell. Address 
Box N-249, care of Harpware Acez, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVES 
WANTED. Leading Manufacturer of Electric 
Lanterns, dry cell operated, needs Representation 
to Distributors of all classes, in the following 


territories: New England, New York and Sur- 
roundings, Pennsylvania, Entire South and 
Southeast, California and Western States. Give 


Address Box 
100 East 42nd 


full particulars and present lines. 
N-248, care of Harpware AGE, 
St. New York 17, N. 





MANUFACTURER — OLD FASHIONED 
BUILDERS HARDWARE — Brass and Black 
fron-—Established line—Wants Representatives 
to call on building supply and hardware dealers. 
Territory open outside of New England. Ap- 
plicants must have good following. Address Box 


N-246, care of Harpware Ace, 100 East 42nd 
St. New York 17, N. Y. 
SALES REPRESENTATIVES WANTED 


WITH CAR AND ESTABLISHED TERRI. 
TORY. Selling exclusively to Retailers for 
Quality Line of scissors, shears, manicure im- 


plements, household cutlery, silverware, clocks 
and other allied items. Commission. Advise 
territory covered and lines represented. Ad- 


dress Box N-238, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 


FACTORY REPRESENTATIVES, _ DIS- 
TRIBUTORS FOR ESTABLISHED HOUSE- 
HOLD ITEMS to Hardware, Housefurnishing 
Jobbers, Dept. and Chain Stores. If you have 
these contacts, inquire about available territories 
for our complete line of exclusive washline pul- 
leys (See ad this issue) and other items. Write 
— H. Zimbalist, Inc., 262 Greene Ave., Brook- 
ym, N. Y 


SALES REPRESENTATIVE WANTED. 
Low Price, Quality Cylinder Tubular Entry and 
Interior Door Locks. Complete line. Want Com- 
mission Representative with established clientele 
covering Contract Builders Hardware Trade and 
other large Builders’ Hardware Outlets. Non- 
conflicting sidelines may be carried. Several ter- 
titories open. Please state territory covered and 


lines handled. Address Box N-216, care of 
Sees Acg, 100 East 42nd St., New York 
oe. we 


care of Harpware | 











REPRESENTATIVE WANTED 


Manufacturer wants paprenamtative for Fast Selling 
Nationaily Advertised Product. Sold at hardware, 
ehain, department and drug ‘stores. Good selling 
price, immediate delivery, top commissions. Write 
territory covered and present lines carried to 


FILTER-KLEEN MFG. CO. 
314 Chelsea St. Everett 49, Mass. 














[Accounts Wanted 


| 








MANUFACTURER’S REPRESENTATIVE, 
EXPERIENCED, HARD WORKER, calling on 
hardware, housefurnishing, automotive, electrical, 
and mill supply jobbers in Metropolitan New 
York and New Jersey desires Additional Line 
with reputable concern. Can promise complete 
and frequent coverage. Address Box N-213, care 
of —_— Acz, 100 East 42nd St., New York 
i; 





UPSTATE NEW YORK REPRESENTA- 
TIVE CAN HANDLE AN ADDITIONAL 
LINE. Must be quality merchandise, properly | 
priced. I call on jobbers, chains, department | 
stores, etc. Well established and experienced 


Correspondence invited from reputable manufac- 
turers only. Address Charles W. Schlueter, 52 
Rowley St., Rochester 7, N. Y. 


AGGRESSIVE NATIONAL SALES ORGAN- 
IZATION REPRESENT ED BY MEN WITH 
BROAD EXPERIENCE in the hardware field 


wants Additional Lines, for sale to jobbers. Offices | 


from Coast to Coast. Connection is particularly 
advantageous to small manufacturers because we 


handle all phases of distribution. Address Tri 
Products Company, Inc., 2406 So. 7th Blvd., 
St. Louis 4, Mo. 





YOUNG AGGRESSIVE SALES MANAGER 
with National Reputation and Following will 
Serve Additional Manufacturer on commission 
basis. Prefer plant within 500 miles of New 
York. Should make paints, hardware, automo- 
tive, industrial, power tools or related products. 


Will personally handle National Wholesalers, 
Chains and Mail Order Houses due 
Personal Contacts. Address Box N-252, care of 
Harpwarr Ace, 100 East 42nd St., New York 
7, BF 


MANUFACTURERS REPRESENTATIVE 


covering Southern Ohio, Columbus and South 
calling on hardware, paint and lumber dealers 
and department stores desires Additional Non- 
Conflicting Line. Now representing a line of 
putties, caulking compounds and patching plas- 
ters. Can guarantee thorough coverage every 
two months. Write full particulars to Box N 
242, care of Harpware Acr, 100 East 42nd 
St., New York ae 4 
MANUFACTURER’S AGENT COVERING 
THE SO. ILL., MO. AND KANSAS AREA 
calling on wholesale hardware and paint trade, 
chain and department stores desires Additional 
Lines. Best references given. Write: Norman 
Rola, 3837 Wyoming St., St. Louis 16, Mo 


(Classified Opportunities continued on page 
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NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














SOUTHEASTERN STATES 


Agents. Established 1926. 
Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 


Manufacturer’s 
Staff of 5 men. 











WELL ESTABLISHED REPRESENTA 
TIVE covering Hardware and Houseware Job- 
bers and Syndicates in New York City and 
Vicinity seeks One Other National Line. Age 
38, married, and own late model car. Excellent 
coverage assured. Can obtain volume orders. 
Rest references. Address Box N-237, care of 
Harpware Acg, 100 East 42nd St., New York 
7, R. F. 





MANUFACTURERS AGENT: CALLING 
ON JOBBERS AND DEALERS in the Hard- 


ware and Building Material Fields in Penna., 
New Jersey, Delaware, Maryland and Wash., 
D. C. 15 years experience with Mechanics Tools 


and Farm Goods seeks Additional Lines. Best of 
references. Address Box N-247, care of Harp- 
waRE Ace, 100 East 42nd St., New York 17, 
mn, Ff 


MANUFACTURER’S AGENT SEEKS ONE 
MORE LINE. Your products will receive top 
sales coverage in Metropolitan New York. Now 
selling only one high prestige volume line to 
jobbers, chains, syndicates, mail order houses, 
department stores. Prefer electrical products but 
will consider other volume offering. Highest 
references. Address Box N-239, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, 
N. Y. 


REPRESENTATIVE AVAILABLE, COM- 
MISSION OR SALARY, calling on the Hard- 
ware Jobbers in the Mid-West States of Iowa, 
Nebraska, Kansas, Missouri and Minnesota. Ex- 
perienced in all phases of the hardware business, 
retailing, jobbing and manufacturing. Many 
years successful selling. Address Box N-208, 
care of Harpware Ace, 100 East 42nd St., New 
Yoru 17, 3. Y. 








| = Positiows Wanted =f 





POSITION WANTED EXPERIENCED 
HARDWARE MAN in all branches of the 
business retail and wholesale, experience in store 
departmentizing and display work, sign and 
show card experience, capable as dept. or store 
manager, wish to locate in Michigan, Northern 
Illinois or Indiana Address Box N-212, care 
of HARpWarE 100 East 42nd St., New 


AGE, 
York 17, N. Y. 
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[Positions Wanted ||| Business Oppodunitien ||| Buainess Oppovtumitier | 





RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIT- 


UATION selling to Hardware, Mill and Mine 
Supply Jobbers and Dealers in Arizona and 
Southern California Large acquaintance and 


good standing in trade. Perfect health. Have car. 
Will furnish references. What have you to offer? 
Address H. E. Kulle, 239 W. Portland St., 
Phoenix, Arizona, 





ATTENTION MR. MANUFACTURER: 
FORMER SALES MANAGER, AVAILABLE, 
for a Major Line, Nationally advertised, with 
sufficient repeats to earn minimum $15,000 or 
more annually over territories Pittsburgh to Chi- 
cago including Detroit and Ohio River Cities. 
Requirements: guaranteed $150 week advance 
for expenses against a good profit sharing plan. 
Well acquainted Hardware, Appliance and House- 
wares trade, Jobbers, Groups and Chains. Good 
references. Excellent producer. Offer is bona 
fied-answer in confidence to Box N-236, care of 
Harpware Ace, 100 East 42nd St., New York 
i, B.. ¥. 








HARDWARE MANAGER EXPERIENCED 
IN BUYING, MANAGEMENT, CONTROL 
AND ORGANIZATION both wholesale and re- 
tail shelf, builders hardware, plumbing, paints 
and electrical supplies, desire association in sim- 
ilar capacity with reputable concern. Executive 
ability. Best personal and_ business 
salary and percentage, consider partnership later. 








| lease arranged. 


reference, | 


Address Box N-232, care of HarpwareE AGE, 100 | 


East 42nd St., New York 17, N. 





| Bainess Opporvtunitien | 








WE BUY CLOSE-OUTS 


OF HARDWARE AND RELATED ITEMS OF ANY 
KIND. OFFERS BY MAIL ONLY. 


EXPORT BUYERS' OFFICES 
106 WATER ST., NEW YORK 5, N. Y. 








FOR RENT 
STORE: OFFICES AND SHOWROOM—25 x 100 
BASEMENT: 25 x 100, ALSO STOCK WAREHOUSE. 
FIRST FLOOR: OF FICE—25 x 90. 
Location: 42 Warren St., Manhattan. 
Heart of Hardware Industry—Suitable for 
Representatives or Wholesalers. 
Available for Immediate Occupancy—June ist. 
Address Box N-253, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Factory 














ATTENTION MANUF 


Why not produce your own brand of items? A 
clearing house for inventors and manufacturers 
as a few hundred diversified meritorious hard- 
ware and household patented and pending items. | 


These are now being offered to responsible man- 
ufacturers on an exclusive license and royalty 
basis. Address Inventors & Manufacturers Asso- 
ciates, Inc., 7 Beekman St., New York 7, N. Y. 


WOULD BE INTER- 
ESTED IN BUYING OR BEING A PART- 
NER in Hardware Business, Investment not to 
exceed $10,000.00, but possibilities must be good. 
County Seat. Location in Texas or Southern 
Oklahoma preferred. Write to J. C. Scheurer, 
253 Dauphin St., Mobile, Ala. 


STORE WANTED. 


FOR SALE—RETAIL HARDWARE BUSI- 
NESS, established over 30 years, doing all year 


‘round business. Location popular New Jersey 
resort city. Stock comprises complete line of 
Hardware, Sporting Goods, Housefurnishings, 


etc. Buyer may lease 


Marine Hardware, Paints, ; 
Reason for selling, 


store, or purchase building. 


owner retiring. Address Box N-219, care of 
Harpware Acez, 100 East 42nd St., New York 
i. N. z. 
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ACTURERS. 


FOR SALE— HARDWARE AND PAINT 





STORE, Southern California—Established 25 
years—good lease. Sales over $40,000. Nets 
owner $8,000 per year. $18,000 full price. Ad- 
dress Box N-251, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 

FOR SALE: Hardware, Paint, Housefurnish- 


ing, Gas & Electric Appliance Store in New York 
City. Good location. Established in 1900. Lead- 
ing franchises, clean stock. Sales $100,000 Fa 
an 


nually. 5,750 square feet of floor space. 
arrange good lease for the right party. Ap- 
proximately $50,000 required. Address Box 


N-240, care of Harpware Ace, 100 East 42nd 


St., New York 17, N. Y 





HARDWARE STORE LOCATED IN ONE 
OF TAMPA’S BUSIEST THOROUGHFARES 
TO SELL for Inventory and Fixtures. All ap- 
proximately $18,000.00. Prefer to sell to one who 
knows the business and will appreciate oppor- 
tunities herein. Owner owns building. Rent and 
If interested, call H-3923 during 
day or H-3567 after 6:00 P. M.; Tampa, Florida. 


FOR SALE. HARDWARE AND HOME 
SUPPLY STORE (BLDG. FRAME). Yearly 
volume about $50,000.00. 2 Apts (Bldg. Brick) ; 
rooms each. Best corner in town. Lot size 46 x 
119, all frontage. Can sell everything here. Priced 
to sell $40,000.00. Chicago area. No Brokers, 
Write Wentworth Hardware Home Supply, 705 





Wentworth Ave. & Pulaski Road, Calumet City, 
Illinois. 
FOR SALE IN SAGINAW VALLEY, 


MICHIGAN. Hardware and Implement Store 
with one side track and coal yard. Buildings and 
Property Only. Best of Farming Territory. 
Address Box N-244, care of HaArpware Ace, 
100 East 42nd St., New York 17, N. Y 





FOR SALE—HARDWARE DEPT. STORE 
—In Florida—In a growing town—near one of 
the finest fishing and hunting areas in the State 
—Doing over $250,000.00 business—Owner wishes 
to retire—Will take small down payment on real 
estate — balance easy terms— will take approx. 
$50.000 cash to handle deal. Address Box N-231, 
care of Harpware Ace, 100 East 42nd St., New 
| York 17, N. Y¥. 















Your employees want 


to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day"” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America’s leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 


Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation’s economic security, too! 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if management sponsors the 
Plan and a fellow worker asks them fo sign up. 

It's up to you whether they get the chance. 
All the help you need is available from your 
State Director, U. S. Treasury Department, 
Savings Bonds Division. 


The Treasury Department acknowledges with appreciation 





the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council, 
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* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN _ 
A mim Path. oor 4 
— : ———— 


HERE'S A POPULAR HOME-IMPROVEMENT ITEM! 
Sold by leading jobbers 





































National METAL SUPERIOR 
WEATHERSTRIP .. = 3. FAUCET 
KITS 3. le INSERTS 

a Stop Faucet Leaks 


— ae \ 


With this compact unit any handyman can do a pro- 
For DOORS fessional job. Contains high-grade bronze weatherstrip, 
E-Z-ON, nails, instructions for one door or window. Two 

and WINDOWS standard doors—four standard windows. Odd sizes made Make old faucets 
to order in quantity. LY 


better than new 








AL Write or wire for prices 


secre] National Metal Products Company SUPERIOR VALVE MFG. CO. 
fi. CLEVELAND 15, OHIO 











1025 CHATEAU STREET PITTSBURGH 12, PENNA. 


BUILD STORE TRAFFIC / 
BOOST PROFITS / with new 


HANDY-SIZE PANELS OF MASONITE TEMPERED PRESDWOOD IN 
wmest long ati ert age), i-mate), img mee) .i fel.) wale), Biel, i ler leek aa] © 














BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


on cards 


EXPORT DISTRIBUTION 


We desire to handle a few additional 
staple hardware lines for distribution in 
foreign markets. We have over 60 years 
experience in the Import and Export 
business and old established world-wide 
connections. Address reply to 





Box N-230, care of HARDWARE AGE, | 
100 East 42nd Street, New York 17, N. Y. 
Send for Descriptive Folder. M. GRUMBACHER 


Order from your Jobber 464 WEST 34th STREET NEW YORK | NEW YORE 











Keep In Touch With The “OPPORTUNITIES” In The Trade — 
Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 


men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 





There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 
gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York 17, N.Y. 
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STEEL FENCE POSTS 


“U" flanged posts with self-fastening 
lugs. No Staples Required. 








DEALERS! if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 





Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 














BOX 97, DEPT. 70S 


. 151-E 
LEVEL 


ALUMINUM 
with 


INTERCHANGEABLE 
VIAL CASES 


LEVELS | 


MILWAUKEE 13, WISCONSIN 





Marble’s Woodcraft No. 49 
A top favorite with sportsmen and 
scouts. Has beautiful handle made 
with sole leather, 2 
washers. Blade 454 inches long, forged 
from high grade cutlery steel especi- 
ally tempered, polished and shespened 
to a keen edge. No. 49 W t 
list $3.00. 





KNIVES 
for SPORTSMEN 


Marble Arms & Mfg. Co. 








Sure 


Marble’s ideal No. 45 


Easy TO SELL 












TO SATISFY 






Popular all-purpose knife for field, 
forest, and camp use. Extra sturdy 
thick forged blade, hollow ground. 
Handle of sole leather washers, fibre 
and brass; plastic tip. Complete with 


leather sheath. No. 45-5” blade, $3.50. 


No. 45-6" blade, $4.00. 


540 Delta Avenue 
GLADSTONE, MICH. 


‘ 


(A-228) 





Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


Se SET - 10c SET 


50c SET - 


SAVE FURNITURE 


& 


FLOORS-—CREATE QUIET 


Name ‘'Domes of Silence’’ 


on each genuine 


Domes of Silence 


Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Sizes for metal beds, wood beds, large 
furniture. 


Noiseless. 
chairs and all 


Ask your Jobber. If he is not suppliod write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C.. 
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New! ZIMBALIST CL187 
“KLEENLINE GIANT SUPER” 
Ball-Bearing Washline Pulley 


The 
these 


only fully-enclosed pulley with 
quick-profit features: 


© Bristle brush cleans line auto- 


matically. 
© Controls line, works effortlessly. 


© Rust - resistant, made of cold 


drawn steel. 
Size: 6'' x 41/2 


Also: +80, same pulley as above, 
without brush. 


#40, 3¥2°' x2%"', 


WM. H. ZIMBALIST, INC. 
" 262 Greene Ave., Bklyn. 5, N. Y. 


without brush. 








NOW any of your customers can 


STOP FAUCET LEAKS! 











#2X FAUCET 
DRIP STOPPER 














Advertised 

in the Comes mounted 
SATURDAY ont — ¢ washers. . 
EVENING topper. 
POST eeee 


EDWARD O'MALLEY VALVE CO. 







on a card with illustrated directions 
. in attractive self-selling dis- 
Every home needs an O'Malley Drip 





e@ @ e ASK YOUR JOBBER 


7602 GREENWOOD AVE 
et ailer \cleme sh ale ai, Leib 





NO. 113 PLASTI 


Wide and deep. Made of 
Polystyrene that withstands sev- 
Light- 


eral minutes boiling. 
weight— easier to use and 
handle. Ideal for all culinary 


uses. Bowl diameters are 10//4,"', 
8%"' and 6%". Beautiful 
colors—Kitchen Red, Delphin- 
ium Blue and Daffodil Yellow. 
One bow! of each color to a 
set. About $1.50 retail. Sets 
individually boxed—/, doz. to 
a shipping unit. Bowls avail- 
able individually. 





. has many advantages 


C MIXING BOWL SET | 











ENAMELWARE 
SINCE 1909 


THE FLET C H E R 
DUNBAR, 
Merchandise Mart 

ILLINOIS 


14-117 
CHICAGO, 


ENAMEL “COMPANY 
WEST VIRGINIA 
200 Fifth Avenue 
NEW YORK, NEW YORK 
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FIRST IN QUALITY AND 
FOREMOST IN SALES! 





Packe 
i i enamel. 

e with this . noone 
oy ih a4 oil stove- in 20 on 
\ _ Send for y' ee. 
art the Castelli cata 


d : 
aa obligation. 


arton. 


ta free COPY of 

fast-selling Cc ~ of 
i in six 

Available in 

each sturdily construct 


durably finished in 


This high-quality, low-priced, 
lithographed pad is a sure 
bet to please value-conscious 
housewives. The sparkling 
red on white pattern is bright, 
cheerful and universal in ap- 


NU-TOP Bright Metal stove 
pads are plated with the fin- 
est pre-war quality tin-plate 
—never any substitutes. Their 
modern, embossed design on- 
hances the appearance of 


STOVE DIVISION — ERIE AVE. & F STREET — PHILA. 34, PA. 


DISTRIBUTED 
THROUGH LEADING 
JOBBERS 


SHARP 
POINTED 
NEEDLE BURNER 
TORCH 


Another great C&L value 
. + « has windshield for 
protected outdoor opera- 
tion, serves wide variety of 
eneral mechanic uses. 
roduces 6'/,” flame wide 
open, has remarkably long 
burning life. Heavy gauge 
polished brass tank, 
bottom filler, lock-down 
pump, safety fittings. 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY e LOUISVILLE 10, KENTUCKY 





peal. Available in a variety stove and table tops. Avaii- 
of sizes. able in six popular sizes. 


The NU-TOP complete line includes stainless steel and 
chromium plated stove pads, 


THE METALOID COMPANY 
Creators of The Dual Dispenser 
5815 KINSMAN RD. CLEVELAND 4, OHIO, U. S. A. 





AND 


power & H 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute 
confidence. 


Model 76A Power King 


A thoroughly dependable power job 
Completely modern design, precision 
built. Many desirable features: — Alumi- 
num alloy castings. Tubular steel handles. 
Attractive baked enamel finish. 5-blade 
ball bearing reel with take-up for wear. 
20” cut, adjustable for height. Positive 
clutch. Highly reliable power unit. Rug- 
ged tires. Weight 87 Ibs. 


Model 550 Deluxe 


Unquestionably the 
finest hand mower 
we have ever built 
Light, modern, 
smooth running 
Popularly priced. In- 
vestigate this exce! 
lent selling item 


Information on request. Write today! 


AST 00 


MANUFACTURING CO. 
Springfield, Ohio 
POWER & HAND LAWN MOWERS 


HARDWARE AGE, MAY 19, 1949 








